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Financial: Advertisers 


Are you following theories or 
facts in Chicago? 


Any newspaper can claim supremacy asa financial advertising 
medium. One may base its claim on ‘‘hand-picked” circulation. 
Another on ‘‘class’’ following. But such claims are based on theory. 


The newspaper that can rest its claim on lineage supremacy deals 
not in theory but in facts. 


Here are the lineage figures of the four evening newspapers of 
Chicago for the month of October in Bank and Investment advertising: 


Daily News....... 51,229 lines 
a ee es 


Journal 


ASTOTICA oe sscecscssscoseerssssners seen te nie 20,696 “ 


The Chicago Daily News submits no theory as to its supremacy in 


financial advertising in the evening field. It merely quotes the figures 
as a fact. 


It advances no theory as to its effectiveness in reaching the bond- 
and security-buying public. It states a simple fact: 


7 out of every 9 persons in Chicago 

and suburbs who read the English 

language read The Daily News. 
The theory that those 7 out of 9 constitute the largest and most 
desirable group of investors reachable through a single newspaper is 


based upon the definite and demonstrable fact that The Daily News is 
jirst in bank and investment advertising in the evening field. 


THE DAILY NEWS 


First in Chicago 


Readers will confer @ favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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THE LIBERTY TRUST AND SAVINGS BANK, CHICAGO 


WEARY & ALFORD COMPANY 


BANK & OFFICE BUILDINGS 
1732 SouTH MICHIGAN BOULEVARD 
CHICAGO 


RSA Sa rn 
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MIDLAND 
TERRA ©OTA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 


QUALITY AND SERVICE 
Our Motto 


RYAN STATE BANK 
Ryan, lowa 
Fridstein & Co., Bank Engineers 


MIDLAND TERRA COTTATCOMPANY 
1014 Chamber of Commerce Bldg. Chicago 
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When You Llan Next 


Year's Advertising! : 


[N planning your advertising for 1921 

there are eight common-sense ideas 
which should be included in your plans. 
Anything more is waste, extravagance - 
and doubtful of profitable results. 


These eight we have culled from our 
fitteen years of bank advertising experi- 
ence, and through our unique plan can 
place them at your disposal in building 
business for your bank inthe coming years. 


Let us “‘sit-in’? with your officers in 
making next year’s advertising plans, Let 
us point out to you these eight avenues 
of vital importance in the economical ad- 
vertising of your institution. 


There will be no cost to you—no 
obligation—not even the intrusion of a 
representative. We will send the details 
of our plan by mail at your request. 


Have Our Proposal at Your Elbow When Next Year's 
Advertising Plans are Discussed. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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The March of a Million Hoofs 


From the ranges, farms and pasturelands of the 
West and Middle-West to the great stock-yards of 
Chicago moves herd on herd of cattle, sheep and 
pigs to the beat of a million hoofs. This city, the 
home of so many fundamental industries, is also the 
center of the packing industry. Meat products are 
here prepared and shipped to ports and markets 
throughout the world; people in many lands are 
served from the Chicago yards. Here, also, through 
the application of science, hundreds of by-products, 
vital to the needs of humanity, are produced in the 


packing plants. 


An industry so large and so essential to the life of 
the world requires comprehensive and modern bank- 
ing co-operation. Chicago’s banks are amply able to 
furnish such support; .among them The Continental 


and Commercial Banks occupy a prominent position. 


The CONTINENTAL and 
COMMERCIAL 
BANKS 


CHICAGO 
INVESTED CAPITAL MORE THAN 50 MILLION DOLLARS 
RESOURCES MORE THAN 500 MILLION DOLLARS 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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The Commercial Statesmanship 
of DE WITT CLINTON 


N November 4, 1825, when Governor 

De Witt Clinton poured into New York 
Harbor a kegful of the waters of Lake Erie, 
brought on the first barge to go through the 
newly opened Erie Canal, he saw accomplished 
a project destined to be of highest importance 
in the development of the country. ~ For the 


success of the Erie Canal, both Clinton and 
Chancellor Livingston had fought with unwaning 
zeal and energy. That Clinton was a director 
of the Bank of the Manhattan Company and 
Livingston one of the founders: is only another 
instance of the notable part which those identified 
with the Bank have played in commercial and 
industrial progress. And today a man seeking 
banking facilities will appreciate the huge re- 
sources and sane, constructive thought which the 
Bank can put behind projects for development 


in commerce and industry. 


BANnk of the 
MANHATTAN ComMPANY 


ESTABLISHED 1799 


40 WALL STREET: 


Capital $5,000,000 Surplus and Undivided Profits $16,146,494.20 
UPTOWN OFFICE : —31 Union Square, New York 


QUEENS BOROUGH OFFICES:— Jamaica, Flushing, Long Island City, Far Rockaway, 
Rockaway Beach, Seaside, Richmond Hill, Elmhurst, Corona, College Point, 
Woodhaven, Ridgewood, Fresh Pond 


BROOKLYN OFFICES :— St. John’s Place and Cypress Hills 


OFFICERS 
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JAMES McNEIL 
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z 
DIRECTORS 
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CHICAGO 


[ EV ELOPED through the growth and experience 
of more than half a century 


The First National 
Bank of Chicago 


James B. Forgan, Chairman of the Board Frank O. Wetmore, President 
* AND THE 


First Trust and Savings Bank 


James B. Forgan, Chairman of the Board Melvin A. Traylor, President 
offer a complete financial service, organized and maintained at a marked degree 
of efficiency. Calls and correspondence are invited relative to the application 
of this service to local, national and to international requirements. 


Combined resources over $300,000,000 


The Largest National Bank 
in OHIO 


FIRST NATIONAL BANK 


FIRST 
TRUST & SAVINGS CO. 


CLEVELAND 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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DIAMONDS . 


‘The world’s oldest and safest investment 


You, as an investment authority, should be posted 
on the grading and pricing 


OST people have the idea that 
diamonds are sold at a stand- 
ard price per carat for “‘per- 

fect white stones.” There is only 
enough truth in this theory to make 
it dangerously confusing. 

In the first place, a “perfect white 
stone” might be anything except a 
badly flawed, yellow diamond 
which no reputable jeweler 
would sell. 

Few people pretend to un- 
derstand anything about the 
grading and pricing of dia- 
monds. You, as a banker, 
accustomed to dealing in 
things of known value, should 
understand something definite 
on this subject before you in- 
vest or advise others. 


Wesselton Diamonds— 
The Market's Best 


Briefly, the term ‘fine ; 
white diamond” is ordinarily 
applied to the better stones of 
the trade classification ‘‘ Silver 
Capes.” Five grades higher than 
“Silver Capes” is the ‘‘ Wesselton”’— 
the highest grade diamond in the 
commercial market today. The two 
higher grades, “‘Rivers” and ‘“‘Jae- 
gers,” are rarely seen outside of the 
famous collections, because of their 
scarcity and prohibitive price. 

The “fine white stone” generally 
sold appears very ordinary, even to 
the unskilled eye, when compared 
with the fiery, blue, brilliance of the 
“Wesselton.”’ 


Goldman Sells Wesselton 
Diamonds 


With diamonds, as with everything 
else, selling price must be based on 
cost. The retailer, who secures his 
stock through ordinary channels, 
must get the “‘fixed price per carat.”’ 

The House of Goldman sells fine 
Wesselton diamonds which have been 
pledged for loans and never redeemed. 
Only diamonds of extra fine quality 
Standard are good for a loan at the 
Goldman Bank. 


of diamonds 


We Challenge Comparison at 
‘40% More ’ 
A Goldman bargain is priced at 
only a few dollars over the amount 
loaned on the stone. Any one who 
has ever borrowed money on jewelry 
knows that this amount is only a 
fraction of the regular retail value. 


OR centuries, men have found 

diamonds a safe investment, 
quickly turned into money. Divi- 
dends come both from increasing 
value, and from the satisfaction of 
wearing such a certain evidence of 
SUCCESS. 


It must be so low that the lender can 
turn the pledge into quick cash if 
it is not redeemed. 

This policy places Goldman bar- 
gains before you at a price so low that 
we challenge you to match them at 
40 per cent more money. And here 
is how we let you prove our state- 
ments. We ask no one to buy 
“sight unseen.” 


Shipped on Approval — 
No Money Down 


You select your diamond from our 
Bargain Bulletin. We send it to you 
without one cent in advance—send 
it in care of your bank. When it 
arrives you are free to judge it and 
compare it any way you wish. 

If you can match that bargain 
from any other source, send it back 
at our expense,—no questions asked— 
noargument. You and you only are 
the judge. 


A Stronger Guarantee Cannot 
be Written 


Every Goldman sale carries a 
written guarantee—a real guarantee 
that means some definite thing. Our 
guarantee covers four vital points: 
(1) Color, quality, perfection of cut- 
ting; (2) Weight; (3) The cash sum 


you can borrow on it from us at any 
time within one year (this is within a 
few dollars of the price you pay us); 
(4) The permission to exchange it at 
full price in purchasing a higher priced 
stone. 
Back of this guarantee is a firm that 
has been keeping its word for 33 years, 
—which has sold millions of 
dollars worth of diamonds and 
never had a dissatisfied cus- 
tomer. 


Beautiful New Mountings. 
Although diamonds are 
never “‘second hand,”’ settings 
become worn, scratched and 
old-fashioned. - All Gotidman 
Released Pawn Pledges are 
reset in the latest styles of new 

14K gold mountings. — 


A Goldman Purchase an 
Investment 

How can you, a banker, 
look at a diamond purchase’ as 
anything but an investment? You 
know that never in the world’s history 
has there been a “bear market” on 
diamonds. They have always ad- 
vanced and always will. : 

How can you, a banker, a business 
man, who deals in cold facts and 
figures, even think of buying a dia- 
mond without first having your 
choice from the Goldman stock sent 
for inspection’ and comparison? 

Remember, to send for a Goldman 
bargain does not involve any obliga- 
tion to buy of us. It is just like going 
into a store to look. 

Get posted now? Send for our Bar- 
gain Bulletin No. 201, just off the press. 
See what amazing values we are able 
to offer. Send this coupon now. 


L. GOLDMAN’S SONS 


Dept. 5119 Goldman Bldg. 
Kansas City, Mo. 


L. Goldman’s Sons, 
Dept. 5119, Goldman Bldg. 
Kansas City, Mo. 
You may send me your Bulletin No. 201, Wes- 
selton Diamonds just released from pawn. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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He Has a Most Remarkable Knack 
For Reading Faces 


How T 7 Ruceriod Makes 
$18,000 a Year! 


I hadn’t seen Tom Rutherford in 
nearly 10 years. When you consider 
that we had been pals at college, you 
can imagine how delighted I was to 
hear his cheery voice come ringing over 
the telephone. 


He was on one of his big swings 
over the eastern territory and he wanted 
to know if I wouldn’t come down and 
eat dinner with him at his hotel. 


I found him to be the same old Tom 
—older of course—a trifle gray around 
the temples—perhaps a little keener of 
eye—but all in all the same old Tom. 
Success hadn’t turned his head one bit 
and I felt no hesitancy in asking him 

- how it was that he had been so suc- 
cessful. 


“T can sum it up in five words,” he 
said quickly—‘“‘The ability to read men. 
I can tell within three minutes after I 
meet a man the kind of man he is. I 
can tell if he is honest; I can tell if he 
is kind; if he is open to reason or if he 
is obstinate; if he is dependable; if he 
is careful or if he is careless. His eyes 
tell me one thing—his nose something 
else—his mouth, his lips, his forehead, 
his profile, his ears, every feature in fact 
has a never-failing message to the skilled 
observer. 


“Everybody reads character. Almost 
everybody can tell a clergyman from a 
rufhan or a bricklayer from a musician 
just by looking at their faces. But the 
important thing is to be able to read 
character when the lines are not so 
clearly defined. 


“You know I had no more ability to 
start with than any one else. But one 
day I heard of a very rich man named 


L. Hamilton McCormick who had 
been making a life-time study of Char- 
acter—as revealed in the face. I de- 
termined to visit him in his home and 
I did. I found him to be one of the 
most charming—most unusual men I 
have ever met. 


“For forty years he had been making 
a study of CHARACTEROLOGY— 
not for money, for he is many times a 
millionaire, but through a desire to es- 
tablish this study as an exact science. 
His study of types had taken him all 
over the world. After 
a lifetime of effort he 
had formulated cer- 
tain definite rules for 
reading character. 
When he told me that 
any one who studied 
these rules could read 
character my enthusi- 
asm knew no bounds. 
We got to be fast 
friends and I per- 
suaded him to let me read the manu- 
script of this monumental work. 


L. Hamilton McCormick 
Author of 
“Characterology”’ 


“From then on my success in business 
was assured. People marveled at my 
ability to swing conferences to my point 
of view—to make friends—to sell pros- 
pects who had been listed as impossible. 
It was all due to my ability to read men. 


“For several years I have been urg- 
ing Mr. McCormick to publish his 


rules for reading character. But al- 
ways he would shake his head and say 
kindly—‘Not yet, my dear sir. I must 
be ten times sure of every word before 
I offer this work to the public.’ 


“And now at last this epoch-making 


work has been published. In it you 
will find every rule for reading char- 
acter that has made my business and 
social life so successful. You, too, can 
become an expert reader of character if 
you study the rules laid down by Mr. 
McCormick. 


“You will find this to be not only the 
most interesting work you have ever 
read but the most profitable. It is 
something that you can use every-day 
of your life. I firmly believe—in fact 
I know—that my ability to read men 
is the one big reason why I am earning 
$18,000 a year.” 


* * * * * * * 


Tom Rutherford said good-by that 
night but before he left I had sent 
to Rand M¢Nally & Company for 
CHARACTEROLOGY. It has 
meant more to me than any other book 
I have ever read. As Mr. McCormick 
himself says—‘“There is no study of 
more importance to man than the study 
of man.” 


* 


SEND NO MONEY 

We want to send you this remarkable work on 
CHARACTEROLOGY. We are willing to send it 
to you on approval because we know that once you 
start reading it and begin applying its rules you 
will realize its practieal value to you in every day 
life. You need send no money. Without cost, with- 
out obligating yourself in any way, sign and mail 
the coupon printed below. 


RAND MCNALLY & COMPANY 
544 S. Clark Street, Chicago 
3-BM-12-20 
Rand MSNally & Company, 544 S. Clark St., Chicago 


Please send me Mr. L. H. McCormick’s book on 
CHARACTEROLOGY. Within five days after re 
ceiving it I shall send you $5 or mail the book back 
to you. 


NAME 
ADDRESS 


OCCUPATION 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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COAL MINE MANAGEMENT 


Can We Increase 










Your Coal Property 
Investment in Value ? 


By placing these resources at your 
disposal— 


Experience based on 37 years’ success- 
ful management and ownership of 
large bituminous mines in virtually all 
important fields. 


Facts and data on markets, methods 
and organization, gathered and tested 
by the broad scope of our organization. 


Economies of a large buying power and 
the facilities for distribution and sales 
built upon our annual sale of millions 
of tons. 


Our contact with the problems of 
Financing, Operating and selling often 
enables us to indicate the’ means of 
great savings or replace departments 
costly to single companies by the 
economies of a service maintained on 
a large scale basis. 


W rite for booklet; call or phone for further facts 


PEABODY COAL COMPANY 


Founded 1883 


332 So. Michigan Ave., CHICAGO 


OPERATING 36 BITUMINOUS MINES IN 11 FIELDS WITH ANNUAL CAPACITY OF 18,000,000 TONS 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Such Smoothness Is Unusual 


In Ledger Papers 


HE remarkable smoothness of Brown’s is but one of the 
many features that make it superior to ordinary ledger 
papers. 


Brown’s is made of pure white rags. No strong bleaching 
chemicals are used in its manufacture. It cannot discolor, 
stain, turn yellow or fade. Brown’s, therefore, possesses a 
Gibraltar-like permanence that makes it invaluable for busi- 
ness records, leases, contracts, journals, ledgers, ete. 

It pays to insist on Brown’s. Poor-quality paper is apt 
to tear, wear badly or fade. Besides, record books made of 
inferior paper cost only 2 or 8% less than the same books 
made of Brown’s Linen Ledger Papers. 


Write for Brown’s sample book and test these papers yourself 


BROWN ’S Line: 
ad. edger 
Papers 


Established 
1850 


L. 1.. Brown Paper Company Adams, Mass., U.S. A. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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The Spirit of Christmas 


It is unfortunate that the Christmas Spirit does not 
pervade the realms of business more often than once 
a year to teach us the true meaning of co-operation 
in service, for, if it did, there would be little need to 
preach the gospel of reciprocation to business men. ~ 


Genuine service in any line of business pays large 
dividends. All the care and worry and the years it 
has taken to build up DROVERS SERVICE to 
its present point of efficiency, has been well worth 
the effort. What we have done for nearly a thousand 
banks in the great Middle WeS, we can do for you. 


Try DROVERS SERVICE is the best New — 
Year’s resolution you can make, for it will pay 
dividends all the year round. 


DROVERS 
NATIONAL BANK 


UNION STOCK YARDS - CHICAGO, ILLINOIS 


Xmas Greeting 


To all good fellows in the banking fraternity, and especially 
to you who have helped us in making “DROVERS SERVICE? 
we extend a hearty season’s greeting 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers, 
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Bank Construction 
With a Limited Cost Guaranteed 


UR contract permits a 

banking institution to au- 
thorize construction with the 
comfortable assurance that an 
agreed-upon maximum expen- 
diture, based upon accurate esti- 
mates, is established and cannot 
be exceeded. 


The ability of our organization 
in the design and construction 


of bank buildings would not be 


ot practical service without in- 
cluding a definite means of 
protecting the bank from build- 
ing disbursements of unprofit- 
able proportions to its business. 
Such protection is assured by 
our guarantee definitely limiting 
the total cost. 


Specific details will gladly be 
supplied without obligation. 


HOGGSON BROTHERS 


BANK BUILDERS 


New York 


Chicago 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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MAKING THE FOREIGNER A 
PROFITABLE CUSTOMER 


One bank finds that personal solicitation at the home 
combined with school savings produces results while 
another bank carries its appeal into the factory 


OW can the foreign speaking popu- 
lation of a community be developed 
as profitable bank customers? 

This problem deserves the careful con- 
sideration of every banker for two rea- 
sons. First, the banks can exert a 
tremendous influence in fostering the 
spirit of Americanism among foreigners 
by teaching them the value of American 
citizenship. Next, they can bring the 
foreigners’ surplus money into the vaults 
to be administered for the general good, 
providing some of the methods to be 
described in this article are followed. 


Before going into these methods, it is 
probably worth while to point out that, 
prior to the war, many thrifty and in- 
dustrious foreigners looked with suspi- 
eion on the American bank. This feel- 
ing of distrust and prejudice was largely 
broken down during the Liberty Loan 
campaigns. The foreigners were taught 
during the war to visit the bank and to 
become familiar with common bank 
usages. Money that hitherto reposed in 
mysterious hiding places was brought out 
for either the purchase of Liberty Bonds 
or for deposit in the savings department. 

So, as the foreigners have been taught 
the advantages of a strong banking con- 
nection, it becomes essential for every 
banker dealing with foreigners to con- 
tinue the cultivation of this business in 
a systematic way, and the plans to be 
outlined here will probably offer many 
Suggestions of value. 


There are two ways of getting at the 
foreigner,—one by personal calls at his 
home, the other by visits to his place of 
employment. Let us consider first the 
experience of a middlewestern bank in a 
largely populated foreign district which 

made remarkable headway in bring- 
ing the foreigner and his family into the 


bank and then holding them as regular 
customers. 


By HENRY J. BURTON 


This bank is located in a community 
with an eighty per cent foreign popula- 
tion, consisting chiefly of Poles, Lithua- 
nians, Bohemians, Germans and Mekxi- 
cans, and a few Greek and Italian mer- 
chants. Ten different languages are 
spoken among officers and employees. 


MAPS ARE EFFECTIVE 
BUSINESS-BUILDERS 


BANK located in a large for- 

eign-speaking neighborhood 

has used small maps fora long time 

in developing new business. An 
officer of this bank says: 

“If there is anything a foreigner 
likes, it's a map of the ‘old coun- 
try, showing the town of his birth— 
his old home. He enjoys studying 
the map and locating the towns. 
Maps fill a place i in his heart and 

raw him close to the bank. 

The bank buys maps in large 
quantities, each lot showing a 
different country. Reading matter 
and the bank's advertisement are 
printed in the languages of those 
countries, and each map carries a 
picture of the bank building. 

nnouncements are made in the 
foreign language newspapers that 
the maps may be obtained on re~- 
quest at the bank, and a coupon is 
inserted for the foreigner to use. 


The language appeal is stressed, and the 
bank finds that it produces results. 
Representatives of the bank visit the 
foreigners in their homes. They visit 
only those homes of the same nationality 
as themselves. For example, an em- 
ployee speaking Polish will visit a 
Polish family. He speaks with them in 
Polish and invites them to the bank. He 
refers them to the teller at Window Num- 
ber So-and-So, who not only has a pure 
Polish name, but also speaks their lan- 
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guage and will be glad to serve them. He 
tells them how old the bank is,—which 
is another good appeal. He stresses 
the “safety” of the bank, showing its 
financial strength and the wealth of 
those in control. Other appeals are 
made which apply to each particular 
ease. The visit ended, he bids them a 
Polish farewell. In like manner, Lithu- 
anian families are visited by a Lithua- 
nian employee, and so on. 


Each visit is reported on a card which 
contains full data. These are checked 
against the prospect file and the new 
names are added. Later visits are 
properly noted on the records and the 
file is constantly worked over and kept 
up to date. 

Personal solicitation is confined to 
homes and stores in the community. 
This bank does not believe in working 
the industrial plants, because it feels 
that the foreigners may resent solicita- 
tion at their place of employment. 


Parent interest is stimulated by 
the new school savings plan recently 
inaugurated. This is operated in a man- 
ner similar to that of the War Savings 
Stamps, as each child purchases special 
stamps in one, five, ten and twenty-five 
cent denominations, according to its sav- 
ings. Stamps are removed from a ma- 
chine—an automatic receiving teller— 
which is taken to the school on banking 
days. They are then pasted in a special 
cardboard folder which the child holds. 
When five dollars have been saved, a 
separate account is opened and the child 
becomes a regular depositor at the bank. 

Unusual interest has been manifested 
by the children, due chiefly to the nov- 
elty of this plan. It was inaugurated 
in a school having 1200 pupils. After 
three banking days, 600 accounts had 
been started. The average deposit is 


-about twenty cents, and the little “tot” 
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is just as good a saver as the older 
children. Each week the teachers de- 
vote one class period to a thrift talk 
which is followed by themes written on 
savings. This takes place on the day 
before the bank representative calls, 
and thus renews their enthusiasm. 

While the plan is valuable as a stim- 
ulus to the child, these accounts are 
small in comparison with the advertis- 
ing and parent interest aroused. Six 
hundred school children depositors rep- 
resent six hundred families reached 
by the bank,—and the English speak- 
ing child of foreign parents is an im- 
portant factor in their domestic life. 

Extensive advertising supplements 
these methods of personal solicitation. 
Foreign language newspapers published 
in that district are used regularly, and 
with the best results. Simplicity of 
appeal is the chief factor, and it pro- 
duces results. The Polish or Lithu- 
anian laborer may glance at a bank’s 
published statement or a few paragraphs 
on banking service, but “it doesn’t mean 
anything” to him. If the advertise- 
ment, however, carries a pure Polish or 
Lithuanian name in the heading and 
the foreigner is told that this man—of 
the same nationality and speaking the 
same language—is at the bank to help 
him, then the “ad” strikes home and is 
effective. 

Billboards rank next in importance. 
These are played up prominently in the 
district and the bank’s appeal is made 
in the language prevailing in that par- 
ticular settlement. 

A discussion of the methods used by 
this institution would not be complete 
without giving prominence to a booklet 
published in 1919 which, while serving 
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Na tramwaju. 
Wyrazy czesto uzywane. Wymawia sie 
Konduktor Kondokter 
Motorowy Motormen 
Tramwaj Kar 


Bilet tramwa- Trensfer 
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Conductor 
Motorman 
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Transfer 
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Ja chce wysiqsé na Ashland Ave, 
I want to get off on Ashland Ave. 
Aj uont ty get of an Eszland Ewniu 
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Na drugim rogu 
On the next corner 
An de nekst korner 


‘ 


Czy to jest ulica 47-ma? 
Is this Forty Seventh street? 
¥z dys fori sewent strijt? 


4a 


Yj lth 


LiL 


se 


Ja chee tu wysiasé 
I want to get off here 
Aj uont tu get of hijr 


Gdzie jest Peoples Bank? 
Where is Peoples Bank? 
Huer yz Pipels Benk? 
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Na samym rogu 
Right on the corner 
Rajt an de korner 


W banku. . 
Czy tu méwia po polsku? 


Do they speak Polish here? 
Du dej spijk polisz hijr? 
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Figure I. 
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HOW THE FOREIGNERS 
HANDLE MONEY 


ee born Americans asa class are good savers. 


However, an inves- 


tigation just completed shows the tendency to save makes itself felt in 


varying degrees among different nationalities as among individuals. 


etter savers than others. 


Some are 


The following characteristics represent the opinions 


of bankers whose methods are outlined in the accompanying article: 


POLES—considered the best savers of any foreign group; often save 
to the extent of severe denial; build substantial savings accounts 
and often pay little attention to interest paid if absolute safety i 1s 
assured ; home ownership is the chief aim. 


LITHUANIANS— industrious 


savers, 
look more to the interest paid on savings accounts. 


the 


almost rivalling 


Poles 3 


BOHEMIANS—good savers; one banker notes greater tendency of 


these toward investments in mortgages for greater earning power. 


G ERMANS—similar to Bohemians . 


SCANDINAVIANS—good. 


ITALIANS—excellent savers but inclined to hoard their savings; also 
refer to invest in a small business; well illustrated i in the many 
ie alian-owned ice cream parlors, restaurants and bootblack stands. 


JEWS—well known as savers. 


However, they usually invest quickly 


to secure the greatest earning power for their money, and are not 
satisfied with Savings accounts and the lower interest. 


MEXICANS—fair savers only; of a restless nature and usually not 


permanent. 


To capitalize on these favorable tendencies, bankers consider it essential 
that the languages prevailing in their districts find expression among their 


employes. 


been a slow process. 


Foreigners have been known to live h 


Ten languages are spoken among officers and employes of one 
bank visited, eight among those of another. 


Unfortunately, assimilation has 
ere, working and 


mingling only among: those of their own nationalities, for twenty-five years or 
more, without learning to speak English. Banks must teach them American 


business methods. 
the language of the foreigner himself. 


its purpose as an advertising medium, 
was a patriotic step that doubtless ac- 
complished a great deal in the Amer- 


‘ —7— 
Wyrazy czesto uzywane. Wymawia sie 
Ja chee whozyé troche pieniedzy do banku 

I want to deposit some money in the bank 
Aj uont tu dypazyt som monej in de benk 


Ja chee wyciagnaé troche pieniedzy 
I want to draw some money 
Aj uont tu dro som monej 


lle? 
How much? 
Hau mocz? 


Dziesieé dolaréw 
Ten dollars 
Ten dalers 


Ja chee nowa ksiazeczke 
I want a new book 
Aj uont e nju buk 


Jaki procent tu placicie? 
What interest do you pay here? 
Huat interest du ju pej hijr? 


Trzy procent 
* Three per cent 
Tri per sent 


Prosze mi dopisaé procent 
Please enter the interest 
Pliz enter dy interest 


Czy moge wyciagnaé pieniadze kiedykolwick? 
Can I draw the money any time? 
Ken aj dro de monej eni tajm? 


These worse from an instructive little booklet issued by a bank in a largely 


ng neighborhood illustrate a new and effective way of winning the 
e Polish word or expression, next is the English translation and 
Try it yourself and see how smoothly it works. 


The first step in this direction comes through speech, and 


icanization of Polish inhabitants in 
that city. An illustration and descrip- 
tion of the booklet are shown in 
Figure I. 

Calendars are also used as advertis- 
ing novelties, and these are widely 
distributed. Small home savings banks, 
however, find little favor among these 
foreigners and are not used by this in- 
stitution in supplementing its campaign 
of personal solicitation. 

Let us turn now to another bank in 
the same city whose representatives 
visit the foreigner’s place of employ- 
ment. This institution is located in a 
district which includes all the national- 
ities of the first bank and also a large 
per cent of Irish workers. The manu- 
facturing conditions in the neighbor- 
hood of this bank’ are similar to those 
of the bank employing personal solicita- 
tion at the homes. And yet, the officers 
of this bank are working personally and 
through their employees to instill the 
savings habit by constant reminders 
and repeated calls in the various plants. 

First, the co-operation of factory 
managements is secured. Savings talks 
are given the workers at various inter- 
vals. Savings cireulars and folders, 
prepared separately for the different 
departments and industries, are dis- 
tributed among them. Shortly before 

(Continued on page 50) 
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ARTISTIC POSTERS THAT SELL 
THE BANK’S SERVICES 


Every department of the Guardian Trust & Savings 
Bank of Cleveland, particularly the foreign depart- 
ment, feels the stimulus created by thé poster appeal 


RT linked to concise, impelling mes- 
sages has called wide attention to 
the unique posters used effectively and in 
diversified ways by the Guardian Sav- 
ings and Trust Company of Cleveland. 
So interest-arousing have they been that 


bankers in other cities have called the 
Guardian “the bank of the beautiful 
posters.” 

One man, on looking at a number of 
the displays, remarked: “What are these 
doing here? They ought to be in the 
art museum.” 

An illustration of the convincing force 
of these posters is the story of the rapid 


att spr ings 
woe packs ad a 


By HARRY E. MARTIN 


development of the foreign department. 
When it was opened several months 
ago, only three people were needed to 
make it function properly. No personal 
solicitation or direct mail campaign was 
used to introduce the department to the 
public; but posters put to work in many 
ways, according to the plan of I. 
Webster Baker, advertising manager and 
originator of this type of poster pub- 
licity in the bank, sold the foreign de- 
partment quickly to the people of Cleve- 
land and northern Ohio. 

Three months after the opening, 
sixteen people were necessary to carry 
on its daily transactions: Already 
the banking quarters have been out- 
grown; balances are carried in more 
than thirty nations. 

“The varied use of posters,” says W. E. 
Guerin, manager of the foreign depart- 
ment, “immediately attracted the atten- 
tion of the people. While satisfactory 


service to those who seek foreign ex- 
change or financial arrangements for 
importing or exporting goods has tied 
thousands of customers-to the Guardian 
Bank, this distinctive kind of advertising 
called to their notice the functions of 
this department.” 


Posters have been used effectively to 
sell other services, including savings ac- 
counts, bond, living trusts, life insurance 
trusts, executorships, real estate manage- 
ment, care of securities, travelers’ checks, 
safe deposit boxes, storage vaults. 

Refined and choice in tints, shading 
and colors, these posters, usually twen- 
ty-eight by fourty-four inches, are 


painted upon card board and fastened 
to light wooden frames, with passe- 
partout bindings. The pictures, inva- 
riably have good pérpective and 
verisimilitude, always illustrating di- 
rectly the succinct message which ap- 


pears in its appropriate position upon 
the poster. 

“How are the posters used?” one 
naturally asks. 

Fifteen different ones, supported by 
easels, are displayed in as many con- 
spicuous places in the bank. Every 
other day they are shifted until each 
has made the circuit. Then a new set is 


(Continued on page 64) 
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FROM NEWSBOY TO PRESIDENT OF 


A GREAT TRUST COMPANY 


Unaided by the influence of rich relatives or friends, Festus 
J. Wade organized and became the head of Mercantile Trust 
Co. by his adherence to a single object and high ideals 


VERY city has its quota of men who 

become heads of large establish- 
ments, because early in life, they re- 
solved to become their own boss. With 
the goal always before them, they set to 
work to reach it in spite of every ob- 
stacle that obstructed their progress in 
that direction. In youth these men 
worked while other boys spent their 
time in play, or went to school, a privi- 
lege that is usually denied a boy who 
becomes a self-made man, since he is 
required to become a bread-winner be- 
fore he has reached his teens. 


The lives of such men are romances 
of the business world,—human-interest 
stories that are more absorbing than 
fiction to those who desire to profit by 
the mistakes, trials and experiences of 
men who have made good in spite of 
poverty, the lack of an education in their 
youth and the influence of family and 
friends. 

This is the story of an Irish newsboy, 
how he became president of a bank 
which he established, the doors of which 
were thrown open on his fortieth birth- 
day. That was November 16, 1899. 


Festus J. Wade is the name of the 
newsboy who became president of the 
Mercantile Trust Company of St. Louis. 
Although he was born in Limerick, Ire- 
land, he is a loyal son of America, which 


‘ has always been his home, as his parents 


brought him to the United States when 
he was an infant. And in the land that 
stands for democracy and high ideals, 
the newsboy of fifty years ago was given 
an opportunity to fight his way to a 
place of affluence, as well as influence in 
one of the largest cities of the United 
States, where he is loved and respected 
by rich and poor alike and, above all, 
by three hundred and fifty men and 
women who call him not only their 
“boss,” but claim that they are members 
of “his family.” 

And their “boss” has climbed the lad- 
der of success in spite of obstacles and 
things that test a man’s character and 
worth. It was the line of right thinking 
that won him success as an influential 
business man of St. Louis. For to 
Festus J. Wade success is synonymous 
of “serving,” striving through strain and 
stress; it’s doing your best—that’s suc- 
cess.” 


“Mr. Wade will never be what the 
world calls a rich man,” remarked one 


By V. RECTOR GRIFFITH 


of his employees, one who was for six- 
teen years his private secretary. “His 
heart is too big and he is always giving 
for one cause and then another, for one 
purpose and then another. But by this 


thoughtful of old people, who are often 
exacting and not easily understood, 
while his relations to his subordinates 
make them respect and love him. We 
are, indeed, one big, happy family.” 





FESTUS J. WADE 
President, Mercantile Trust Co., St. Louis. 


I don’t mean to convey the idea that 
he is an advocate of charity. For Mr. 
Wade is a man who will not tolerate idle- 
ness; but he is ready to do all he ean for 
others. Still, he expects his employees, 
in whom he takes a fatherly interest, 
and others to help themselves. And he 
has the happy faculty of making his 
employees feel that they are working 
with him, rather than for him. 

“This big bank is a splendid monu- 
ment to Mr. Wade, to his ability to ac- 
complish things that stand for progress 
and things worth while. It also shows 
that he is working for St. Louis; for 
the big idea behind it all is to get the 
people to help him build up his home 
town—their home town. He is demo- 
eratic and never permits religious or 
political differences to stand in the way 
of the advancement of his employees. 
Then, too, he is always charming and 


The career of an ambitious newsboy, 
to the position of the president of one 
of the largest banks of the middle west 
was varied. At the age of eleven, Festus 
J. Wade became cash boy in the store of 
D. Crawford & Company, which was 
then the largest drygoods firm in St. 
Louis. His next job was that of a clerk 
in an oil store; then he became an as- 
sistant in the studio of a photographer. 
At the time the under-ground railway 
tunnel was being constructed in St. 
Louis, which runs directly under the 
largest bank building in the city, he 
became a water boy for the construction 
gang. When the services of a carrier 
of water were no longer required, young 
Wade found himself an apprentice to 4 
carpenter; then in turn he became 4 
teamster, a workman in a safe factory; 
a driver of an ice wagon, a driver of & 
sprinkling cart, a railway clerk, a cidet 
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manufacturer (on his own responsibil- 
ity) and the driver of a street car. 

It was in 1879, at the age of twenty, 
Festus J. Wade saw an opportunity for 
advancement in the world of activity 
and, always on the alert, he made the 
best of it. The St. Louis Fair Asso- 
ciation was in need of clerks, and he was 
offered the job of gate-keeper and ticket 
taker, which he accepted. 

But when he was promoted to the posi- 
tion of Secretary of the Association, he 
realized that he was unfitted for the 
work that covered various departments, 
because it required a mental activity 
that he was not prepared to meet. Yet 
he did not give up or resign and seek 
work a man with half a mind could ac- 
ecomplish. But, although he was now 
twenty-four and married, the future 
president of a bank enrolled as a pupil 
of a night school, where he met the try- 
ing situation with calm deliberation of 
one who has made up his mind to suc- 
eeed and make his mark in the world. 
While gaining a theoretical education 
he was also learning to think correctly. 
And the habit of thinking correctly led 
to his advancement. 

Like other men who have accomplished 
big things in the world, Festus J. Wade 
was a dreamer. He dreamed of the fu- 
ture and the fine things it had in store 
for him, which led to a dream of a 
Greater St. Louis, a splendid city on the 
right bank of the Mississippi; a city 
of which people would speak in terms 
of pride. And he has watched the ful- 
fillment of his dream, for it was a prac- 
tical dream- and he has worked hard to 
make it come true. 

But it required years for Festus J. 
Wade to prove that dreams come true to 
those who work with the thought of ad- 
vancement, who strive for finer and 
better things than come to those who 
lack ambition, to the man who has no 
particular desire to be master of his 
destiny or leader of men. 

He became dissatisfied with the posi- 
tion of a secretary of a note and litho- 
graphing company; for study and the 
ability to think along lines of advance- 
ment caused him to place a value upon 
his dreams as well as his work—his 
vision of bigger things yet to come. Be- 
sides, he had resolved to become his 


own boss, at the head of an establish- 
ment, 


But as he had no capital with which 
to establish a business of his own, he 
was aware that he would be compelled 
to take up something that required ideas, 
rather than money. It must be a busi- 
ness that.called for young blood to push 
it along, since he had no capital to 
back it. To make such an enterprise 
Sueceed he decided to take hold of some- 
thing that he had acquired a knowledge 
of through working years in different 
sections of the city, which might be 
called a working capital. He resolved 
to become a real estate agent. 


SPNNAT 


TTT 


MR. WADE’S SEVEN POINTERS 
IN BUILDING A BANK 


ECAUSE of Mr. Wade's remarkable business career, the 
question is often asked: “What is the secret of Festus 3. 
Wade's great success?" 

When Mr. Wade was asked to answer this question, to give 
seven specific reasons for his success, or the system by which 
he has reached the goal until the eyes of the banking world have 
been focused upon him for years, especially the past few years, 
he answered without hesitation: 

“I can tell you in one instead of seven: 
the work and I draw the salary.” 

And to this he added the requested seven: 

I. The personnel of the Board of Directors of the Mercantile 
Trust Company have confidence in the organization. 

The selection of the officers, whose integrity, ability, and 
untiring industry had long before been’recognized by the people 
of St. Louis. 

Ill. The following to the letter of every known sound busi- 
ness principle not only in the banking department, but every 
other department as well. 

IV. Liberal use of advertising in every form, especially the 
public press. 
incalculable. 


My employees do 


Its value in the development of our business is 


armony among our employees and directors, make us 
into a homogeneous organization, all working toa common . 


end, i. e. build up—get business for * 


VI. Careful attention and 
tomer of small means. 


week made * ‘The Mercantile” 


‘The Mercantile.” 


serious consideration to the cus- 
The savings depositor of twenty years 
ago is in many instances the merchant prince of to-day. 
kindly and pleasantly when he was saving 


his bank. 


Treated 
his one dollar per 
It is still and always 


will be not only his — but the bank of his friends also. 


VII. The proof of good 


service is constant growth. 


And, no doubt, the constant growth of Festus 3. Wade's suc- 


cess has been due to 
courage of his convictions. 


This was nearing the close of the 
nineteenth century. But at that period, 
as well as now, experience had taught 
men with ambition that the one-man 
establishment had never been and never 
will be a great success. Festus Wade 
knew that he must associate himself with 
a man, or men, who could aid him in 
making the business of real estate and 
promoter a big success. 

More than thirty years ago there was 
in St. Louis a real estate firm that oper- 
ated under the name of Hammett and 
Anderson. As real estate men they were 
making an indifferent living; but Wade 
believed that they were essential factors 
in his self-proposed venture in the busi- 
ness world, that as a unit they could ac- 
complish big things in real estate. 

Hammett and Andesson each had a 
separate office, which Wade persuaded 
them to close and make the partnership 
three instead of two, and the name of 
the firm Hammett, Anderson and Wade. 
Nor were they dismayed when they dis- 
covered that their combined capital was 
the magnificent sum of $2.50! 

Ten years later the firm of Hammett, 
Anderson and Wade was the largest and 
most successful real estate concern in 
St. Louis. One secret of the firm’s suc- 
cess was that the partners placed a value 
upon advertising in a way that would 


is power of concentration, and the 


attract the attention of the public. Ac- 
cordingly, bill boards were scattered over 
the city, along the street car lines and 
highways; and upon them was the pic- 
ture of a heavy-set man leaning upon 


a ¢rutch, with the words: “Who will 
start her” in big letters. This man was 
Judge Lanham, an auctioneer, who asked 
the crowds that gathered at the Ham- 
mett, Anderson and Wade land sales, 
(sales of lots in new additions laid out 
by this enterprising real estate firm), 
“Who will start her?” 

But Festus J. Wade was not satisfied 
with his success as a real estate man. 
Yet experience along this line was pre- 
paring him for his next venture in the 
business world; for he had made up his 
mind to become the head of a construc- 
tive financial institution. The big idea 
behind it was a better and bigger St. 
Louis, to make a finer city of the place 
where an Irish boy had sold newspapers 
upon the streets. He resolved to become 
the president of a bank that he himself 
would establish. 

While Festus J. Wade was carving his 
eareer the trust companies of St. Louis 
had taken notice of the things he had 
accomplished as a real estate man, as 
a builder of a city. It is the business 
of trust companies to seek enterprises 


(Continued on page 56) 
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Vice President 


T’S quaint how natural any one over 

30 tackles golf, especially an office 
hand. There was a time when it was 
“high-brow” to play golf, but now it fits 
nicely the new Americanism we have 
come to know as “home-brew.” Queer 
how these two new additions to our 
language begin with the same letters, 
isn’t it? And to think; it is enjoyed by 
that great army who used to call it “cow 
pasture pool.” Unlike any other out- 
door game the player can take his time, 
and this item alone ought to endear it 
everlastingly to the bank man who for 
the last year or so has been driven from 
breakfast to desk slamming time. More- 
over, nothing develops character like 
golf. <A golf ball likes to get into a 
hole after being hit, and any one who 
can refrain from slyly picking it out 
and balancing it on a handy tuft of 
grass ought to be allowed to handle 
money. 

The season has arrived when for the 
good of the bank some, if not all, in the 
institution ought to know the difference 
between a mashie and an inverted um- 
brella. Already, some prophet has as- 
serted golf is going to be more widely 
played in the wilder neighborhoods usu- 
ally called the “country.” Whether he 


means the natives are turning to the 
driver and brassie I am not sure, but I 
am certain many heretofore obscure 
villages have become known almost alone 


With ¢ © lout. 


for their golf links. Few visitors to the 
country today worry about the size of 
the country-side cows and the height of 
the alfalfa, unless—unless, their drive 
from the third tee is sliced out of bounds 
and alights in the hay or among the kine. 

What is it, anyway, that makes an 
office man want to hit something? It’s 
the peculiar longing the four walls of a 
bank instill in a man who loves the sun- 
shine of out-of-doors. If any one who 
reads these lines finds himself in a bank 
which frowns on the far green levels of a 
golf links there is something wrong with 
the outfit he works for. Selfish as it 
may seem, the most prosperous business 
houses of today are fully alive to the 
greater efficiency they obtain from an 
office force which for an hour or two 
each day knows the feel of the sod and 
the whip of the wind against the cheek. 

In days gone by the smaller institu- 
tions and the country banks have been 
the last to see this. They have wanted 
someone who could write a legible hand 
and one who could “figure.” Curiously 
enough, a banker needs less knowledge 
of mathematics than the usual office 
clerk. Bank accounting is the simplest 
thing ever devised, and unless it be a 
foreign exchange department of a large 
city bank, a child in the 9th grade is 
doing harder sums in arithmetic every 
day he sees a school house. City or 
country, a banker’s main asset, among 








Tose National Bank 
Randolph, Vermont 


others, is his ability to mix with incoming 
strangers as well as with the native crop, 
and there is nothing on earth that will 
do the trick quicker and with less pain 
than to roll up your sleeves, take your 
pardner by the elbow and point out the 
little red flag away down through the 
slanting sunshine where the first hole 
awaits your score of 4 or, if you are in 
good form, a possible 3. 


Certainly the human mind never de- 
vised a simpler game than golf. The 
player can not even plan ahead how he 
will overcome his opponent. In fact, 
some get great pleasure in playing with- 
out an opponent. This rather narrows 
it to simon pure skill of eye, nerve and 
control of muscle. Here is a game 
played with muscles yet a man with a 
13 collar band may have no fear of a 
giant, and it is largely a game where 
distance in knocking an object is essen- 
tial. One of the most common sights on 
any golf links is the physical equality 
of two men, one twice the size of the 
other. Many of us have seen a heavy 
boned golfer slam his ball from the tee 
ground with a mighty wallop that all 
but makes us lose sight of it against the 
blue. Then on the tee ground we see 
a willowy lad, frail of build and light 
of weight who gently leans back and 
without visible effort whips the little 
white pill 10 yards farther than the 
mighty effort of the giant, and both 
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have used clubs of equal weight. Verily, 
it is a game for all. Perhaps that is 
why it is being noised about that golf 
will soon be played in every hamlet in 
the Union. 

Although the player seldom tires of 
his local golf links, there is a real fasci- 
nation in playing over a strange course. 
There must be many country bankers 
who have had an invitation to play over 
some famous course of a country club in 
the outskirts of some city where the 
country banker’s correspondent does 
business. Nowhere on earth can the 
country banker and the city one meet 
on more common ground than the golf 
links where the fascination of the game 
makes them brothers, indeed. I have 
often fancied what it is most of all that 
arouses the respect of a new golf pard- 
ner. Is it long unerring putts into the 
little hole where the red flag guards 
the green ; the clever pitch onto the green 
with the mashie, or the long soaring 
drive from the face of the wooden 
clubs? It sort of strikes me it’s none 
of these. It is the ability to get away 
a straight, true ball. This in itself be- 
trays seasoned skill and makes a golfer 
like you from the first shot. 


If this is so, it would seem right here 
is a good place to become a hero, to tell 
how to go ahead and master. the trick, 
for it does seem in the catalogue of 
tricks. A golf ball, especially on the 
long shots, has a great desire to curve 
to the left or right, and any golfer, new 
or old, knows how saddening it is to 
see a ball start straight for the little 
flag on the far away green and then 
swerve madly one way or the other and 
land yards aside from the true. course. 
I have been told, and it seems reason- 
able in all its parts, that the ball clings 
to the face of the club for brief space. 
No matter how true the ball is hit, it’s 
what you do to it after you suppose all 
is over that puts the heart-sickening 
spin on it. Usually on the more elab- 
orate courses there is some professional 
who ean set one aright, but on a very 
obscure golf links I have been lucky 
enough to find the company of a tall, 
lean, solemn Scotchman who got his 
living by golf in Scotland before com- 
ing to America to gain a living from the 
driver and putter. However feeble my 
suecess under his instruction, some of 
his keen observations may not be amiss 
here where we are hunting for a straight 
ball. The first time we ever played to- 
gether I was attracted by his arrow-like 
shots; they never curved a hair, while 
mine with the wooden clubs curved al- 
most a half moon and in an endeavor to 
go straight I had to deploy to the left, 
allow for the curve and guess where the 
ball would land. But the Scot was not 
one to smilesat my endeavors; he studied 
the thing for a few holes and told me 
why I did it. 
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“Now, sir,” said he, “if you'll just 
stay on your feet and keep your hands 
and the top of your club back of the 
ball you won’t slice a long curve like 
that.” 

Well, when you know the reason for 
a thing it begins to disappear, not with- 
out a little practice, however, and if the 
golfer will, when he drives, stick a 
burned match in the ground about four 
inches ahead of his teed ball and in car- 
rying through the stroke be certain to 
sweep not only the ball out of the way 
but also bend the match over,it’s a pretty 
good sign the ball will ride without a 
“slice” or “draw” on it. 

Some days ago I came to realize how 
far golf had come and how far it is sure 
to go. It’s a sprightly sensation to go 
back to places you haven’t seen for a 
quarter of a century, but there is always 
a hopeful feeling some old landmark will 
remain unchanged, that some little pane 
of glass in a familiar window will be 
found lighted by the same old westward 
setting sun. I was hunting for a little 
wooden school house on the Methuen 
frontier as the city of Lawrence natives 
would wish to speak of the thing. The 
school house is a sort of shrine I re- 


member all of eastern Masachusetts by. | 


* * * 
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Hardly did I expect to find it, and even 
if I did it would be smothered by 
city blocks and shivered by the grind 
of trolley cars, so I thought. The little 
school house was right there and almost 
from its back yard a golf links rose 
and fell in green billows. Up a serpen- 
tine roadway through a velvet lawn a 
long, low club house rose from a flood 
of vermilion salvia plumes. From the 
club house the “fair green” like an 
emerald sea flooded away into little bays 
and over levels. Every hedgegrow, ev- 
ery tree was painted with the vivid 
reds and yellows of autumn, and like a 
jewel the still, evening waters of a near- 
by lake glowing under the. autumn 
foliage and a soft sunset threw a charm 
over the place which still haunts my 
memory. 

Wouldn’t it be worth much to you to 
shake off the restless dance of a bank in 
such. a spot during the last hour before 
sunset? Surely it would be a privilege 
to take a new acquaintance there whether 
he spends his days in some ‘other bank 
or looks in at you from the other side 
of the wicket in yours. And-be he 


banker or customer he will remember-- 
your bank by your golf links and that 
pleasant last hour he spent with you. 





This attractive exhibit of A. B. A. checks gained a great deal of favorable attention at the 
Washington Convention of the American Bankers’ Association. 


WELVE artists, working in relays, 
spent six days and nights to complete 
the oil and water-color painting of the 
enlarged A.B.A. check which featured 
the travelers’ check exhibit of the Amer- 
ican Bankers’ Association during the 
recent convention in Washington. This 
check, more than six times the size of 
an ordinary check, appeared on a canvas 
five feet wide by four feet high, serving 
as an impressive background to the in- 
teresting exhibit. Hundreds admired it 
during the course of the convention, and 
one banker, standing before the painting, 
was heard to remark: 
“It looks as though you could peel 
it off and get it cashed.” 


The painting of this check makes an 
interesting story. Artists were set to 
work on the canvas in the Ethridge stu- 
dios in New York a week before the 
convention. For six days they worked 
in relays for 16 hours a day, and there 
was no time between morning and mid- 
night when two or more artists were not 
busy before the canvas. 

Another feature of the A.B.A. check 
exhibit was the showing of the new 
electric A.B.A signs which picturize the 
simplicity of cashing the travelers’ 
check. Hundreds of these signs are to 


“be placed throughout the country to 


familiarize persons not accustomed to 
using travelers’ checks with them. 


-The large photograph shows a group of experts in Washington estimating the country’s probable crop 
reports from thousands of farmers in all parts of the — who act as voluntary crop reporters. 
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photograph compiling the crop returns in his neighborhood 


WHERE THE BANKER GETS HIS 
LINE ON THE CROPS 


roduction. They are analyzing the 
One of these reporters is shown in the small 


In order to estimate and arrange for supplying funds 
required in agriculture, it is necessary for the bankers 
to keep informed on crops and live stock production 


By LEON M, ESTABROOK 


Chief, Bureau of Crop Estimates, Dept. of Agriculture 


HE bankers of the United States are 

or should be vitally interested in the 
government crop reports and statistics 
and in the Bureau of Crop Estimates, 
United States Department of Agricul- 
ture, which prepares and issues them. 

I think most bankers realize that their 
growth, development, and financial pros- 
perity and strength, present and pros- 
pective, depend directly or indirectly 
upon agriculture, just as the prosperity 
of all other industries and the welfare 
of the entire population is dependent 
more or less directly upon agriculture. 

Agriculture represents a capital value 
in land, buildings and equipment in ex- 
eess of 80 billion dollars, equal, prob- 
ably, to the combined capitalization of 


all the mines, quarries, railroads and 
manufacturing establishments in the 
United States. 

More people are directly engaged in 
agriculture and directly or indirectly de- 
pendent upon agriculture than any other 
industry. 

The annual production of agriculture 
is in excess of 20 billion dollars. In 
1919 it was nearly 25 billion dollars, 
almost equivalent to the entire national 
debt. 

Agriculture is the source of the Na- 
tion’s present and future food supply, 
it contributes raw materials to manufac- 
tures, and is a large factor in the Na- 
tion’s export trade. 

It not only gives employment to about 


13 million men on farms, but it sup- 
plies an enormous tonnage to the trans- 
portation lines of the country, supports 
an army of distributors and middlemen, 
keeps factories running to supply farm 
machinery and equipment, and requires 
enormous sums of capital to finance crop 
production and movement. 

Farmers and their families constitute 
about 50 per cent of the consuming pub- 
lie and their purchasing power in: the 
aggregate is enormous. 

When crops are good and farmers 
prosper, business is good and other in- 
dustries flourish. Conversely, when 
crops are poor or when farming is un- 
profitable business, industrial and finan- 
cial depression are sure to follow. 











In the aggregate enormous sums of 
capital are required annually to finance 
erop production and marketing and the 
development of new farm enterprises. 
Practically all this financing is done 
through the banks, especially the local 
country banks. 

Bankers have it in their power greatly 
to influence crop production and market- 
ing, as well as the profitableness of farm- 
ing and the future development of the 
country by supplying or withholding 
eapital required to finance the greatest 
of all industries in this country. 

In order that they may estimate and 
arrange for supplying funds required 
in advance of the time when needed and 
in order that they may advance funds 
with safety, it is necessary that they 
shall keep well informed not only with 
respect to crop and live-stock produc- 
tion in their own community, county, 
and State, but it is equally important 
that they be well informed of crop and 
live-stock prospects in other States and 
in other countries which are in com- 
petition with the United States either as 
producers or as consumers. 

The Bureau of Crop Estimates of the 
United States Department of Agricul- 
ture is the Federal agency established and 
maintained to supply dependable, un- 
biased, and nation-wide information with 
respect to the essential facts of crop 
and live-stock production and farm 
prices in the United States with respect 
to crop production in foreign countries. 

The data is obtained from 215,000 
voluntary farmer crop reporters and 
trained agricultural statisticians in each 
State. 

Foreign crop reports are obtained 
through the International Institute of 
Agriculture at Rome, together with pub- 
lished reports so far as issued by foreign 
governments, reports of consular agents, 
and the foreign press. 

The information so obtained is sum- 
marized and published in the Monthly 
Crop Reporter, in Field Agents Crop 
Notes, in Foreign Crop Notes, and in 
summaries issued to the press or pub- 
lished in the monthly reports of the 
agricultural statistician in each State. 

The government crop reports show the 
latest and best estimates of acreages 
planted to different crops, progress of 
farm work, growing condition, forecasts 
and estimates of yield per acre and total 
production, number and condition of live 
stock on farms, hours, and wages of 
farm labor, prices farmers receive for 
crops and live stock and prices they pay 
for machinery, equipment and supplies, 
and essential information regarding 
other factors of farm production. 

By studying the government crop re- 
ports issued by the Bureau of Crop Es- 
timates, bankers, farmers and business 
men can keep informed on crop and live 


stock conditions. 
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CLAY H. HOLLISTER 
President of the Old National Bank of Grand Rapids, Mich. 
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HOW ENGLAND TACKLES WAGES 


LAY H. HOLLISTER, president of 

the Old National Bank of Grand 
Rapids, Michigan, was in London re- 
cently during the disturbing period of 
the British coal strike. At that time the 
British Government offered a proposal 
for settlement involving principles 
“worthy of careful consideration by all 
who honestly desire better relations be- 
tween capital and labor. To quote 
from “The Old National Bank Bulletin,” 
Mr. Hollister’s comments are as follows: 
“One of the most significant develop- 
ments in the endeavor to establish basic 
relationships between capital and labor 
has been the action of the British Gov- 
ernment in putting forward as a neces- 
sary factor in considering wages of coal 
operatives, the item of production. In 


other words it has been suggested that 
a datum line be agreed upon which shall 
represent under reasonable working con- 
ditions what a ton of coal should cost to 
mine. This datum line would be arrived 
at by analysis of all available data in 
hands of operatives and employers and 
with the approval of the government. 
From this basis, increases of wages 
would be granted to operatives as pro- 
duction was increased. The possibility 
of using such datum lines is not limited 
to those industries having only large 
production as a practical proposition, 
but it seems as though this principle of 
coupling wages with production, though 


by no means new in individual industries, ° 


is now advanced for the first time as a 
(Continued on page 107) 
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THE FIRST STEP IN SAVING 


This is a typical scene in the Juvenile Department of the Liberty Trust & Savings Bank of 


Chicago. The b: 


e bank encourages the youngsters to save all their small change and furnishes them 
with the same courteous service that is given to grown-ups. 


REACHING OUT FOR THE 
NICKELS AND DIMES 


Juvenile department established by Chicago bank 
in its handsome new quarters illustrates the impor- 
tance of cultivating the good-will of the children 


BY JACKSON HEYWOOD 


HE Liberty Trust and Savings Bank 
of Chicago recently opened its new 
Juvenile Department and now welcomes 
the children of Chicago’s West Side to 
share the benefits of its banking service 
on the same basis as “grown-ups.” The 
department is a branch of its Thrift 
Club. 


There is no minimum deposit. Child- 
ren can open accounts with an initial 
deposit of one cent or more and later 
ones may be equally as small. Al- 
though their accounts represent savings 
of only a few cents each week and are 
in reality a loss to the bank in cost 
of operation, the children are recognized 
as potential factors in the bank’s fu- 
ture growth and their business is so- 
licited. 


A ecard serves as the child’s pass 
book when the account is first opened. 
This is taken to the bank when each de- 
posit is made, and the entry is recorded. 
When one dollar has been saved, the 
eard is replaced with a special pass 
book. The procedure in handling these 
accounts on the bank’s records is the 
same as in the regular savings depart- 
ment. A. Louis Rosenthal, assistant 
cashier of the bank, is in charge. 

The Juvenile Department was opened 
on Saturday, November 6, when a re- 
ception was given to the public in cele- 
bration of the opening of the bank’s 
beautiful new building. It was esti- 


mated that more than 75,000 people in- 
spected the new quarters at that time. 
Each child was given, as souvenirs, a 
ruler and a brilliant red quill, both 
carrying the bank’s advertisement. An- 
nouncements of the new department 
were also conspicuously displayed dur- 
ing the reception. Schools have been 
solicited with good results, and the offi- 
cers plan to use other means of reach- 
ing the children and getting them into 
the bank under this system. 

Does the plan actually work? Dur- 
ing the first week of its operation, 


nearly three hundred juvenile accounts 
were opened. Deposits average from 
ten to fifty cents each. 

One morning recently Mr. Helquist, 
the vice-president, pointed to a line of 
half a dozen children before one of the 
teller’s windows. They ranged in age 
from six to fifteen years. One of them, 
a youngster about seven years old, was 
asked if he had a deposit to make, 
“Yes, sir,” he flashed back. 

“How much?” 

“Ten cents.” 

“How much have you already saved?” 

“Thirty cents.” 

His pass book told the story. The 
account had been opened a week be- 
fore; initial deposit, five cents. In 
these days of hold-ups and thefts, he 
probably considered it best to deposit 
as often as possible—and let the teller 
worry about the rest. So, his deposits 
during the week had been four in num- 
ber—five cents, five cents, ten cents, ten 
cents. 

Again, we found little Arnold and 
May excitedly tugging at their mother’s 
dress and begging her to “hurry up.” 
The story of these two new accounts 
told by an officer went something like 
this: 

“She is the wife of a restaurant 
owner across the street. Last week she 
took up the children’s cause and ‘friend 
husband’ was appointed and persuaded 
to furnish the opening deposif—all pen- 
nies taken in at his restaurant during 
the week end.” 

We drew closer to watch proceedings. 
Accounts were entered, signatures 
“seribbled,”’ and-cash—a cigar box 
filled with pennies—transferred to the 
bank employee. Sixteen dollars, two 
new accounts of eight dollars each. 
These were the direct result of “parent 
interest” which had been stimulated by 
the new department. 

The officers of the Liberty Trust and 
Savings believe that “you can’t teach 
a child too early to save.’ As Mr. 
Helquist, the vice-president, explained, 

(Continued on page 88) 


Perhaps there is no bank in the country of the size of the Liberty Trust & Savings Bank, re- 
sources $6,500,000, that has so youthful and efficient a group of bank officers. Walter M. Hey- 
mann, the president, is only 27 years old. In the photograph from left to right: Mr. Harry 


Wiersema, Auditor; A. Louis Rosenthal, Ass’t Cashier; 


ouis Breskin, Ass’t Cashier; Walter 


M. Heymann, President; Adolph S. Helquist, Vice-President; Jacob Landon, Cashier; W. G- 


Dooley, Ass’t Cashier, Donald 


alkes, Trust Officer. 
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COMPUTING SAVINGS INTEREST 
ON A UNIFORM BASIS 


Method adopted by the Associated Savings Banks of 
~ . * ° . . 

San Francisco suggests a simple way of overcoming 
some of the difficulties that are now encountered 


By W. B. BAKEWELL 


Vice-President, Mercantile Trust Company, San Francisco 


N January 1, 1920, the Associated 
QO Savings Banks of San Francisco 
adopted a uniform method of computing 
interest on savings accounts which has 
simplified this tedious problem. 

For the purpose of computing in- 
terest, the year is divided into four 
ealendar quarters—January 1, to March 
31, April 1, to June 30, July 1, to Sep- 
tember 30, and October 1, to December 
31. On deposits made during the first 
ten days of each quarter, interest is al- 
lowed from the first day of the quarter. 

Deposits made after the tenth day 
of each quarter must wait until the first 
of the next quarter before drawing in- 
terest. On deposits withdrawn, interest 
is forfeited for the quarter during which 
they are withdrawn. 

Interest is payable semi-annually— 
on July 1 and January 1. Where an 
account is closed before dividend date, 
no interest is allowed for the period 
since January 1 or July 1 last preced- 
ing. 

Withdrawals are charged first against 
most recent deposits and when these 
have been exhausted, then against the 
interest-bearing balance on hand at the 
first of the quarter. 

This is known as the quarterly method 
because interest accrues quarterly, 
though payable semi-annually. It is 
also known as the eastern method, be- 
cause with slight modification it is in 
use in the eastern savings banks. 

Prior to the adoption of this so- 
called quarterly method there were in 
use in the various savings banks in 
San Francisco as many as seven dif- 
ferent methods of computing interest. 
They could be classified into two general 
groups: 

1. Those which figured interest on the 
day basis, requiring deposits to wait a 
certain member of days before draw- 
ing interest and allowing interest up to 
day of withdrawal. 

2. Those which figured interest on 
the periodical plan, either monthly or 
quarterly, penalizing both deposits and 
Withdrawals, but with certain favored 
periods for deposits and withdrawals. 

Some few of the banks combined the 
two plans, having been forced by com- 
petition fo provide favored periods for 
deposits. 

The result was that while the banks 
all declared the same rate of interest, 


they were actually. paying different 
rates. Depositors were bewildered by 
the various systems and floundered from, 
one bank to another, in the effort to 
get the best result possible. The banks 
themselves knew little about the methods 
employed by their competitors and had 
a very vague idea as to the effect of 
their own rules on their own business. 

It was felt that some effort should be 
made to adopt a well-considered and 
uniform method that would produce the 
best results, both to the banks and to 
their depositors. 

The practice of imposing some for- 
feiture of interest upon either deposits 
or withdrawals or both, is generally 
followed by savings banks, and is justi- 
fied for the following reasons: 

1. The kinds of investment to which 
savings banks are restricted are such 
that some time must elapse before new 
funds received can be properly placed. 
Pending such investment, these funds 
must be held as cash or deposited in 
other banks at a low rate of interest. 

2. In order to provide eash for pay- 
ment of withdrawals, a certain cash re- 
serve must be constantly maintained, 
upon which little or no return is re- 
ceived. 

3. The purpose of a savings bank is 
to encourage the accumulation of per- 
manent deposits. Any just system of 
forfeitures on the moving portions of 
savings accounts will result in the 
“actual rate” paid being less than the 
“declared rate.” 

The permanent savings account which 
is allowed to accumulate receives the 
“declared rate’ and in the long run 
will profit by such provisions, because 
through the imposition of such penalties 
the bank can afford to declare a higher 
rate than it otherwise could. 

For example, a couple of years ago 
the savings banks were having a hard 
time to earn sufficient to keep their 
declared rate at 4 per cent. If it had 
not been that through forfeiture provi- 
sions the actual rate paid was less than 
4 per cent it would have been necessary 
to eut the declared rate, and the per- 
manent deposits could not have received 
that rate. 

4. It is felt that funds left perma- 
nently on deposit should receive more in- 
terest than those which are moving in 
or out. 


Having once admitted the advisability 
of having forfeiture provisions it only 
remains to determine what shall be the 
degree of such forfeitures and the 
method‘of applying them. 

Now let us see how the quarterly 
method affects both the bank and the 
depositor. 

1. The heavy penalties imposed on 
deposits and withdrawals occurring after 
the tenth day of each quarter reduce 
considerably the “actual rate” paid be- 
low the “declared rate.” This enables 
the bank to make a fair profit and to 
provide necessary reserves against de- 
preciation and at the same time to keep 
its “declared rate” at the highest pos- 
sible point. 

The careful depositor can, by timing 
his deposits and withdrawals so as to 


.come in the favored quarterly ten-day 


periods, get the benefit of the full “de- 
clared rate.” 

The casual or careless depositor loses 
some of his interest, but with most of 
these the prime consideration is not 
the interest they receive, but the safety 
of their principal and the fact that they 
ean get any or all of their accumulated 
savings whenever required. The regu- 
lar, steady, small depositor knows that 
once he has reached the next quarterly- 
date his savings will begin to earn in- 
terest and is usually satisfied to put up 
with the delay, as the interest lost on 
each small deposit is of little moment. 

2. The penalty imposed on withdraw- 
ing during the 4uarter tends toward 
permanency of deposits and often dis- 
courages the depositor from using his 
savings fund for some illadvised pur- 
pose. 

3. This system discourages individuals 
and corporations from temporarily de- 
positing large surplus funds in savings 
banks. These funds should be placed 
in commercial banks or in time ecertifi- 
cates of deposit for definite periods. In 
the past whenever business has been 
dull and investment rates low, savings 
banks have been embarrassed by hay- 
ing such funds placed in their hands, to 
get the benefit of the savings bank in- 
terest rate. Such deposits are unprofit- 
able and a menace to a savings bank. 

4. Under other methods of comput- 
ing interest it has always been neces- 
sary for the banks to accumulate funds 


(Continued on page 63) 
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HOW THE RESERVE SYSTEM IS 
STRENGTHENING CREDIT 


No danger of a repetition of the panicky times of 


1907 because the new system stands ready to help 


N previous issues of the BANKERS 
MontTHiy we have considered the 
subject of bank credit from several 
practical angles. 

It is interesting now to consider the 
influence of the Federal Reserve Sys- 
tem on the credit situation. But be- 
fore going into the workings of the Re- 
serve system it may be pertinent to 
refer to the panic of 1907 and to ven- 
ture the opinion that we shall never 
again experience the conditions that 
prevailed then. 

The panie of 1907 has gone into his- 
tory under various names. There is 
one peculiar thing about it; no two 
men are agreed as to what it should be 
called. One ealls it a currency panic; 
another calls it a rich men’s panic; 
another calls it the Roosevelt panic; 
another, the high price panic, but the 
writer prefers to refer to it as “The 
Reserve System Panic.” Prior to the 
passage of the Federal Reserve Act, 
country banks were required to main- 
tain a reserve against deposits of 15 
per cent, and of this they were per- 
mitted to keep three-fifths, or 9 per 
eent, with banks located in one of the 
so-called: “reserve  cities,’””—Philadel- 
phia, San Francisco, Albany, ete. Re- 
serve city banks were required to main- 
tain a reserve of 25 per cent against 
deposits, but they were permitted to 
keep one half of this, or 1214 per cent 
with banks located in one of the three 
so-ealled central reserve cities, — New 
York, Chicago and St. Louis. Central 
reserve city banks were required to 


maintain in their vaults a reserve of 25 ' 


per cent of their deposits. Prior to 
1907, the country had enjoyed several 
years of unparalleled prosperity, start- 
ing with the election of the martyred 
McKinley in 1896. 

During the earlier years of this 
period, the great trust formations were 
brought into being and growing bolder 
and bolder, came into conflict with the 
provisions of the Sherman Act. 
the wisdom of the provisions of that act 
we have nothing to do, except to recall 
to mind that there were constant 
quarrels between so-called “Big Busi- 
ness” and the office of the U. S. Attorney 
General. Mr. Roosevelt backed his 
attorney general to the utmost in his 
attempts to carry out what he considered 
the intent of the law. This constantly 





As to: 


anyone of its deserving members temporarily in need 


By GEORGE W. GALE 
New Netherland Bank, New York City 


growing war cloud with its increasing 
rumbles of thunder and flashes of light- 
ning, created in the minds of the public 
generally a feeling of fear that all was 
not right in our business strong-holds. 
Recriminations were bandied to and fro 
and the good faith of some of our 
biggest captains of industry was ques- 
tioned. 

To the country banker, the dearest 
thing in the world was his little coun- 
try bank. His honor was wrapped up 
in his bank and he would have sac- 
rificed his life before he would have 
seen anything happen to affect its 
strength. He looked into his institu- 
tion and what did he find: that for 
every $100 deposited he had a reserve 
of $15. At least he thought he did, 
but he did not,—for only $6.00 was in 
his own vault and the remaining $9 was 
in the keeping of his correspondent in 
a Reserve City. But the depositary in 
the Reserve City was required to main- 
tain only 25 per cent of his deposits as 
a reserve and of this only 121% per cent 
in his own vault, so that instead of the 
$9 lying in the Reserve City, only %& 
of that amount, or $1.13 was available. 
The other $1.12 he was privileged to 
keep with his correspondent in a so- 
called Central Reserve City, but, here 
again, we find that the law permitted 
the Central Reserve City bank to loan 
out 75 per cent of its deposits, main- 
taining in its own vaults only 25 per 
cent of its deposits, or say 28 cents, so 
this is what we have. Instead of there 
being a reserve of $15 to safeguard 
each $100 deposit of the country bank, 
we find 


In safe of the country bank........ $6.00 
In vault of Reserve City bank.... 1.13 
In vault of Central Reserve bank.. .28 


When the country banker, jealous as 
we have seen, of the honor of his bank, 
heard the rumblings of the war cloud, 
he became nervous and the first thing 
he did was to draw on his reserve city 
bank for the amount of his reserve. If 
our country friend had been alone; no 
harm would have happened, but the 
psychological workings of his mind 


repeated in the minds of 6,000 other 
country bankers in the National Bank- 
ing system, and nearly all of them did 










the same thing,—that is, began to draw 
on their reserve city accounts and pile 
up reserves in their own safes. For 
this they have been roundly abused by 
nearly everyone who has written about 
those troublous times; whether the 
criticism was deserved or not you must 
settle for yourself. But remember 
this: if the country banker did not 
look after his own bank, nobody else 
would look after it for him. 


When the Reserve City banks found 
the withdrawals of their country cor- 
respondents increasing in volume be- 
yond their ability to meet them in the 
ordinary course of business, they natur- 
ally began to draw on their reserve held 
by their depositaries in the Central Re- 
serve Cities. Banks in the Central Re- 
serve Cities for some years had made it 
a practice to loan on the stock market 
a certain sum on e¢all, which was looked 
upon as a sort of secondary reserve, for 
the express purpose of protecting any 
unusual withdrawal of bank reserves. 
A little reflection will show that this 
apparent secondary reserve was a 
dangerous expedient, because if any 
amount of money is “called,” the broker 
does not actually liquidate the loan, 
but transfers it to some other bank. 

In 1907, however, the broker, when his 
loans were called, found that the other 
banks were experiencing exactly the 
same demand for money as was the 
bank then holding the called loan and 
he was unable to transfer it. Only one 
channel was open to him and that was 
to liquidate on the market the stocks 
securing the loan. 

Immediately, security prices began to 
fall at an alarming rate; the disappear- 
ance of margins and the frantic de- 
mands of correspondents forced the 
banks into a position where they posi- 
tively could not liquidate their loans 
further without sustaining losses s0 
great that the solvency of many of the 
better banks would have been strongly 
tested. 

In this dilemma they did what was 
practically the only thing they could 
do and stopped specie payments. In 
other words, they told their correspond- 
ents that they would give them for their 
drafts, not currency, but checks pay- 
able only through the New York Clear- 
ing house, and as the Clearing house 
adopted the issuance of Clearing House 
























certificates, eliminating the necessity of 
settling balances with money, the situa- 
tion was cleared so far as the New 
York banks were concerned. 


The country banker, however, who 
had not succeeded in strengthening his 
reserves before this stopping of pay- 
ment became effective, was forced to 
the necessity of accepting the proffered 
New York exchange and buying there- 
with currency on the open market, 
where it sold as a commodity, just like 
bread, as high as- $1.04 exchange for 
$1.00 in: money. 

Now, the panic of 1907 was caused, 
not by a breaking down of credit, but 
by a banking system that was created, 
not as a eredit system for the benefit 
of the whole country, but in the inter- 
ests of the banks in the big money 
centres. This faulty reserve system, 
together with the rock bound system of 
Government bond secured currency, 
permitting of no expansion of currency 
to take care of the abnormal demand, 
was the weak spot in the old system, 
shown up as soon as the period of in- 
flation of credit, culminating in 1907, 
bore just a little heavily upon its re- 
taining walls. 


That system is no more. It is a thing 
of the past. It is a closed book. Al- 
though the Federal Reserve System is 
only a few years old, it has already dem- 
onstrated its ability to care for all 
ordinary expansions in the demand for 
eurrency. The call for the Federal Re- 
serve system in some form or another 
has been echoing down through the long 
years of our national existence. Alex- 
ander Hamilton advocated it with 
countless other far-sighted financiers. 
But fear that such a system would fall 
into the hands of designing politicians, 
which fear’ was no doubt accentuated 
by selfish and powerful interests who 
desired no change in the old individual 
system, served to retain for this decade 
the honor of placing our banking sys- 
tem upon a scientific basis. 

We are now in a position to cope 
with the competition of foreign coun- 
tries. Our Federal Reserve Bank com- 
pares favorably in its usefulness with 
the Bank of France and the Bank 
of England. The old, dangerous sys- 
tem of having, so far as the National 
system was concerned, 7,600 little heaps 
of money scattered all over the coun- 
try under the name of “cash reserves,” 
is done away with and we now depend 
for future business expansion on twelve 
great reservoirs located at advantageous 
points, and if there should be an un- 
usual drain upon one of these great res- 
ervoirs, there is a pipe line arrange- 
ment in the powers of the Central 
Reserve Board that would equalize the 
strain by restoring the level in each res- 
ervoir. This is accomplished by the 
power in the Board to order the several 
Federal Reserve Banks to render as- 
sistance to any of the other Federal 
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Reserve Banks. This is similar to the, 
great banks of other countries, with 
hundreds of branches. Thus, if there 
should be a run on one of the branches 
of, say, the Canadian Bank of Com- 
merce in a little obscure town in the 
great Northwest, all the hundreds of 
branches of that great bank would 
automatically rise to the assistance of 
the branch experiencing the run. 


Just as soon as it was demonstrated 
to the depositors in the branch that 
they could have their money, they would 
not want it. There is a story of an old 
Seotechwoman who had some money in a 
New York Savings Bank, and hearing 
some rumors affecting the bank, she 
went to withdraw her funds. Now, the 
institution was as strong and safe as a 
rock, and an official meeting her in the 
corridor, asked her if she really desired 
to withdraw her money, and the old 
lady naively replied, “Well, if I can 
have it I don’t want it, but if I can’t 
have it, I do want it.” 

The Federal Reserve Bank’s great 
usefulness lies in the fact that it stands 
ready to bring to the assistance of any 
one of its deserving members who may 
become temporarily in need of help, the 
co-operation of every other member of 
the system. The very fact that this 
help is at the call of every member 
bank, dormant yet potent, makes the 
probability of its need remote. With 
its broad powers, it stands ready to 
take the great mass of credits from a 
member bank and turn them into bank 
notes, fully acceptable to even the most 
exacting of depositors. The charge for 
this service is small, and just as soon 
as normal conditions return to the 
member bank, the notes may be retired 
and the bank’s eseutcheon is as un- 
tarnished as though not a breath was 
reflected upon its bright surface. 


In a study of credit, it is particularly 
interesting to notice the workings of the 
Seotch banking system of cash credits. 
The banks in Scotland stand ready to 
open a credit account with any deserv- 
ing business man, even though he has 
not $1.00, provided he can secure two 
friends of recognized standing in the 
community to act as guarantors. That 
is to say, he is able to draw checks on 
an account which he opens with a zero. 
It is a sort of inverse deposit account. 
It is a deposit account continually over- 
drawn, and at the end of each interest 
period, the account is charged with the 
interest due on the daily overdraft. 
This system is altogether in favor of 
the business community. It enables a 
man to borrow just what he needs and 
does not necessitate his keeping so- 
called free balances. Of course, the 
bank is not able to make so much money 
as where it arranged that a man shall 
borrow a certain sum, of which a cer- 
tain percentage, say 20 per cent is to 
be left at the bank as is the custom in 
this country, and therefore the system 


would not be received with favor here. 
But the system was introduced into 
Scotland some two hundred and fifty 
years ago, just after the civil war, when 
commercially that country was not more 
than a step removed from starvation. 
Credit was dead. The country was in- 
habited by two different races of people 
who had a most profound contempt the 
one for the other, and anything eminat- 
ing from the lowlands was dismissed 
with scorn by the “hielandman” as of 
no account. By means of this system 
of cash credits, Scotland has emerged 
from the depths of commercial demoral- 
ization to her present wonderfully im- 


‘portant and prosperous condition, and 


it is a great example of the triumphs 
of “credit” that this tremendous change 
has been wrought, not by gold, but by 
a system of credit manufacturing con- 
sisting largely of book-keeping entries. 

In this and in the previous articles 
we have considered the subject of 
“CREDIT” long enough to put to- 
gether certain deductions and to observe 
some of its applications to the com- 
mercial world. 


We have seen that the credits manu- 
factured with every commercial tran- 
saction not closed on a cash basis, add 
materially to the working capital of 
the world; that not only is the working 
capital of the business world increased 
by the value of the goods sold, but that 


-that value may be multiplied by as: 


many times as there are transactions im 
the same goods, and as long as the ele- 
ment of speculation is kept at a dis- 
tance, this created credit is perfectly 
safe and proper. 


We have seen that a banker creates 
eredit by a few strokes of a pen upon his 
ledger, and that his business is profit- 
able because he can sell that created 
credit at a reasonable profit. We have 
seen that the basis of all credit is the 
ability of the debtor to make good his 
obligation; to fulfill his duty at a fu- 
ture time, and that the dictum of Mac- 
leod, “Credit is the right to demand a 
certain payment at a future time,” is 
applicable in some form to practically 
every phase of the great subject. When 
a woman buys groceries on the book, 
she assumes the duty to pay for them 
on salary day, and the grocer accepts 
the right, in exchange for his groceries, 
to demand payment of her on that day 

When a merchant sells goods on time, 
he surrenders all right and title in his 
goods in exchange for the right to de- 
mand payment therefor on the ap- 
pointed day. 

When a man borrows from his bank, 
he receives the immediate use of a cer- 
tain credit at that bank subject to his 
draft, while the banker receives in ex- 
change the right to demand of his cus- 
tomer an equivalent amount at a speci- 
fied day. . 

When a corporation issues bonds, it 

(Continued on page 67) 
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HOW THE PUBLIC ACCOUNTANT 
HELPS MODERN BUSINESS 


Usually it is the inaccurate and false accounting 


records of the business establishment that have strewn 


HE accountant and the banker 

have much in common. Every 
etiort to further the spirit of co-opera- 
tion between these two great professions 
must be helpful not only to accountants, 
but to industry and to civilization. 

The basis of accounting is mathe- 
matics. When a man first discovered 
that one plus one are two, he com- 
menced to appreciate the need of ac- 
counting. He found it necessary to re- 
cord the newly found fact, ere it should 
again slip away into some obscure cor- 
ner of his then dull mind. 

The savage who had stored up corn 
wished to trade with his neighbor who 
had caught They first 
figured the comparative value of corn 
and sheep in terms of labor—not money. 
If it took one day to catch a wild sheep, 
and it took one day to gather five stone 
jars full of corn, one sheep, therefore, 
was equal in value to five stone jars of 
corn. 

Values varied according to the labor 
—or lack of it—necessary to accumulate 
necessities and comforts. 

Humankind early found that figures 
—mathematics—could be depended upon. 

Mathematies, they now say, is ‘the 
only exact science. It is the corner- 
stone upon which is builded all of the 


some sheep. 


sciences. Without mathematics, geog- 
raphy, astronomy, chemistry, eco- 


nomies, would be impossible of compre- 


hension. Yes, some mathematical cal- 
culation is the basis of our every 
thought; without calculation, man 


would be lower than the beasts of the 
field, many of which have some ability 
to calculate. 

But what has made it possible for 
humankind to advance to its present 
state of so-called civilization? 

It may startle you, and you may at 
first challenge the statement, but if you 
. will study it I am sure you will agree 
with me, that—giving the science of 
accountancy its fullest meaning—ac- 
counting is the balance wheel upon which 
the intricate, delicate machinery of eco- 
nomic life depends for its continuity. 

The invention of the art of writing 
offered an opportunity to record facts, 
to record experiences, to record an- 
ticipations, to determine results, and 
to review and review and revjew these 
results of human experiments and ex- 
periences until, with the centuries, truth 





the rocky coasts of bankruptcy with shattered hulls 


By C. W. BANTA 





and might became to be appreciated and 
distinguished from the mystery and 
darkness of defective human vision. 

So this mental process has reacted 
upon the accountant’s records century 
upon century, until today we have all 
the complexities of modern commercial 
life, demanding daily, as they do, new 
systems and methods of accounting and 
recording. 

Human ingenuity is built upon fig- 
ures as the coral islands of the South 
Seas are builded upon tiny coral insects. 
The mass higher up has risen upon the 
hard shell of its predecessor. The shell, 
like truth, is that part which remains 
after everything that can be eliminated 
by time, tide and death itself, is elimi- 
nated. 

So it is with progress, and partic- 
ularly with profession of accountancy. 
It is essential for the accountant to 
keep up to date; to read, study, widen 
the scope of his vision, or be buried like 
a coral insect. 

Today, an accountant is one who is 
expert in the science of bookkeeping. 
An accountant is one who is expert and 
competent to design and to control sys- 
tems and accounts which may be needed 
to record the many rapid transactions 
to trade and finance. 


An accountant must have possession 
of a wide knowledge of business prin- 
ciples, or else how could he record op- 
erations completed, or—more difficult 
still—operations undertaken which are 
to be completed at some future time? 

He must know how to- prepare sta- 
tistics, whether relating to finance, or 
to transactions, or even to any cireum- 
stance, present, past, or future, which 
ean be stated in figures. 

Also, he must be able to ascertain the 
correct basis of cost of any operation 
in terms of time, material, life, or 
money. 

In short, the accountant is the instru- 
ment—the compass—upon which our 
ship of business depends for its guid- 
ance. 

In my experience, it is the inaccurate 
compasses—the inaccurate and false ac- 
counting records—that have strewn the 
rocky coasts of bankruptcy with more 
shattered hulls than all of our other 
difficulties put together. 

Any business man whose accounting 
record will not show him first, what he 
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has now; second, what he had yesterday; 
third, what he may expect to have to- 
morrow, is sailing in uncharted seas, 

I can pick this incompetent business 
mariner out as he comes to my desk. 

“T would like to make a loan,” says 
he. 

T ask, “How much?” 

“Oh, say $10,000,” he replies. 

T ask, “For how long?” 

“Oh, for ninety days, or six months,” 
he answers. 

I ask, “Why do you say for ninety 
days, or six months?” 

“Oh, he replies, “Banks usually loan 
for ninety-day periods, don’t they?” and 
emphasizes with, “Ain’t I good for it?” 

“Yes,” I reply, “but the point is not 
so much what the bank’s terms are, 
as it is, how long do you really need to 
keep this money in your business—to 
what use is it to be put? and when is 
it going to release itself from your 
business again without a struggle—in 
short, show me how you are going to 
pay back the bank and when.” 


There is the rub. If he really intends 
to pay the money back when due, even 
if he believes he can, if he ean hot dem- 
onstrate—prove—that he ean, his ae- 
counting is not well done. 


Usually this kind of a borrower comes 
to the bank when his lax accounting 
methods have failed to warn him of the 
pinch ahead. 

His main object is to get money to 
remove the present pressure. He thinks 
ninety or one-hundred and twenty days 
is a convenient future, and forgets that 
the same problems, with interest, must 
be faced at the maturity of his new 
obligations. 


This kind of trouble is not, by any 
means, confined te small business. The 
accounting department of every business 
should supply a record of anticipations 
and experience. As an example: 


Anticipation of Outgoing Funds 

Accounts—bills payable, bank obli- 
gations, ete. 

Amount due today unpaid. 

Amount that should be paid in 30 
days. 

Amount that should be paid in 60 
days. 

Amount that should be paid in 9% 
days. 
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Amount that should be paid in 120 
days. 
Expenses 
salaries, ete. 
Amount that must be paid out today, 
30, 60, 90, 120 days. 


of every sort—overhead, 








Anticipation of Incoming Funds 






Cash sales, income to be received in 
30, 60, 90, 120 days. 

Accounts receivable, incoming 30, 60, 
90, 120 days. 

Tf 120 days is not enough, lay out 
six months or a year. 

















If “incoming anticipations” are less 
than “outgoing anticipations” the expla- 
nation may be that “buying season is 
coming on,” and the business man may 
need to go at once to the bank and ar- 
range for a credit a month, or months 
in advance. 

If business is seasonable, a further 
extension of “anticipation” sheets will 
show the return of a larger income than 
outgo—thus demonstrating the business 
man’s ability to repay loans and make 
returns to stockholders in dividends. 

After you have the “anticipation” 
sheet in working order, make up a sim- 
ilar sheet for experience. 





















Compare the actual experience with 
prophecies until, from practice, you 
learn to group—to anticipate—all those 
unexpected happenings in business which 
throw the compass out of line and the 
whole machine into difficulties. 

Perhaps it may be suggested right 
now: 

“That is a very simple and funda- 
mental matter. Every accountant knows 
all about anticipation, figures and 
charts.” 


But if figures of this sort are compiled 
in the business house and the head of the 
house does not display any acquaintance 
with them when he calls for his loans, 
what then? 


The basis of a bank credit is not 
collateral, not a preponderance of as- 
sets over liabilities, or anything of the 
sort. The security and safety of the loan 
should be unquestioned at all events. 
The erucial question is: 


How and when can the advance be 
returned to the bank out of the income 
of the business without injury to the 
business ? 

If the money borrowed is to go into 
the business, but will not come out 
automatically, the loan should not be 
made, no matter how safe. 

IT am speaking of commercial loans 
to mercantile and manufacturing enter- 
‘prises. But even in cases of loans 
against collateral, the date and method 

_ of repayment should be a subject of dis- 
cussion and decision. 






































Many business men—I could almost 
Say most—have an idea that the posses- 
sion of security, or collaterals, entitles 
the possessor to go to the bank and ne- 
gotiate an advance upon no other basis 
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That is not at all 


The funds which a bank has usually, 
belong to the community—they are de- 
posited for the use of industry—they 
are to be used for the manufacture and 
for distribution of necessities and com- 
forts. During the year, they go out 
to the various’ industries to help at 
the high peak, at the straining point. 

For instance, take the canning in- 
dustry, as an example: 











Before the fruit is ripe and ready 
for shipment to the cannery, there must 
be provided sufficient cans, sugar, and 
shipping boxes to can, sweeten, and 
store the fruit. Then, as the season 
opens up, tlie laborers have to be paid. 
As yet there is no income from opera- 
tions. Then the rush season comes, 
when the cannery must work night and 
day, and as the season advances, the 
eases of canned fruit pile up in the 
warehouses, awaiting sale and ship- 
ment. 











A great fund is necessary to care for 
all this activity, a fund which is re- 
turned to the bank as soon as the 
canned product is delivered to the 
brokers and wholesalers, and the bills 
collected. What is true of the canning 
business is similarly true of other man- 
ufacturing lines. 









For a canning company to carry at 
all times sufficient ‘capital in cash to 
pay for all expenses and necessities 
during the three months peak of the 
season, would mean that they have 
large cash resources idle during the 
remaining nine months of the year. 

They do not firid it necessary to do 
so, for through the medium of the 
banks one industry literally loans of 
its idle funds to the other. - 


Each industry has its special rush 
season, from grain milling, fruit can- 
ning, cattle raising, to dry goods and 
millinery. Their seasons come at dif- 
ferent times of the year, so that when 
the canning season is over and the 
funds of the industry accumulate in the 
bank, they are loaned, say, to the dry 
goods trade, and department stores, to 
carry the great stocks necessary to sup- 
ply the Christmas trade. 


That industry in turn pays off the 
banks from the receipts from holiday 
sales, leaving the money free for use 









































in the spring millinery and _ other 
trades. 
So the industries co-operate with 


each other and with the banks in the 
use of money. 





If an industry ties up the money so 
that it does not return for use at the 
proper time, the wheels of commerce 
naturally get clogged and trouble of 
some sort develops. 

There has been from time to time a 
tendency on the part of various lines 


(Continued on page 88) 
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ECURITY FOLDERS 
keep the records in your 
filing cases as secure and 
safe as the locks on your 
vaults safeguard your 
money. Lost papers and 
documents often cause 
much trouble and prove 
expensive. You can pre- 
vent such troubles, abso- 
lutely, by using Security 
Folders, How come? 


Absolute Safety 


Every letter is firmly held, 
bound, on two flexible brass 
prongs, which hold the papers 
in place. Each letter is filed 
according to date—the latest 
always on top, and you can 
almost instantly turn to the 
desired paper, there in its place, 
smooth, clean and readable as 
‘the day it came. A Security 
Folder file cannot be compared 
to the old loose folder way of 
filing, where letters are simply 
jammed into a drawer regard- 
less of date. 
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Get Your Samples 


Ask for sample of Security 
Folders. Put the sample to 
work on your heaviest corres- 
pondence and see how quickly 
you'll equip your files with them. 

Security Folders are a neces- 
sity for banks. Let us show you. 

Start the New 
Year right by 
making your file 
a Security Folder- 
Safety-First Sys- 
cem instead of a 
storage box for 
papers. 
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The J. C. HUB Mfg. Co. 


PRINTERS 
and Manufacturers of High 
Grade Filing Specialties 
- 2041 E. 3d Street 
CLEVELAND - - OHIO 
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A COUNTRY CLEARING HOUSE 
AND HOW TO ORGANIZE IT 


Definite regulations rather than the “gentleman’s agree- 
ment” are essential in order to secure the best results 
from united action among the bankers of the community 


EFINITE laws and by-laws are es- 

‘sential for the newly organized 
country clearing house if it is to function 
properly. It may be located in a small 
community with three or four bank mem- 
bers, and usually is voluntary—resulting 
from the realization by local bankers 
that best results can be obtained only 
through united action. However, matters 
will arise from time to time that ean be 
adjusted amicably only through proper 
organization and the signed agreement 
of the members to abide by its decision. 
In other words it must be governed by 
more than a “gentleman’s agreement.” 
It should have a system of governing 
laws that, without being complicated, 
will be effective and equally beneficial to 
all members. 

A few months ago the manager of a 
certain clearing house sent out letters 
requesting copies of the laws of other 
associations. Many complied, others did 
not have printed copies. The following 
was received .from one secretary and 
should be noted: “Replying to your let- 
ter of the , wish to say that I don’t 
think the clearing house has any 
constitution, by-laws, rules and regula- 
tions. If they have, I have never seen 
them.” He was not alone—others re- 
ported no regulations at all or merely a 
verbal agreement. 

This laxity, evident in some eases to- 
ward the adoption of definite laws, may 
well be contrasted with a tendency on 
the part of others to go to the other 
extreme. As the manager mentioned 
above remarked after studying them 
earefully, “One of the chief faults among 
those having an elaborate system of 
governing laws is that they delegate to 
the association too many questions of 
minor importance that should properly 
be settled between the individual banks 
themselves.” 

Conditions vary, of course, in different 
communities and laws and by-laws must 
be framed which will be acceptable to ev- 
ery member. This will be governed largely 
by the relationship previously existing 
among the banks. Friendly feelings of 
long standing will not demand as thor- 
ough a set of governing laws as when 
the banks are not well known to each 
other or have in the past had their “dis- 
putes.” 

First of all, there should be clauses 
establishing the name of the association, 
objects, membership, responsibilities of 
members, officers and their duties, mem- 


By OSGOOD BALEY 


bership fees and annual dues, dates and 
place of meetings, representation, ete. 

“Objects” deserve an additional word 
of comment. Country bankers today 
have greater responsibilities than ever 
before. They must give advice and fi- 
nancial aid to their customers, who are 
usually farmers. To properly fulfil this 
important duty they must be familiar 
not only with the farmers’ needs, but 
also with the general financial and econ- 
omie conditions of the country. This 
requires broader study and a closer re- 
lationship with other bankers. The 
clearing house formed with its object 
not solely to provide for the clearance 
of checks and other routine duties, but 
to bring member officers together for 
discussions and exchange of ideas, will 
be a benefit to the community: and ac- 
complish its purpose of promoting 
greater co-operation. An example of 
this may be found in the Tri-City 
Clearing House of which Wayne Hum- 
mer, president of the La Salle National 
Bank, La Salle, Illinois, wrote sometime 
ago, “In order that the meetings of our 
association might be of more value to 
us, we decided at our last meeting to 
bring up for discussion at each of our 
winter meetings certain subjects in which 
we were all interested. A committee was 
appointed for the purpose of preparing 
a list of subjects and of arranging for 
one or two bank representatives or offi- 
cials to lead the discussion.” The ex- 
cellent results gained by the Tri-State 
furnish sufficient proof of its practica- 
bility for adoption in other communities. 

To assure a fair distribution of power 
among member banks, a system of rota- 
tion in the selection of officers may be 
adopted to advantage. Likewise in the 
choice of a manager. Country clearing 
houses usually do not warrant the ex- 
pense of a separate office, and this may 
be handled in either of two ways. One 
authorizes the election of a manager, 
who is a clerk or officer of one of the 
member banks, to serve the full term of 
a year or more. He handles the daily 
clearings from an office in his bank and 
messengers from the other members as- 
semble there each day to effect the clear- 
ance. Other associations have managers 
designated in rotation. Each serves ashort 
term—one or two months—and his bank 
is the place for clearance during that 
time. 

Monthly meetings should by all means 
be decided upon, and an annual meeting 


for the election of officers. Each bank 
should be represented by at least one 
officer selected by the individual member, 
Each member should have one vote in all 
elections and ballots, unless some basis 
for representation is decided upon in 
proportion to capital and resourees, de- 
posits, ete., if one or more banks enjoy 
a decided leadership in the community. 
This, however, is a dangerous provision 
and should be avoided, if possible. Equal 
representation will frequently avoid the 
liability of misunderstandings. 

A membership fee of $10 or $15 is 
usually required, also small annual dues. 
Additional expenses may be prorated 
among members on the basis of their 
average clearings during a certain pe- 
riod, or in proportion to their assets or 
deposits. Small fines should be imposed 
for infractions of the rules such as 
errors on clearances, tardiness or absence 
at clearings and meetings, failures to 
make prompt settlements with the clear- 
ing house or members, ete. A well reg- 
ulated system of fines will serve the 
double purpose of encouraging closer 
observance of the rules and regulations, 
and also to bring in additional funds 
to meet current expenses. However, 
country clearing houses entail little or 
no expense to their members, and es- 
pecially none that would not otherwise 
fall entirely upon the individual banks. 
In this way, payment is made on a pro 
rata basis and no one bank bears the en- 
tire burden. The clearing house mana- 
ger will usually be glad to serve without 
compensation as only a portion of his 
time during banking hours is required to 
handle the routine work. Where the 
clearings are large, the association is 
practically self-sustaining. 

An important provision is a clause 
regulating the interest rate on savings 
accounts. There has been a tendency 
recently on the part of a few banks to 
increase this from the usual three per 
cent to four or even five per cent. Un- 
settled conditions and their eagerness to 
stimulate savings and enlist new ac- 
counts have been largely responsible. 
This is widely regarded as unsound bank- 
ing, however, and, while those institu- 
tions may prosper temporarily, it bears 
close watching by conservative bankers. 
Several “bankers’ wars” have been pre- 
cipitated recently in different localities 
because of the new interest rates. A 
maximum of three per cent, the dates 

(Continued on page 87) 
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At Your Service 


WESTERN WIRE & 
IRON WORKS, Inc. 


18th Place and Sangamon St. 
CHICAGO 
Phones; Canal 6442 and 6443 


Below is a partial list of products which 
we manufacture for Banks: 


Steel Grilles and Wickets, in any 
finish 

Woven Wire Cages and Partitions, 
flat and rcund wire 

Wire Currency Guards 

Wire Baskets, stationary and 
tilting 

Wire Telephone Racks, station- 
ary and revolving 

Hand Holes 

Steel Bar Vault Grilles 

Sheet Steel Doors and Shutters 

Outside Window Guards, steel 
bars and woven wire 


Cut This Out—And Save It 


You will need these things 
when you build or make changes 





Addressing Machines 
Multigraphs 
Duplicators 


Letter Folders 
Dictating Machines 
Envelope Sealers 


Buy a rebuilt and guaranteed machine 
and save half 


O. E. PRUITT COMPANY 


112-R North La Salle Street CHICAGO 


Economist Is Appointed 


Dr. Henry A. E. Chandler, associate 
professor of economies at Columbia 
University since 1916, has been ap- 
pointed economist of the National Bank 
of Commerce in New York. 

As a financial expert Dr. Chandler 
has had broad experience in public 
affairs. He was assistant to the Legis- 
lature of Arizona in economies and fi- 
nance from 1911 to 1914, and economist 
on the committee on taxation of the 
American Mining Congress in 1913 and 
1914. In 1915 and 1916 he was tax 
expert and advisor to the joint legisla- 
tive committee on taxation of the State 
of New York and was financial advisor 
to the Mexican Government in 1917. He 
was engaged in 1918 and 1919 to carry 
on investigations of the special tax 
committee of the Advisory Council of 
Real Estate Interests and co-operated 
with the Mayor’s committee on taxa- 
tion in investigating New York State 
and city finances. 

Dr. Chandler was graduated in 1905 
from Northwestern University and took 
graduate courses in economics and 
finance at the University of Wisconsin, 
University of California, Columbia 
University and the University of Berlin. 
He received the degree of Doctor of 
Philosophy from Columbia University. 
For six years he was head of the de- 
partment of economies at the University 
of Arizona, leaving that post to come 
to Columbia University. 


C. E. Melbye, assistant cashier of the 
State Bank of Kerkhoven, Minnesota, 
was elected to the Minnesota legislature 


from his county in the November elec- 
tions. 
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HOW BANKERS CAN 
READ CHARACTER 


SIMPLE and complete system show- 

ing how to estimate and diagnose 
the minds of others, their traits and 
their capacities is presented in a new 
book “Characterology” published by 
Ranp McNatiy & Co. 

The book is the result of L. Hamil- 
ton MeCormick’s forty years of research 
and study in the field of character anal- 
ysis. It considers “Characterology” as 
an exact science and embraces physiog- 
nomy, phrenology and pathology. 

The following sample reading, based 
upon several direct references to dif- 
ferent pages in “Characterology,” were 
made at sight by an analyst and serve 
to illustrate the practical application of 
the system. The subject of this analysis 
was an employee in a Chicago bank, a 


man about 50 years old, who held an 
important position in the establish- 
ment, but these facts were not known 
to the analyst at the time of the read- 


ing: 


“T studied carefully the subject whom 
I was about to analyze, taking both a 
front and a profile view. In physical 
proportions he was somewhat above 
medium height, of slender build, active 
and lithe. His hands were thin, white, 
and evidently not accustomed to hard 
work. His head was large, with a broad 
forehead of medium height which slanted 
slightly backward. The chin also 
slanted backward moderately. In ecom- 
plexion he was a florid medium blond, 
and when he laughed or became excited 
while talking the veins stood out on his 


(Continued on page 84) 
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The 
First National Bank 
of Boston 


Transacts commercial 
banking business of 
every nature. 


Make it your New 
England correspondent. 


Capital, Surplus and Profits $37,500,000 
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HOW A PERSONAL APPEAL KEEPS 
SAVINGS ACCOUNTS ACTIVE 


If the problem of regulating the dormant account is to be satis- : 
factorily handled, it is necessary for the banker to cultivate the 
confidence of the small depositor, especially the working man 


By EARNEST R. ROOP 


Manager New Business Dept., The Depositors Savings & Trust Co., Akron, Ohio 


BOUT two years ago I was brought. 
face to face with the fact that a 
large percentage of savings accounts 
coming to the bank, either directly or 
through our industrial savings plan, im- 
mediately became dormant or soon after 
closed out—I realize that the number 
which are closed out depends on local 
conditions—I still maintain that a care- 
ful investigation of the records of the 
savings department (and the same can 
be applied to commercial accounts) will 
reveal considerable loss to the institution 
through dormant accounts and accounts 
lost resulting from the lack of the per- 
sonal touch so much needed in dealing 
with the human element in banking. 
Having charge of the New Business 
Department I made a valuable discovery 
when checking back on savings accounts 
(which check is made daily) and found 
many accounts which, after the initial 
deposit were dormant. The reason for 
this is a psychological one. The first 
impression or incentive for saving has, 
for one reason or another, been lost. 
This fact became clear to us and we 
were confronted with a grave problem 
whereupon we selected from the list of 


Fifty Years 


Our institution--“The Hibernia 
Bank of New Orleans”--as it was 
originally known--was organized 
back in 1870--fifty years ago. 


During the half century, we have 
accumulated more than $60,000,000 
in resources, and are thus one of the 
large banks of the country--less 
than 75 of the 30,000 banks in the 
United States are larger. 


While we have been accumulat- 
ing these resources, we also have 
been building experience, organiza- 
tion, modern facilities, and the 
ability and desire to serve. 


May we serve you? 


Hibernia 
Bank ¢& Trust Co. 


MEMBER AMERICAN BANKERS ASSOCIATION 


New Orleans 








dormant accounts twenty-three accounts 
which were opened during the months of 
January and February. 

These twenty-three accounts amounted 
to $163.00 with an average deposit of 
$7.08. For six months, namely from 
March to August inclusive no subsequent 
deposits had been made. We decided 
that a personal appeal to each depositor 
would not only have the effect of build- 
ing up good-will but show each person 
the kind of personal and individual at- 
tention which creates confidence and 
intensifies the personal interest of the 
depositor. We made our first check on 
those twenty-three accounts September 
15, and second check on the 28th of the 
same month and found total subsequent 
deposits of $3,136.20. Without question 
this is conclusive proof that it does pay 
any bank to maintain that personal and 
human contact which after all is sound 
business ethics. 

There is a great tendency in many 
banking institutions to use process or 
printed form letters which no doubt have 
more or less merit; while many repre- 
sent a sheer waste of money. Indeed 
such letters betray on their very face the 
hackneyed form letter which loses most 
of its force because of its appearance 


and, impersonal subject matter. The - 


writer has been in a position to put 
this to an actual test and for several 
months coducted follow-up system by 
the use of stereotyped form letters 
and have yet to discover any tangible 
results. We concluded that this lack 
of interest was accounted ‘for by what 
psychologists call “adaptation” and un- 
less there is some physical variation in 
the typography they do not get their 
minds to the point of attention to the 
mental argument which is presented. 
Therefore we discontinue the use of 
process letters and all letters were writ- 
ten by hand which method proved en- 
tirely too slow, not to say anything about 
the expense. 

At this time I decided to visit the 
sales room of an-automatice typewriter 
which was operated on the order of a 
player piano, and types personal 
letters in quantities, which would re- 
quire several typists; insuring at the 
same time more uniform and better 
work, thus enabling the banker to elim- 
inate the fill-in process letter which 
usually detracts from the power of the 


: 


message. One typist is able to operate 
a battery of three machines producing 
the amount of work which would require 
six ordinary typists. 

Without presenting figures to prove 
that industrial savings does pay we feel 
safe in saying that such accounts are 
just as valuable to the bank as those 
which are opened at the window and 
through such a program the banker is 
enabled to bring the service of the in- 
stitution directly to the employee. We 
feel we cannot emphasize too much the 
fact that when once an employee has 
opened an account with the bank it is 
of vital importance ‘that the first im- 
pression or incentive be maintained and 
we know of no better way then by the 
use of the personal letter prograin. 

Summarizing the results of individual 
savings, it may be said: 

(1) Industrial savings for the purpose 
of encouraging thrift and acecumulat- 
ing money for invesment has been pro- 
moted and is being operated by many 
large industrial plants throughout the 
country. 

(2) The savings banks of America 
must face the task of developing to the 
fullest possible extent the saving power 
of the industrial workers. 

(3) In order to effectively and effi- 
ciently meet this task it will be necessary 
that the banks evidence a personal and 
individual interest in the depositor which 
ean only be obtained by a human touch. 

(4) By actual figures industrial sav- 
ings, when carefully and systematically 
followed up, is an asset to any bank. 

(5) Ethically industrial savings ae- 
counts is the best existing means of 
preventing strikes, for the workman who 
saves his money is very seldom found in 
the company of the agitator. Industrial 
savings enables the employee to own his 
own home, make investments and thus 
increase the capital of the country. 


Organization of the American Secur- 
ity Bank of Iron Mountain, Michigan, 
under state laws has been completed. 
The bank will have a capital of $50,000 
with a comfortable surplus. Albert H. 
Hooper has been elected president, 
William H. Schandling is the vice presi- 
dent, and A. A. Conrad the cashier. It 
is expected that the new institution will 
open for business in February. 
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COLLECTION SERVICE ON 
CHICAGO’S WEST SIDE 


(>= collection facilities on the great West Side of Chicago are 
unexcelled. 


Any business entrusted to our care will receive prompt attention. 
Your items will be treated as we would wish you to treat ours. 


RESOURCES OVER $6,500,000 


DEPARTMENTIZED SERVICE 
Commercial Savings Trust Bond Foreign Collection 


OFFICERS 


WALTER M. HEYMANN, President 
ADOLPH S. HELQuistT - - - Vice-President Wm. G. DooLEy - - - -: Assistant Cashier 
JacoB LANDON - - - - - - - Cashier A. Louis ROSENTHAL - Assistant Cashier 
Louis A. BRESKIN - - - Assistant Cashier HARRY WIERSEMA - - - - - = Auditor 

DonaLp E. MALKEs, Trust Officer 


Safe Deposit 


Correspondence Invited 


LIBERTY TRUST & SAVINGS BANK 


Roosevelt Road’ and Kedzie Avenue, Chicago, Illinois 


(An Authorized Trust Company) 


America’s 
Leading 
Banking 
Magazine 


Asa bank executive, you 
really cannot afford not 
to have the BANK- 
ERS MONTHLY 
come to your desk 
every month when 


the price is sosmall. 
This magazine is the 
only bankers’ maga- 
zine dealing exclu- 
sively with bank 
management and 
banking success. 


This maga- 
zine is not 
theory or 
guess, it is 
not some 
ideas fabri- 
cated out 
of somebody's 
brilliant brain 
who was per- 
haps never inside a bank; 
on the contrary it is the 
work of the most exper- 
ienced bankers. e 
magazine contains only : 
TRIED-OUT . PROVED policies, 
DEMONSTRATED banking ideas that have 
worked for others and that will work for you. 


Our 

Claims 
Are Backed by What 
Our Readers Say 


Worth $25 A Year 
W. C. Johnson, National Bank, 


Barre, Vt. 
“This bank is a regular subscriber 
and advertiser in your Blue Book. 
Does this entitle us to a subscription 
tothe BANKERS MONTHLY? If not, 
ou may enter our order for the magazine 
for one year from the present subscription 
date. I would not be without the BANKERS 
MCNTEIY fcr$25a year. It carries more good 
-erse ard yractical banking ideas than any pertod- 
ica} that cver cameintoour bank. J enclose herewith 


Y yanuary statement. You will note that we had a good 


growth in dep... its in spite of the Liberty Loans.’ 
Send for Sample Copy. $5.00 a Year 


Rand McNally & Co. 
CHICAGO and NEW YORK 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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A BORROWER’S APPRAISAL OF THE 
BANKER WHO HELPED HIM GROW 






Far beyond the money stored in his vaults, the 
banker holds in his hands a great trust in shaping 
the career of the young man who goes into business 


THINK it was J. P. Morgan who 

said that character was the finest type 
of security and, in reading Mr. Gale’s 
article in the October “BANKERS 
MonTuuy,” I was impressed by his 
statement : 


‘*Happier for the credit man to 
have a dishonest debtor with money 
than an honest one without, for the 
law will help him with the former, 
but even the Supreme Court is 
powerless to extract blood from a 
turnip.’’ 


Mr. Gale’s article—‘How Every Bank 
Should Aim to Control Credits’—in- 
terested me intensely, not from the bank- 
ing view point, but from my own view 
point, which is that of a borrower from 
the bank. 


In my business I am eternally striv- 
ing to get my customer’s view point. 
In my business my eustomer’s view point 
means a good deal. Getting his view 
point—or not getting it, as the case 
may be—means the difference between 
suecess and failure. Without knowing 
how he feels toward me and my product; 
without knowing intimately what he re- 
quires of me and what he requires of my 
product, I would be totally incompetent 
to serve him as he demands to be served. 
Therefore, next to knowing the technical 
side of the business—and it is one of 
many technicalities—the most important 
knowledge I can possess and the knowl- 
edge that will contribute in the greatest 
measure to the success of my business is, 
as stated before, to know it from the 
view point of my customer. 


I have been a borrower at my bank 
for six years—from the very beginning 
of the business over which I preside. 
I am a small borrower, in a sense. I am 
a small borrower in the amount of money 
borrowed, never more ‘than a few 
thousand dollars, but, in another sense, 
I am a large borrower. - The proportion 
of money borrowed is large in proportion 
to the amount of my average balance 
at the bank, the amount of my invest- 
ment in the business; and the actual 
volume in dollars of business transacted. 
As previously stated, my business is one 
of many technicalities; a highly special- 
ized business, requiring many years to 
establish; of very slow growth; but, 
once established, just as dead sure as 
judgment so long as it is capably man- 





By JIM CLAITOR 


aged. Few men could take charge of 
my business and manage it successfully, 
because it is a one-man business, un- 
usual, and built upon the knowledge of 
one man in an uncommon field. There- 
fore, the success of the business for a 
few more years, at any rate, is largely 
dependent upon its founder remaining 
at the helm and steering the ship. 

Getting back to the bank—I borrow 
without collateral. I am, therefore, 
what I presume Mr. Morgan would have 
termed a moral risk—one which, ac- 
cording to his judgment, represents the 
highest type of security. In other 
words, the loans made to me by my 
banker are secured by character largely, 
because the nature of my assets are such 
that their principal value lies in their 
possession by me. They would not be 
worth much in the hands of my banker 
or the Supreme Court. Of course, the 
only development that could impair their 
value would be my demise. I have often 
wondered if my banker ever took this 
matter into consideration. If so, he 
never mentioned it to me. Nevertheless, 
knowing this to be a fact, for the protec- 
tion of my ereditors, as well as my 
family, I have made it a point to carry 
sufficient life insurance to liquidate all 
obligations and leave a substantial mar- 
gin, should this contingency ever arise. 

As stated, I have been a borrower at 
my bank from the beginning. At the 
beginning I was a very modest borrower 
—not modest through any special de- 
sire on my part to refrain from using 
the bank’s resources in the development 
of my business, but modest as a result 
of the restraint placed upon my bor- 
rowing by my banker. 

Starting in business with no eapital, 
I have always felt that in the beginning 
my banker placed very little confidence 
in my enterprise. You see he knew very 
little about me—knew absolutely nothing 
about my business—and, inasmuch as I 
had no money to place in his keeping, 
he could not be expected to wax very 
enthusiastic over putting up cold cash 
to try out an untried scheme. Had he 
known of the years of patient applica- 
tion spent in the development of that 
plan; the deprivations, heart-aches and 
disappointments; and the final dogged 
determination to put it through, which 
had preceded my advent upon his hori- 


zon, his good judgment might have been 
tempered with sufficient sympathy to 
warrant him in at least considering what 
I had in prospect. But he knew nothing 
of these and, neither of us being of the 
type to indulge in personal confidences, 
he knows nothing of them today. In 
fact, during our six years of business 
relations, the words that have passed 
between us in our interviews over that 
entire period could be spoken in thirty 
minutes. 

One thing must have been evident to 
him in the beginning. He evidently 
believed me to be honest and, on the 
strength of that belief, my first loan 
at the bank was consummated. There 
is no other way to account for it. His 
manner was anything but friendly. My 
need was one of the routine incidents of 
the day to him, to be disposed of in a 
moment, only to pass on to the next man 
in line. To me it was an event filled 
with tragic significance. It meant that 
I was to go on or not to go on—just 
whichever way he flipped the coin. The 
coin flipped in-my favor—I went on! 

The $200 thus secured on my note 
made possible some further development 
of my plans. It was a momentous event 
in my life; great possibilities were 
opened up ahead. I had sense enough 
to know that a level-headed, unapproach- 
able and very successful banker was not 
handing out two hundred dollars to every 
Tom, Dick and Harry who applied for 
it, and yet I, without friends or endorse- 
ments, had borrowed that amount simply 
on my promise to pay it back. I walked 
away from that bank somewhat more 
erect than I had entered it; I came 
away with a new dignity and a new sense 
of responsibility. 

This move had been: my final card. 
I had reached the end of my resources 
and everything, in my imagination, de- 
pended upon its success or failure. And, 
when it succeeded, I came away with an 
entirely new idea of the lengths to which 
a man’s determination to make good 
could carry him. I would make good— 
that was all there was to that; I would 
pay back that two hundred; I would 
make good to the point that would win 
that banker’s approval, which in my 
mind at that time was about the greatest 
accomplishment I could hope for. 


(Continued on page 81) 
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Foreign Offices 
GREAT BRITAIN 


London 
Liverpool 
Southampton 
Edinburgh 
Glasgow 


FRANCE 
Paris 
Bordeaux 
Havre 
Marseilles 


ITALY 
Rome 
Naples 
Genoa 


BELGIUM 
Antwerp 
Brussels 
Ostend 


HOLLAND 


Rotterdam 


SCANDINAVIA 
Copenhagen 
Christiania 
Stockholm 

SWITZERLAND 


- Lucerne 


GERMANY 


Berlin 
Bremen 
Hamburg 
Coblenz 


SOUTH AMERICA 
Buenos Aires 
Montevideo 
Valparaiso 


THE ORIENT 
Yokohama 
Kobe 
Hong Kong 
Shanghai 
Manila, P. L 


CANADA 


Montreal 
Toronto 


The American Express Company service in International 
Banking, Shipping, Travel and Foreign Trade offers 
to banks the best methods of remitting money abroad. 


The Foreign Banking Service of the American Express 
Company was established thirty years ago. Today 
branch offices and correspondents are to be found in 
every business center and thousands of banks sub- 
scribe to its various services. 


Foreign Drafts for American Banks 


Foreign drafts which are printed in the name of the 
issuing bank can be drawn on all of the principal 
countries of the world, and are payable by the offices 
and correspondents of the American Express Com- 
pany, by whom they are advised and _ protected. 
These drafts offer a simple and convenient method 
of transmitting funds abroad, and are payable with- 
out delay. 


Cable Tranfers for American Banks 


By means of its excellent facilities the American Ex- - 


press Company is equipped to cable money safely 
and expeditiously to all foreign countries through 
its numerous offices and correspondents. 


Foreign Money Orders for American Banks 


The American Express Company handles remittances 
to remote places in foreign countries through its 
Foreign Money Order System, whereby the Com- 
pany’s offices and correspondents abroad remit the 
funds direct to payee at destination, either by 
Government Money Order or by forwarding the 
actual currency of the country. 


The method of obtaining this service will be explained 
on receipt of your letter. Address the Manager of 
the office nearest your city. 


AMERICAN EXPRESS COMPANY 


29 Luckie Street, Atlanta, Ga. 


Head Office: 65 BROADWAY, NEW YORK 
Market St. at Second, San Francisco, Cal. 


Ninth & Locust Sts., St. Louis, Mo. 23 West Monroe St., Chicago, Ill. 231 St. James St., Montreal, Can. 


“INTERNATIONAL BANKING, SHIPPING, TRAVEL AND FOREIGN TRADE: 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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RECORDS 


This is a form of service that is growing 
steadily and will continue to develop when- 
ever there is an active real estate market 


By HARRY A. KAHLER 
President, New York Title & Mortgage Co. 


F one acknowledges that Title Insur- 
ance adequately fills a need and that 
it has clearly established its worth, the 
ease for national title insurance is all but 
won. The only remaining question to 
be answered is this: Can the recognized 
benefits of title insurance be secured na- 
tionally in localities where the guaran- 
teeing company does not possess the fa- 
cilities of title or abstract plants? 


Title insurance as provided by local 
title companies in their respective com- 
munities is no longer a subject for con- 
troversy. It is generally regarded in 
most of the important cities of the 
United States as the best and most prac- 
tical form of title evidence yet devised. 
The system evolved by title insurance 
companies so much expedites the work 
of title investigation that the public is 
served more promptly than by any other 
method and in addition obtains insurance 
against loss. The element of risk in- 
eurred by the property holder who 
possesses no title insurance is consider- 
able. In the larger cities where real 
estate transactions are frequent, and the 
records consequently complex, the chance 
for error can be easily appreciated. 
Moreover, many facts may exist in con- 
nection with a title to property which 
may not appear of record and which 
may thus escape the vigilance of even 
the most expert and conscientious at- 
torney. Undiscovered wills, undisclosed 
heirs, forged instruments, copyists’ er- 
rors and illegal trusts are only a few of 
the contingencies covered by a policy 
of title insurance. 


It is quite evident that title insurance 
does fill an urgent need. Experience 
proves that it gives protection. 


The remaining question of whether 
benefits of title insurance can be secured 
nationally is being answered in the af- 
firmative at the present time through re- 
sults actually obtained.‘ A national title 
insurance plan, in successful operation 
for more than two years, has conclu- 
sively demonstrated the efficacy of this 
branch of title insurance. Other types, 


such as life, accident or fire insurance 
have surmounted the obstacle of pro- 
viding insurance backed by adequate 
capital in localities of limited develop- 
ment and restricted demands by the 
branch office or local agency system. 


Today a community is small indeed 
which, along with post office, notary 
public, and general store, does not har- 
bor an insurance agent. Though for- 
merly confined to the foregoing familiar 
types of insurance, title insurance also 
has recently enlarged its scope to in- 
elude a national service. 

In many districts there exist reliable 
abstract plants offering a sound basis 
for title insurance. Capital to insure 
the risk involved is the only remaining 
requisite. These plants are frequently 





HARRY A. KAHLER 


located in communities where the de- 
mand for title insurance is not sufficient 
to justify a large guaranty fund to se- 
eure a policy. Without financial backing 
substantial enough to inspire confidence, 
no title company can hope for success. 
The title company of imposing capital, 
however, may avail itself of the local 
abstract plant for the examination and 
rely on its own resources for the guar- 
anty, thus rendering a real service to 
any community which it may reach. 
The national title insurance depart- 
ment of the company which guarantees 
the title, issues owners’ policies as well 
as those to the mortgagee. Examination 
and other charges such as survey, if 
required, are added to the title insur- 
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NATIONAL TITLES TO 


ance premiums and are governed by 
local conditions and customs. 
mium rates for such national title in- 
surance are stated in a schedule adopted 
by the American Association of Title 


The pre- 


Men and are based upon the actual 
market value of the property insured, 
These rates are so moderate as to cost 
no more than an abstract with opinion 
of examining counsel which provides no 
substantial protection to an investor in 
case the validity of the title be at- 
tacked. 

Up to the present time the most ex- 
tensive field for national title insurance 
is in the issuance of mortgagee policies 
in connection with the sale of Southern 
and Western farm loans to Eastern in- 
surance companies, savings banks, and 
other large investors. Such title insur- 
ance benefits all parties concerned. 

The two vital advantages derived from 
national title service in the sale of farm 
mortgages are security and speed. The 
security obtained inspires confidence 
necessary to expedite the transaction. 

Rapid turnover of capital is always 
a determining factor in the profits of 
any enterprise. This is more nearly 
true of the mortgage business than of 
many others. A realization of this fact 
entails a recognition of the merits of 
national title insurance. 

When a mortgage banker has arranged 
to sell a group of mortgages to an in- 
vestor, the sooner he is paid for his se- 
eurities, the sooner his funds will be 
available for a new transaction. Under 
the old system much valuable time was 
lost through delays caused by legal in- 
vestigations that were actually a dupli- 
cation of work already done. Without 
being fortified by title insurance, most 
investing institutions feel it necessary to 
have their own attorney’s opinion of ap- 
proval to verify the examination of the 
local counsel. This often involves the 
production of the abstract itself and 
much intricate correspondence. As a 
result capital is needlessly tied up often 
for weeks and sometimes months before 
new searches can be satisfactorily com- 
pleted. The mutual disadvantages and 
economic waste of such a condition be- 
come quite apparent. The mortgage 
banker is prevented from making a quick 
turnover of capital; the investor must 
bear the extra expense of employing 
unnecessary legal advice; and large 
funds are kept out of the mortgage 
market. 

National title insurance solves the 
problem. Where local conditions and 
laws permit, policies are issued insuring 
titles to mortgage loans, under an agree- 
ment with indemnity established between 
the title company and any approved re- 
sponsible title, mortgage or other finan- 
cial institution or firm. The form of an 
indemnity agreement used by the New 

(Continued on page 83) 
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ELE ct mie Ic: GIG Md 


WHERE progress is 


the watchword — where 
bustling banking institutions 
are extending their every 
effort to stamp indelibly the 
value of their services upon the 
minds of the people—there you 
will invariably find their dominant 
outward means of self-expression 


serving ceaselessly and in. keeping 


with the dignified atmosphere of their 
bank. 


It is the Federal Electric Silveray Sign 
and is pictured in the photograph above. 


ane coupon today 
for free sketch and 
full information. No 
obligation. 


FEDERAL ELECTRIC COMPANY 
Representing Fedieal Sign System (Electric), 8700 South State Street, Chicago, III. 


Please send me full information, price and free sketch of a Federal Silveray Sign for our bank. 


i od eee Lee Business 


Store Frontage 


Readere will confer a favor by mentioning THE BANKERS MONTHLY. when writing to our advertisers. 
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ANSWERING YOUR TAX PROBLEMS 


Department Conducted by Harry H. Wolf 





UESTION: 
We desire 
to learn the facts 
concerning the is- 
suing of capital 
stock as dividends, 
in reference to 
same being tax 
exempt. And, if 
your department 
ean inform us as 
to the following it will help us. First, 
as to time of declaring such a dividend, 
should it be done before the close of the 
fiseal year January Ist, or can it be done 
after that date before income tax return 
is made? It is my understanding that a 
dividend paid in stock is not subject to 
income tax so far as the corporation is 
concerned at all, and the individual 
stockholder is also exempt unless he 
sell his stock. Is this correct? If this is 
correct what would be the situation if 
the stockholder held his stock several 
years, in the mean time the income tax 
laws changed or eliminated, then he 
should sell his stock, would there be any 
way of collecting tax on such stock, on 
the basis of the year the dividend was 
declared? Your information will be 
much appreciated. 


ANSWER: As regards the date of 
your declaring a stock dividend, stock 
dividends are not taxable under the 
present law, either to the corporation 
declaring same or to the recipient. It 
is merely a conversion of your surplus 
and accrued earnings, into capital stock, 
arid inasmuch as capital, surplus and 
undivided profits are all considered as 
invested capital in computing income 
and excess taxes, then the declaring of 
said stock dividend would have no effect 
one way or the other. 





You are correct that there will be no 
tax to the individual until he sells his 
stock unless there is some future retro- 
active legislation subjecting stock divi- 
dends to a tax. Should the stock -be 
sold at some future date, the one selling 
will then pay an income tax on the 
basis of the total amount received for 
this stock in the year in which sale is 
made, less the average cost of holdings, 
and on the basis of the then prevailing 
tax rates. 


October 1, 1920, answered October 
10, 1920. 

QUESTION: I am a stockholder in a 
manufacturing corporation and received 
a dividend of 50 per cent on my stock, 
one-half payable in Liberty bonds at 


par value $100.00 and one-half payable 
in stock of another corporation at a par 
value of $50.00 per share. The market 
value on the Liberty bonds at the date 
received was $91.30, and the listed mar- 
ket on the corporation stock of $50.00 
par value per share was $75.00. Will 
you please advise how I shall report this 
in my income. tax returns and if the 
stock issued can in any way be con- 
sidered as non-taxable? 


ANSWER: You have received a tax- 
able dividend. Compute the value of 
the Liberty bonds at the market value 
$91.30, and report same as if this was 
a cash dividend. The fact that you have 
received stock of another corporation 
eliminates this from being considered as 
a stock dividend and this should be re- 
ported in the same manner as the Liberty 
bonds. Compute the number of shares 
of this corporation stock you receive 
at $75.00 a share and report as a cash 
dividend received. We refer you to 
regulation 45, article 1544, which reads 
as follows, bearing out our reply to your 
question : 

“Dividends paid in property— 
Dividends paid in securities or other 
property (other than its own stock) 
in which the earnings of a corpora- 
tion have been invested, are income 
to the recipient to the amount of 
the fair market value of such prop- 
erty when receivable by the stock- 
holders. A dividend paid in stock 
of another corporation is not a stock 
dividend. Where a corporation de- 
clares a dividend payable in stock 
of another corporation, setting aside 
the stock to be so distributed and 
notifying the stockholders of its ac- 
tion, the income arising to the re- 
cipients of such stock is its fair 
market value at the time the divi- 
dend becomes payable. Scrip divi- 
dends are subject to tax in the year 
in which the warrants are issued.” 
October 5th, answered October 12, 

1920. 


QUESTION: I am the treasurer of a 
corporation, and wish some information 
from you regarding a dividend that we 
declared in June, 1920. We had a defi- 
cit in our business and our fiscal year 
which ends June 30, 1921, shows a 
further loss. 


We had a piece. of real estate for 
which we originally paid $60,000.00. An 
appraisal of this in 1920 showed a con- 
servative value of $90,000.00. We ap- 
preciated this and placed same on our 
books at that value. The stock holders 
wanted a dividend, and we decided to pay 
a $25,000.00 dividend and to pay same 


out of this appreciation. Our auditors 
in presenting our statement for the year 
ended June 30, have shown this as an 
addition to our deficit rather than taking 
it out of appreciation of this property 
value. 

Will you please advise how this should 
be treated, in reporting on the individual 
tax returns and how the corporation 
shall treat same. 

Furthermore, I might state that the 
minutes of the directors’ meeting at 
which this dividend was declared re- 
quired same to be paid out of this ap- 
preciation. 


ANSWER: You have here an impos- 
sible situation. The minutes require 
same to be paid from the appreciation. 
This appreciation is nothing but a book 
figure and represents nothing tangible 
and the only way that you could get the 
$25,000.00 is to dispose of the property 
and realize this appreciation before 
turning same over to the stockholders. 
Therefore, it cannot be paid out of ap- 
preciation. 

“Now, inasmuch as you have paid same 
this is a return of capital because you 
had no profits from which to pay same 
and the actual situation is that you have 
returned a part of the original invest- 
ment of the stockholders. 

This, in my opinion is a serious situ- 
ation and I suggest your counseling 
your attorneys immediately upon same. 

As regards the treating of it by the 
individual on his tax return—he has 
nothing to report. He has received 
a return of a part of his investment. 

As far as the corporation is concerned, 
you have reduced your capital and same 
should be deducted from your capital 
invested for taxing purposes. 


In substantiation of this. we quote 
you as follows from regulations 45, ar- 
ticles 1549, shown in the last few lines 
that should any stockholder sell his stock 
he will then report the difference between 
the cost to him less this dividend which 
he has just received‘and the selling price 
at the date of sale which will constitute 
the amount of profit or loss: 


“DISTRIBUTION FROM DE- 
PLETION OR DEPRECIATION 
RESERVE—A reserve set up out 
of gross income by a corporation 
and maintained for the purpose of 
making good any loss of capital 
assets on account of depletion or 
depreciation is not a part of its sur- 
plus out of which ordinary divi- 
dends may be paid. A distribution 
made from such a reserve will be 

(Continued on page 78) 





BANKERS MONTHLY for DECEMBER, 1920 


Movies That Teach Them 
How to Save 





A unique series of Thrift 
Films now available to one 
banker in your city. 


America’s greatest edu- 
cators are co-operating in 
the creation of the highest 
class films to be used in the 
schools and industries for 
educational purposes. 


One phase of this work 
which vitally interests the 


banker is the “Thrift Cam- 
paign.” : 

These thrift films, each a 
complete, clever little stori- 
ette, will be made at the 
expense of thousands of dol- 


lars, and under the super-. 


vision and direction of the 
same men who are produc- 









ing the films for our best 
schools and colleges. 

This is not primarily a 
money making proposition 
on the part of the Society 
For Visual Education, but 
a sincere effort to be of 
service, and to place all 
the unique facilities of the 
Society at work for the 
people. 


The coupon below will 
bring you full information 
regarding “Thrift Films” 
and the men making them. 
You take no risk in sending 
this coupon, but you reap 
a real advantage by doing 
so, as we will reserve your 
city for you until you have 
time to form your decision. 





The Society For Visual Education, Inc.| 


SUMTER CALVERT 
Director Thrift Film Division 







H. L. CLARKE 


Vice-President and General Manager 


327 SOUTH LA SALLE ST., CHICAGO 









Thrift Film Division 
SOCIETY FOR VISUAL EDUCATION 
327 So. La Salle St., Chicago 













Tell us all-about your Thrift Campaign. It is understood that this inquiry does not obligate us in any way, but that you 
will reserve your service for our bank exclusively until we have a chance to make our decision. 


me a eas ait de bee cae on ee a a Ee oR ae ee 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





HEN a mechanical operation runs 
according to rule it is a delight to- 
the technical man observing it. When an 
algebraic problem is solved by the 
formula and gives a result in line with 
the expectation, the student feels a 


sense of satisfaction. The coming about 
of deflation arouses the interest of busi- 
ness men. Deflation, if that is the name 
by which to call the present business 
trend which has not proceeded far but 
has so far followed the law with re- 
markable precision. The signs are ap- 
parent and can be readily pointed out. 


As business appears to be just at the 
point where it turns from inflation to 
deflation, it may be well to view the 
symptoms of each. There are many 
theories and explanations why changes 
come. 


For a century economists have been 
trying to determine which is the cor- 
rect theory as to the cause or reason 
for the rise and the decline of busi- 
ness, but have not yet settled this im- 
portant point; however, during this 
time a number of rises and declines 
have been observed, and the facts, the 
actual happenings, have been recorded 
and can be stated. If similar facts are 
now developing, then deflation must be 
coming. according to economic law. 
There are some who fear a backward 
swing can not long be postponed, yet 
there are those who feel the Federal 
‘Reserve Banks are to business what 
mereury is to a pendulum. 


It has been observed in all countries 
having business organizations that there 
is a constant rise and fall of business. 
There is no rule for the length of the 
period of rise and fall; every period 
is of different length, likewise the falls 
of equal depth. The pause at the turn- 
ing-point, either at the high or low, is 
sometimes long and sometimes short. 

Since the Franco-Prussian war in 
1870 and 1871 there have been rises and 
declines in business in the United States 
and Europe. Germany and Austria, 
which had won the war, had a period 
of great prosperity immediately follow- 
ing their success, as the United States 
has had recently. In 1873 this period 
ended and was followed by a severe de- 
cline and the prostration of business in 
those two countries. France had 
suffered military defeat and had no 
business prosperity. Naturally, she 
suffered the least in the decline of 1873. 
England was lightly affected at first, but 


TRACING THE RISE AND FALL 
OF BUSINESS SINCE 1870 


By M. C. MAGEE 
Vice-President, Wheeling Bank & Trust Co., Wheeling, W. Va. 











severely shaken during the readjust- 
ment. In the United States the depres- 
sion was far reaching. In all these 
countries it lasted until well into 1879. 
Thus passed a low period of business 
covering six years. In 1880 symptoms 
of a business revival were apparent. 
Renewed and increasing activity con- 


tinued until 1883; then a decline oc-— 


curred which became acute in 1884 but 
less violent than in 1873. 

The year 1885 was a better one for 
the United States and from 1886 until 
1890 conditions were good. In Europe 
there was some difference in the course 
of business as the depression in Ger- 
many continued from 1873 until nearly 
1890. 

England did fairly well until 1883, 
then experienced a short slump, fol- 
lowed by another period of good busi- 
ness until 1890. France and Austria 
both had depressions in 1882. After 
that business was good until 1890, run- 
ning to high speculations in France. 
The year 1890 was one of severe de- 
cline. In the United States there was 
great businéss activity holding over 
from previous years, yet money rates 
were high, money was scarce, and the 
banks carried less than the legal re- 
serves. In England, France and Ger- 
many there were severe depressions, 
but the banks of issue took the situa- 
tion in hand and supported the solvent 
firms and prevented a panic. 

The years 1891 and 1892 were bad 
for England and Germany, but not so 
bad for France, although there was 
stagnation. In 1891 liquidation began 
in the United States. Business men 
thought they saw a decline coming and 
prepared for it. Business continued 
good, however, in 1892, but gold was 
going out of the country, bank loans 
were expanded, there was a large 
amount of stock and land speculation 
and crops were short, uneasiness in- 
creased, and in May, 1893, turned into 
a sharp panic. 

This was before the Federal Reserve 
System had been established. Money 
was hoarded; instead of using money 
the public had .to use clearing-house 
checks. The stock market broke and 
there were business failures. The de- 
pression continued into 1894. 


In Europe a revival of business had 
begun about 1894. By 1897 this re- 
vival was apparent in the United States, 
and the rise began. Business in 1899 
was exceedingly prosperous. There was 





BANKERS MONTHLY for DECEMBER, 1999 







renewed enterprise; new securities were 
issued. Up to 1902 there had been 
several slumps, but they did not greatly 
affect business. 

From 1901 to 1903 business was quiet 
in the United States and Europe. The 
revival began in 1904. During 1905 
and 1906 the trend was upward, both 
here and in Europe. There was great 
expansion and it overtaxed the money 
market. The banks could not supply 
the credit demanded. In 1906 a de 
cline took place. 

In 1907 a severe panic occurred in 
the United States. It was this, in part, 
that led to the establishment of the 
Federal Reserve System, which was 
created by act of the National Con- 
gress December 23rd, 1913. 

There had been wild speculations in 
1906. Business became discouraged in 
the attempt to obtain new capital. The 
danger signs were seen early in 1907 
and they culminated in a erash in Oc- 
tober. As usual, money was hoarded, 
the banks restricted cash disbursements 
and stock prices fell. 

The years 1908 and 1909 were dull 
both in Europe and the United States, 
but the trend was upward. In 1910 
and 1911 business was dull or moving 
downward in the United States and 
France, and exceedingly good in Eng- 
land and Germany. The trend in 1912 
and 1913 was downward and business 
was just picking up at the beginning 
of the late European war in 1914, 
clearly establishing that a rise was al- 
ways changing into a decline and a de- 
cline into a rise. 

The symptoms of a decline will be 
more apparent, if first the signs of a 
rising or high period of business are 
properly earmarked. 

When business is rising to a high 
point, there comes a great demand for 
commodities. Industrial establishments 
find it necessary to build additions, and 
the cost of these additions is high. New 
charges enter into business, such as in- 
terest on investments and borrowings, 
higher rents, depreciation of property, 
higher insurance, more and higher sala- 
ries, the cost of establishing and ex- 
tending new trade, and the inroads that 
are made on profits by rising cost. 

Because of the great business activ- 
ity and the demand for commodities, 
new enterprises come into the field. 
These use capital. Some of them, in- 
stead of living on earnings, live on 
capital; by poor management they 
waste it. As long as prosperity con- 
tinues and money is easy, they may 
be able to live, but they are first to 
wither and die when business declines. 
They use up commodities and they use 
up labor and cause a rise in’ prices both 
of commodities and labor. 

A shortage of labor ensues. Indus- 
tries hire the old, the youthful, the in- 
efficient and the trouble makers, and pay 
high wages. As a result inefficiency 
stalks, skilled labor also slows down. 
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STRAIGHT LINE METHODS 


The Law of Credit 


Your Facts and Your Figures 


Credit is the expression of trust—the belief in a man’s ability to meet 
his financial obligations. In business, as in all human relations, trust 
is the inspiration to large accomplishments. 


To a merchant, credit is lafgely a matter of rating and collections. 
But to the Banker, in the financing of business, credit maust be an 
exact science. Only on facts, deducted from, and supported by, 
figures may the Banker safely extend the credit desired—safely for 
your welfare, safely for his own. 


Safety, these days, is the new law of business preservation. The 
Banker is the judge. In extending credit he must follow conservative 
as well as constructive policies. Your facts and your figures are his 
guides—his only laws. 

Are you able to present them—clearly, fully? You cannot avoid facts 
and figures. They are vital to your business, protective and con- 
structive. 

Thru monthly Balance Sheets, Operating Statements and, above all, 
thru a well-planned Business Budget, showing close observance and 
frequent checking, you make the laws which your Banker must obey 
in the granting of credit. 


In this connection, the 


Straight Line Methods 
ERNST & ERNST 


offer a superior service. They are applied to your particular business 
by trained experts—men thoroughly versed in the principles of Ac- 
counting and Cost Finding, with long experience in many and varied 
lines of business, nation-wide in scope. They are operative individu- 
ally and collectively in 25 cities. 


ERNST & ERNST 


AUDITS - SYSTEMS 
TAX SERVICE 


NEW YORK CHICAGO CLEVELAND CINCINNATI NEW ORLEANS 
PHILADELPHIA MINNEAPOLIS BUFFALO INDIANAPOLIS ‘DALLAS 
BOSTON ST. PAUL PITTSBURGH TOLEDO FORT WORT! 
PROVIDENCE ST. LOUIS DETROIT’ ATLANTA HOUSTON 
WASHINGTON KANSAS CITY GRAND RAPIOS RICHMOND DENVER 


STRAIGHT LINE METHODS 


Readers will confer a@ favor by mentioning THE’ BANKERS MONTHLY when writing to our advertisers. 
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Civilization 
Like an Army 
Moves on Its 
Stomach 


P ROSPERIT Y— 

civilization itself— 
depends upon an ade- 
quate supply of food. 
With sufficient food 
come contentment, 
development, progress 
and success; without 
it, hardships, panicky 
conditions, serious loss. 























If sufficient man- 
power and capital were 
brought ‘to bear upon 
the fertile farms of 
Canada the spectre of 
food shortage would 
speedily disappear. 


Civilization’s first duty 
to itself is to bring 
























these great, productive 
areas under cultiva- 
tion. No undertaking 
will pay greater divi- 
dends in Cash, Con- 
tentment and CON- 
FIDENCE. 


If personally inter- 
ested in a farm oppor- 
tunity in Canada write 
Department of Immi- 
gration and Coloniza- 
tion, Ottawa, Canada. 



























THE BANK’S 


VERY bank has a distinct person- 

ality in the eye of the depositor. 
It may be the composite impression or 
the individual efforts of the bank that 
builds its personality. Every individual 
is judged a great deal by personality. 
And banks are many times selected by 
depositors because of a_ personality 
that seems inviting and pleasing. This 
thing we call personality is a decisive 
factor in the solicitation for new busi- 
ness as proven by the fact that many 
times two banks offer the same service 
and facilities and in the race for new 
accounts the one with the personality 
does a bigger business. 


Banks which exert every ounce of 
energy to impress their prospects and 
customers with the fact that they offer 
an inviting atmosphere soon find they 
are in reality offering something in ad- 
dition that is weleomed, something that 
helps make the depositor feel proud of 
his banking connection. 


A dominant factor in the creation of 
favorable impressions upon the public 
is the appearance of the printed matter 
of the bank, whether through general 
or direct advertising. In one respect 
the bank’s advertising literature is its 
mouthpiece. It is dominant because of 
its, magnitude in the number of individ- 
ual impressions that are possible in a 
short space of time. 


Not many years ago, the accepted 
practice for creating these favorable 
impressions seemed to be the reiteration 
of the bank’s age and strength. Today 
a bank can become “established” in a 
comparatively short space of time 
through the right kind of advertising. 
Banks only fifteen or twenty years old 
have accomplished more in growth and 
prestige than some banks that have 
existed for fifty years. A progressive 
institution can build up a strong clien- 
tele through effective advertising. Pro- 
gressive bankers wait no longer for busi- 
ness to come rapping at the door. 

As we consider this problem of ad- 
vertising the bank, the subjects of at- 
tention value, reader interest and dig- 
nity of appeal become paramount. 

The dangers of spatter-shot methods 
are many, so it does not pay to guess. 
Economically produced literature, the 
kind that serves in a tangible way to 
help build a bank’s business, calls for 
certain definite knowledge in its crea- 
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ADVERTISING THAT BUILDS 
PERSONALITY 


By LOUIS E. DELSON 
Advertising Manager, Central Trust Co. of Ill., Chicago 










tion, and organized method in its me. 
chanical production. 


The opaque of the artist, the acid of 
the engraver, the pulp of the paper, 
the press of the printer, or the list of 
mediums—all these may mean little in 
the abstract. But they mean all in the 
unit that serves to conform with a def- 
nite policy for published advertising 
that builds for character and personal- 
ity. Just as the selling plans are drawn, 
and the foundation laid for their ef- 
fectiveness, so must the execution for 
the proper use of type and illustration 
be linked with “copy” in order to tell 
your story effectively. 


In the typographical treatment of 
advertising, the principal purpose is 
to impress the reader and not to please 
the man in the mirror. The layout 
used in the newspaper will usually be 
subjected to more competition for at- 
tention than in the magazine and far 
more than in the individual booklet. The 
attractiveness of display is not the 
ultimate objective, but rather the force- 
fulness of appeal and the dignity of 
appearance. The appeals must bear a 
direct relation to the subject of banking, 


“whether the subject is savings, commer- 


cial banking, trusts, bonds or safety 
vaults. The technique employed in 
savings department copy, for example, 
should be unlike that of other depart- 
mental or general work, because each 
department appeals to a certain class 
of readers and to a certain number of 
readers. Savings advertising reaches 
every class of reader and should have 
the widest appeal in order to reach the 
largest number of prospects. On the 
other hand bond advertising is restricted, 
compared to savings advertising, while 
trust or commercial banking has even a 
more limited field. 


J. C. Kirkpatrick has been elected 
president of the Escanaba, Michigan, 
National Bank to succeed the late John 
K. Stack, by the directors of that bank. 
Mr. Kirkpatrick served as vice presi- 
dent of the Escanaba National since its 
organization and his election to the pres 
idency followed at the first meeting of 
the directors since the death of Mr 
Stack. John Stack, Jr., was elected vie 
president of the bank and M. N. Smith 
as vice president and cashier. ' 


BANKERS MONTHLY for DECEMBER, 1920 


. 


HOW ABOUT THOSE 
TAX QUESTIONS? 


HAT are you going 
to do when a cus- 
tomer comes into your 
bank and wants help in 
filling out his income and 
excess profits tax schedule? 


Are you sure your organ- 
ization is equipped and 
can give the time to com- 
mit your bank on any 


interpretation that your 


customers may require? 


We are addressing these 
questions to you, Mr. 
Banker, because they are 
problems of genuine sig- 


nificance between now and 
January 1, 1921. 


Your customers will 
look to you for helpful 
assistance in computing 
their taxes and preparing 
their schedules. 


And you can _ provide 
adequate service by com- 
municating with us on any 
phase of the tax law that 
you are in doubt about. 


Let us advise you and 
your customers on the 
Federal Tax Law. 


WOLF AND COMPANY 


New York 
Philadelphia 
Indianapolis 
Milwaukee 
Tulsa 


Accountants 


(FORMERLY BAKER, VAWTER & WOLF) 


Chicago 

Kansas City 
Des Moines 
Oklahoma City 
Muskogee 

Fort Worth 
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Canada and the Sales Tax 


Canada’s experience with the excess 
profits tax is similar to our own. She 
has had the courage to adopt an experi- 
mental form of the Sales Tax. How 
successful this is is shown by a Toronto 
paper, in a late issue. It says: 


“Premier Meighen, on his recent visit 
to Kingston, in company with his Fi- 
nance Minister, who represents that 
riding, spoke with justifiable pride of 
the success of the sales tax. Seldom, if 
ever, has a novel financial measure so 
quickly justified itself. As the Prime 
Minister said, ‘The Sales Tax is a path 
untrodden by any other country in the 
world. Canada is the pioneer in this 
form of taxation.’ What was regarded 
by some as a daring experiment has, as 
the July and August fiscal returns show, 
been an enormous success as a revenue 
producer; and better still, it has pro- 
voked no sense of grievance or hard- 
ship in the general public. That success 
having been incontestable even in the 
brief period since it was first applied, the 
question naturally arises whether it 
would not be well to simplify our mani- 

_.fold systems of taxation by making the 
sales tax our basic source of revenue, 
apart from that provided by the tariff. 


“Apart from its power to produce the 
indispensable requisite of money, the 
excellence of the system is demonstrated 
by the fact that of all war taxes it is 
the one most honestly met by the gen- 
eral public. In this respect it differs 
materially from the excess profits tax 
and the income tax. The spirit and 
purpose of both the latter systems have 
been grotesquely violated by Canadians 
at large. The income tax is practically 
a dead letter in rural communities by 
those individuals whose yearly revenue 
it not easily ascertainable. Almost the 
only individual who is paying his full 
dues under this branch of taxation is 
the salaried man with a known income, 
who would face criminal proceedings 
should he attempt concealment. 


“Tt might not be advisable at the 
present juncture to entirely abandon 
these other forms of taxation, but the 
working out of our fiscal policies points 
to a recognition of the sales tax as the 














paramount source of revenue, as the 
goal to be arrived at. Simplification of 
taxing methods would have this distinct 
advantage: it would attract capital to 
Canada.”—The Bache Review, published 
by J. S. Bache & Co., New York City. 


Smaller Exports 


The sharp break in cotton prices has 
increased the exports of that staple. 
During the fifteen weeks ending October 
15, corn exports just about doubled, 
reaching nearly 1,500,000 bushels, while 
wheat exports, including flour, in the 
same interval, showed a gain of nearly 
54,000,000 bushels. Europe is buying 
less and less in this country, however, 
notwithstanding the fact that our total 
exports for the first eight months of 
1920 amounted to $5,578,000,000, the 
largest valuation ever shown for that 
period. The figures covering the quar- 
ter ending August 31 showed total ex- 
ports valued at $278,000,000 below those 
reported in the same months of 1919. 
Most of the European countries have 
curtailed their purchases in the United 
States, but we have heavily increased 
our exports to Germany, Spain and 
Greece. Other increases have been with 
Canada and Mexico. Europe is finding 
it necessary to check the growing indebt- 
edness to the United States—The First 
and Hamilton, National Bank, Fort 
Wayne, Indiana. 


A statement was issued November 8 
by John McHugh, vice president of the 
Mechanics & Metals National Bank, New 
York City, with reference to the meet- 
ing of bankers, manufacturers, exporters 
and importers and producers that has 
been called for the purpose of effecting 
the organization of a $100,000,000 for- 
eign trade financing corporation. Mr. 
McHugh is chairman of the committee 
of the American Bankers Association 
that inaugurated the plan for the pro- 
posed corporation. The organization 


meeting will be held at Chicago on De- 
cember 10 and 11, a call having been 
issued November 5 by John S. Drum, 
President of the American: Bankers As- 
sociation. 
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Provide Long-Time Credits 

The problem of export business is 
now uppermost in the minds of Amer- 
ican bankers and business men. The 
problem may be stated thus: How can 
a nation of superior credit manage ex- 
ports to nations of depleted credit who 
are in almost desperate need of these 
exports? The exchange rates represent 
the difference in credit standing of the 
United States and the nations whose 
money is quoted at a discount in our 
market. This differential of exchange 
is a handicap to American export trade. 
Recently, exchange rates with us have 
been going against South American 
countries and it is reported that our 
export trade with them is likely to fall 
off in consequence. On the other hand, 
the present exchange situation makes 
the importation of foreign goods into 
this country as easy as exportation is 
diffieult. 

So far our exports to Europe have 
been maintained in large volume 
through credits extended by individual 
exporters or banks. In either case the 
burden is likely to fall ultimately on 
the banks. But it must be clear that, 
under the circumstances, exports must 
be financed by long-time eredits which 
it is not the province of banks, but 
rather of investors, to carry. For these 
reasons a foreign trade corporation, 
such as the one now being organized 
under the Edge law, seems to be a step 
in the right direction. The object of 
this corporation will be to make long- 
time credits available in this country 
for European buyers. This it is pro- 
posed to do by selling debentures 
against carefully chosen foreign securi- 
ties. In this way we can do what any 
creditor nation should do, build up and 
maintain trade by properly financing 
it. Any banker will renew notes or 
advance further credit to firms that he 
has reason to believe are fundamentally 
sound. We shall have to proceed on 
the same principle in European export 
financing. We have already been doing 
it in the loans that have recently been 
made to Belgium, Switzerland, Den- 
mark, Norway and Holland and in pro 
cess of negotiation with Brazil.—First 
Wisconsin National Bank, Milwaukee. 
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Italian-American Bank eee 
The Italian American Bank of San LONDON JOINT CITY A MIDLAND 
Francisco, has increased its authorized 
capital from $1,000,000 to $2,000,000 B ANK LIMITED 


and the number of its directors from 
twelve to eighteen, in addition to elect- 


ing two vice presidents CHAIRMAN « 
in ‘ ‘ 

The increase in the bank’s capital was The Right Hon. R. McKENNA 
necessary in order to properly take care JOINT MANAGING DIRECTORS: 
of its increased business. An expansion 8. B. MURRAY, Esq., F. HYDE, Esq., E. W. WOOLLEY, Esq. 
of its foreign department is contem- 
plated also. Of the increased capital, , Subscribed Capital - £38,096,363 
‘$250,000 has already been issued, bring- Paid-up Capital . - 10,840,112 
ing the bank’s paid-up capital, surplus Reserve Fund. . ¢ 10,840,112 
and undivided profits to $1,500,000. 

A. E. Sbarboro, cashier of bank since Deposits (June 30th, 1920) - 367,667,322 
its organization, was elected vice presi- HEAD OFFICE: 5, THREADNEEDLE STREET, LONDON, EC 2 
dent and also to the directorate, as was 


‘ OVER 1,460 OFFICES IN ENGLAND AND WALES 
OVERSEAS BRANCH: 65 & 66, OLD BROAD STREET, LONDON, E.C.2 
Atlantic Offices: ‘“‘Aquitania’’ “‘Imperator’’ “‘ Mauretania ”’ 


Max F. Roesti, until recently assistant 
cashier of the National Shawmut Bank 
of Boston. The latter will devote his 
time principally to the development of AFFILIATED BANKS: 

foreign business in connection with new | | BELFAST BANKING CO.LTD. THE CLYDESDALE BANK LTD. 


affiliations established by the bank in OVER 110 OFFICES IN IRELAND OVER 150 OFFICES IN SCOTLAND 
Europe and South America. 


The affiliations of special interest to 
Pacific Coast exporters are the Banco 
Italiano of Peru and the Banco Frances 
de Chile in Santiago and Valparaiso. 

Dr. G. Pedrazzini, New York agent of 
the Banka Commerciale Italiana, and 
director of the Lincoln Trust Co. of New 
York, and Joseph Di Giorgio, president 
of the Earle Fruit Co. and a director of 
Lincoln Trust Co., were elected directors. 








"es 








World-Wide Fall in Prices 

The wave of price reduction has ex- 
tended to every part of the world. Two- 
thirds of the principal articles now 
being imported into the United States, 
says a statement by The National City 
Bank of New York, were sold in the 
country of production at a less price 
than the same class of articles sold 
thirty, sixty, or ninety days earlier. 

Measurement of the prices at which 
the various articles which we import 
are sold in the country of production is, 
continues the bank’s statement, quite 
feasible under our import laws which 
require the official valuation of the ar- 
ticles entering our ports to be the whole- 
sale value in the country from which 
exported to the United States—the price 
at which the articles were actually sold, 
or the average wholesale market price 
for such articles at the port from which PR ASS ea tt, et eC 
exported to the United States. Thus, : 
if we see that the Governmental reports 


or fhg import price of any given article |} Gopy Without Error is What Every Bank Wants 






**The Swedish Bank 
Commerce’”’ 
cee INDSVALL 254 
“ga Branches in 
<.2¢"embracing IF _ x 
: 
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“> thewholeof {H 
+” Swede 


Svenska Handelsbanken 


Cable Address ‘‘Handelsbank”’ 
STOCKHOLM 
Assets: Kr. 1,500,000,000 Own Funds: Kr. 180,000,000 
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than that of earlier months in the year The PHOTOSTAT Makes facsimile copies That are absolutely 
we may assume that the average price ee Directly upon sensitized permanent 5 . 
. er P — That are legal evidence in 
at which that class of merchandise was paper — oneal 8 
sold in the country of its production _ Ata possible a of one That are waterproof 
was less at the date at which it started ' = ioe naam ti ba That are ereaare a 
to : ” . at are smut proo' 
of _ _— _ a corresponding date - |) At original size, enlarged That do not need to be 
earher months. Pr or reduced checked 
The First State Bank of Caldwell, \ , y Mamtusretiy te Restens Ketsh Cp, Srniety Lr Se 
3 : > y COMMERCIAE CAMERA CO., Rochester, N. Y. 
—. _— Me ae into its new quar- = Ohicago Mew York ity Philadelphia Providence San Francisco Washington 
early in December. 
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Capital Subscribed re 
Capital Paid Up i 
Reserve Fund 

Deposits at 30th June, 1920 


MANCHESTER GEFICE . 
SHEFFIELD BOLTON 






WILLIAMS DEACON’S BANK 


LIMITED 


EstaBLismepd 1836 
MEMBERS OF THE LONDON BANKERS CLEARING HOUSE. 


$5 = 

ms oe $40, 625, 000 

oe 9,375,000 
ve oe 4,500,000 
sl oe “~ 000,000 

20, BIRCHIN LANE, E: 
- MOSLEY STREET 

OLDHAM —_ ROCHD 


And 142 other Offices chiefly in the m 
LANCASHIRE, YORKSHIRE, CHESHIRE, DERBYSHIRE 
and STAFFORDSHIRE. 


The Bank is prepared to act as Agents for American Banks on usual Terms. 


FOREIGN EXCHANGE AND AGENCY DEPARTMENT 
AGENCY OF THE ANGLO-SOUTH AMERICAN BANK, LTD. 
AGENCY OF THE LONDON & BRAZILIAN BANK, LTD. 


AGENTS FOR THE BRITISH OVERSEAS BANK, LTD. 












manufacturing Districts a 


YORK STREET, 
MANCHESTER. 


THE NATIONAL PROVINCIAL AND 
UNION BANK OF ENGLAND, LTD. 


ESTABLISHED IN 1833. 


Head Office: 15, BISHOPSGATE, LONDON, E.C. 2. 


PRINCES ST. OFFICE: 


(UNION) 2, PRINCES ST., E.C. 2. 


LOMBARD ST. OFFICE: (SMITHS) 1, LOMBARD ST., E.C. 3. 


CORNHILL OFFICE: 


(PRESCOTT’S) 50, 


CORNHILL, E.C 


The Bank has branches or Agents throughout the United Kingdom 
and Correspondents in all parts of the world. Undertakes the Agency 


of Country and Foreign Banks. 


Issues Circular Notes and Letters of 


Credit for all parts of the Continent of Europe, America and elsewhere; 
effects purchases and sales in all British and Foreign Stocks and Shares; 
collects dividends on Stocks and Shares; and the half-pay of Officers, 


Pensions, Annuities, &c. 


Trusteeships and Executorships undertaken. 


BRITISH, COLONIAL AND FOREIGN BANKING AND 
EXCHANGE BUSINESS TRANSACTED 


Heyward E. Boyce has been elected 
president of the Drovers and Mechanies 
Bank of Baltimore, Maryland, and will 
assume his new duties on January 1. 
He succeeds Robert D. Hopkins who 
resigned recently in accord with the un- 
derstanding by the directors two years 
ago when he took the position, that he 
was to be relieved within a reasonable 
time. 


Lease for ten years of the entire 
third floor of the National Bank of 
Commerce Building, together with am- 
ple space in the basement of the struc- 
ture for large safe deposit vaults, has 
been obtained by the Seattle branch, 
Federal Reserve Bank of San Fran- 
cisco. Work on the construction of 


massive vaults will be inaugurated at 
once, as the Reserve Bank will be located 


in its new banking quarters on or about 
March 1, 1921. 













It Wasn’t 


She was a stranger to London and 
was traveling from Brixton to the Ele- 
phant and Castle. She had worried the 
passengers on either side of her as to 
whether she was nearing her destina- 
tion. Finally, getting really anxious, 
she reached over and deliberately poked 
the conductor with her umbrella. 

“Tell me, my man,” she said. “Tell 
me, is this the Elephant and Castle?” 

“No ma’am, it isn’t,” sharply replied 
the man. “It’s the conductor.”—London 
Tit-Bits. 


Unless Adjusted 


She—I say, dear, where do all those 
burst tires go to in the end? 

He—I don’t know, but if they go 
where most people consign them, there 
must be a terrible smell of burning rub- 
ber somewhere.—Rubber Leaf. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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A CANADIAN PLANT—WHY? 
The Union Bank of Canada has issued 


‘through its New York agency an in- 


teresting booklet outlining the oppor- 
tunities that Canada offers American 
manufacturers for establishing industrial 
plants in the Dominion. It is entitled, 
“A Canadian Plant—Why ?” 


In the foreword, which is in tum 
quoted from the Manchester Guardian, 
“Various reasons are advanced for the 
founding of these branches. It enables 
firms concerned : 


“(a) To enjoy the benefits of any 
trade arrangements made for 
the units of the British Em- 
pire; 

“(b) to handle the export orders re- 
ceived by the parent company 
in the United States for ship- 
ment to the United Kingdom 
and other parts of the Em- 
pire; 

“(e) to grow as a Canadian in- 
dustry with the expanding 
market and the increasing 
purchasing power of the mar- 
kets reached; and 

“(d) to handle the Canadian mar- 
ket at close range.” 


This is followed by a brief discussion 
of the exchange rates and tariffs and the 
recent tendency of some American 
houses to extend their activities across 
the border. 

Interesting data is given to show the 
rapid progress made in Canada in re 
cent years. Charted figures show a 
surprising increase in savings bank de- 
posits from slightly above $200,000,000 
in 1901 to almost $1,200,000,000 in 1919. 


The booklet, which is copyrighted, is 
a thorough summary of trade conditions 
in Canada and gives information on 
labor conditions, water and coal supplies, 
banking facilities, transportation, in- 
corporation, ete. 





Gives Building Data 

The November issue of “The Bank 
Builder,” A. Moorman and Company’s 
attractive house organ, contains an ex- 
cellent article on “The Bank Building as 
an Investment.” It gives interesting data 
on the growth of banks after moving 
into larger and more up- -to-date quarters. 
The argument is convincing and, sup- 
plemented by photographie illustrations 
of buildings, is an effective sales talk 
for the St. Paul firm. 

Other interesting articles and humo- 
rous writings furnish pleasant reading 
for the banker who is interested in 
building or remodeling his banking 
quarters, “The Bank Builder” is pub- 
lished every month. 


The First National Bank of Scotia, 
California, has awarded contract for the 
construction of a new building. 
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LABOR UNIONS BUY 
STOCK IN BANK 


ABOR is beginning to go into the 

banking business with a view to 
fighting capital on its own ground and 
with its own weapons. The Interna- 
tional Machinists’ Union, third largest 
of the constituent bodies in the Ameri- 
can Federation of Labor, has become the 
largest single stockholder, and claims 
control of two of the banks of Washing- 
ton, D. C. 


The machinists’ union, it is further 
announced, has bought control of sev- 
eral large machine plants in the South 
by way of meeting the recent organiza- 
tion there of an association of iron- 
masters, formed for the purpose of mak- 
ing more effective resistance to labor de- 
mands. 


The machinists’ union raises its money 
by an assessment of a dollar a month on 
each of its 350,000 members. It now 
has piled up a reserve fund of more 
than nine millions, according to state- 
ments made by its officers, and purposes 
expending it in the acquisition of still 
other banks and machine shops, as ne- 
cessity may require. 

If labor can do these things in the 
national capital /and in the South, it 
ean do them elsewhere, and one won- 
ders, whether what has just happened is 
suggestive of the lines which future 
struggles between labor and capital are 
to take in the United States. 

E. C. Davidson, general secretary of 
the machinists, is authority for the state- 
ment that his union has a defense fund 
of $9,200,000, a part of which has been 
expended in purchasing outstanding 
mortgages and notes of machine plants 
which have been regarded as being un- 
fair to organized labor. The fund is 
being steadily replenished, for the dollar 
a month asessment is still in force, and 
is bringing’in cash to the extent of a 
million dollars every three months. 

“We are demonstrating that labor has 
a weapon a thousand times more effective 
than the strike,’ says Mr. Davidson. 
“We have used the weapon of financial 
power, and shall use it again. It is 
for the employers to say whether organ- 
ized labor must finally take over control 
of American industry in order to main- 
tain its existence and secure a fair re- 
turn for the workers. We have already 
demonstrated that it is possible for a 
labor organization to go into business 
and run it efficiently and to use its own 
business efficiency, instead of the strike 
weapon, to enforce respect for its prin- 
ciples. 

“The organization in the South of a 
so-called Association of Ironmasters, 
with the avowed purpose of driving the 
machinists’ union out of all its plants, 
led to our going into the capitalistic 
business. To fight this anti-union or- 
ganization, we levied the assessment of 


AUTHORISED CAPITAL - 
PAID-UP CAPITAL - - “ 
RESERVE - - - i 


Head Office: 
Chief General Managers: 


ANTWERP: 41, Place de Meir 


BARCELONA: Poses 2 Gracia 8 & 10 


PARIS: 22, Place Vendome 
LYONS: 37, Rue de la Repubae, 


=u] 


* ESTABLISHED 1864 


RID: Avenida del Conde de Penalver 21 and 23. 
VALENCIA (Alfredo Calder6én 13 & Pascual y Genis 6) 


AFFILIATED IN FRANCE 
London County Westminster and Parr’s Foreign Bank Limited 


BORDEAUX: 22 & 24, Cours de I’Intendance 
MARSEILLES: 29 Rue Cannebiere 
ANTES: 6, Rue Lafayette. 


AFFILIATED IN IRELAND: 


All cheques on the Ulster Bank will be collected 
for Customers of this Bank, free of Commission 


London County Westminster 
and Parr’s Bank Limited 


ESTABLISHED IN 1836 


Chairmart: WALTER LEAF, Esa. 
Deputy-Chairmen: SIR MONTAGU TURNER, R. HUGH TENNANT, Esq. 


~ - ~ 42,518, 590 
43,750,000 


(30th June, 1920) 
Current, Deposit and other Accounts - - - o 


$1,613,231,500 


41, LOTHBURY, E.C. 2. 
F. J. BARTHORPE, JOHN RAE 
Foreign Branch Office: 82, CORNHILL, E.C.3 


BELGIAN BRANCHES 
BRUSSELS: 114 and 116, Rue Royale 


SPANISH BRANCHES 


BILBAO: Gran Via 9 


Ulster Bank Limited 


The Bank is represented by Branches or Agents in all the Principal Cities and 
Towns of the United Kingdom and has Correspondents throughoug the World 


EXECUTOR AND TRUSTEE DUTIES UNDERTAKEN 
Fil I 


CABLES “KREDITBOLAGET”’ - 


Skandinaviska 
Kreditaktiebolaget 


GOTHENBURG 


STOCKHOLM 


MALMO 
BRANCHES IN ALL PARTS OF SWEDEN 


Paid-Up Capital & Reserves Kr. 182,000,000 


BANKING Business of Every Description Transacted. The 
Bank affords every facility for transactions between Scandi- 


navia and the United States. 


a dollar a month on our 350,000 mem- 
bers, and we have been successful in 
forcing the ironmasters in every south- 
ern city, except Norfolk, Virginia, to 
sign agreements. 

“In Norfolk we first used our union 
fund in a business way. We bought 
up mortgages and notes outstanding 
against one of the 
plants; we worked under cover until we 


largest machine - 


got control of this plant, and then we 
made it a union plant. We have pur- 
chased two other Norfolk plants, and 
are conducting them in successful com- 
petition with the non-union shops of 
that city. We have served notice on the 
employers in the non-union shops that 
we will reduce wages to fifty cents a 
day in our plants, if need be, to bring 
the non-union employers to terms. 
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MAKE THE FOREIGNER A 
PROFITABLE CUSTOMER 


(Continued from page 16) 


“pay day,” placards are posted in the 
plants urging the workers to start a 
savings account and announcing that a 
bank employee will be at the pay- 
master’s window on the following day 
to accept deposits and open new ac- 
counts. This procedure enables the 
bank to “keep everlastingly at it” and 
hammer, hammer, hammer the idea of 
savings. 

There is no one appeal that predomi- 
nates, unless it may be considered the 
“personal service” feature which, in the 
words of the cashier, “we preach it, 
eat it, sleep it.” The ideas of marriage, 
owning a home, educating the children, 
preparing for a “rainy day” and for 
old age,—these are a few of the appeals 
more commonly employed. 

The circulars distributed among fac- 
tary workers carry with them designs 
appropriate to the different depart- 
ments. Thus they are made more at- 
tractive and greater interest is aroused. 
For example, a recent circular was dis- 
tributed among the shop workers in a 
can factory. It was printed on a sheet 
34% by 8% inches. Heading the ad- 
vertisement was a drawing which rep- 
resented a section of the shops with 
several men at work. Machinery of a 
type familiar to them was prominently 


displayed. Belaws this was the follow- 
ing: 






































































































































































































































‘Canned Energy 


“A man’s vigor and skill dwindle 
as he grows older but his needs 
keep right on. So he must seal 
up some of today’s energy to meet 
the wants of the future when his 
earning power is gone. 


“Money saved is canned energy. 
Every dollar a man can salt down 
in bank: today is labor stored 
against the day when he no longer 
will be able to work. , 


“Bottle up some of your present 
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strength for use when you will need 

it more. To do this just put a part 

of all you earn into our strong and 
friendly bank.” 

Again, this institution recently dis- 
tributed a large number of small white 
cards which carried the following mes- 
sage in plain, every-day language: 


YES, YOU CAN SAVE! 


“If your wages were reduced five 
dollars a month, you’d still saxe, 
wouldn’t you? Maybe you’d never 
miss the five; or you might be 
obliged to give up a few little ex- 
tras. Nevertheless, you would live. 

“The point is this—YOU CAN 
SAVE! 

“Don’t spend all you earn. Cut 
your own wages five or ten dollars 
a month and save it.” 


In addition to the other regular 
methods of advertising, the bank uses 
a house organ service which was de- 
seribed in a recent issue of the BANKERS 
MonrTuHLY. 


The industrial plan of one large man- 
ufacturing concern in this district re- 
lieves this institution of its missionary 
work among their employees. The 
officials of this company pay their men 
well and consider it essential that they 
save a portion of their wages. Investi- 
gators are employed who mix con- 
stantly among the workers and check 
up on their savings ability. For ex- 
ample, the investigator may be stand- 
ing near the paymaster’s window when 
Mike draws his money. 

He may ask, “Well, Mike, how much 
do you draw these days?” 

“Sixty dollars.” 

“Sixty dollars, eh? That’s pretty 


good. You ought to be putting twenty- 


five away in the bank this week.” 
“No, won’t be able to do that today. 
Wife was sick last month and I’ve got 
to pay the doctor thirty dollars. He 
sent his bill last week.” 
“That’s too bad. And he charged 
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you thirty dollars. 
bill with you?” 

“No, left it at home this morning.” 

“Say, I’d like to see that bill. Bring 
it to work with you to-morrow and let 
me look it over.” 

In this way, the employees are not 
only encouraged to save, but they are 
reminded constantly that the manage- 
ment expects them to lay aside a por- 
tion of their pay and build a bank ac- 
count. 


Have you got the 


The commercial account of this com- 
pany is placed with the bank’s affiliated 
institution, the plant and the bank are 
conveniently located and are _ good 
friends,—and the result is that this 
bank receives the benefit of the new 
savings accounts thus developed. 

Combined with this activity of officers 
and employees outside the bank are 
several factors inside the bank that sup- 
plement its efforts among the workers. 
Personal service is preached continu- 
ally among the officers and employees. 
They have many specific instances to 
relate as “proof of the pudding.” One 
recalls the man who came to withdraw 
his account to combine with another 
carried in’a downtown institution. The 
teller discussed this contemplated change 
with him for a few minutes, with the 
final result that his downtown account 


QD: was the one removed and this bank 


favored with both. 


Another instance, citing a Mexican. 
He was noticed across the street walk- 
ing back and forth for some time ex- 
amining the building closely. After a 
while he mustered courage and crossed 
to the bank’s side of the street. His 
walking continued, also his close study 
of the exterior of the building and of 
those entering and leaving through the 
front door, and timid glances through 
the windows to see what was actually 
going on inside. Finally, one of the 
tellers coaxed him into the corridor and 
for some time they endeavored to over- 
come the handicap of language and 
understand each other. At last a weight 
was lifted from the foreigner’s mind 
when it was learned that he wanted to 
send money into Mexico but did not 
know “how to do it.” After a fashion 
the procedure was explained and he 
gained enough confidence in the bank to 
entrust the money transfer to the em- 
ployee. Through ,this service, a new 
account was gained and the Mexican has 
become a steady depositor. 


Christmas Savings Clubs and other 
such plans are omitted entirely from 
the bank’s curriculum. One of the offi- 
cers refers to these as “spending 
clubs,” because he feels they encourage 
spending rather than saving. A man 
or woman with one or two hundred dol- 
lars turned over just before the Christ- 
mas holidays will invariably spend it,— 
for gifts, pleasure or otherwise. De- 
positors of this type are usually in- 
fluenced to open regular savings ac- 
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eounts. In this way, the officers believe, 


they will leave the money in the bank CARN IVAL & ICE Europe's Warmest and 


and continue saving, rather than with- 


Most AttractiveWinter 
draw it for such purposes. M 0 NTE CAR LO and Spring Resorts — 


Modifications of the methods for 


soliciting foreigner’s accounts, which MONACO twixt the Glorious Alps 


have been outlined in this article, are and the Blue Sea. Ho- 
used by other institutions. One of MENTONE tels of the highest order. 


these,—in a district populated chiefly CASINOS,* EXCURSIONS, POLO, TENNIS, GOLF, at 


by Jews, Greeks, Irish and Italians— Nice and on the Wonderful Links of Mont Agel above 
works personally among them through 


. po cy ale a : ° famous for its classic Concerts, Grand Opera, Theatres, the Sport- 
its officers only, who in turn are aide d MONTE CARL ing Club, Beaux Arts and complete Hydropathic Establishment 
in some eases by prominent foreigners 


in the district, By eainine the friend. | f RIVIERA TRAINS de LUXE from HAVRE, CALAIS, PARIS, BORDEAUX AND MARSEILLES 


ship of several influential men among 
each nationality, new accounts can often 
be obtained merely by an expression, on 
their part, of confidence in the bank. 


Still another institution leans toward 
the policy of going into the factories, Hotel METROPOLE RIVIERA 
but does so only to the extent of fur- 


ee Mt lot Ca Fee 


nishing advertising matter to the man- 
agement of the plants for distribution 
by them among their workers. No per- 
sonal soliciting is done except in the 
ease of large accounts, which cannot 
properly be termed savings. This in- 
stitution, believing that a concerted 
effort must be made by bankers to 
bring about a more rapid assimilation 
of our foreign immigrants in the first 
generation, is now preparing a small 
book which will give foreigners in its 
district valuable information on how to 
become citizens of this country, on the 
English language, and on important 
historical instances in our history which 
they should know. It will be published 
in Polish .and possibly in other lan- 
guages. Either the Declaration of In- 
dependence or the Constitution will be 
printed in Polish. This booklet, when 
completed, will be more elaborate than ° 

the one shown in Figure I. The Sinews of Travel 

“The foreign born American is in- 


clined to think of a bank as something Money gives strength for the journey and 
with a heart of brass and protected by 


\ P comfort by the way. If you use and recom- 
iron bars and policemen,” says one enendl t 
banker. The direct methods of per- © your customers 


sonal solicitation in the home and visits 6 a oy 

to his place of employment, with their A: ‘B- Bankers { h 

modifications and the supplementary Association eques 

advertising, are rapidly overcoming 

these obstacles and are serving as valu- ar oo as to the safety-of ps 

able factors in breaking down the money, an eirs. 

barrier and bringing the foreigner into Upon arrival abroad — because of arran ents 

Hs hank. made by the Bankers Trust Company’s Foreign 
Service—you may exchange the “A-°B-A” Cheques 
you take with you for other “A-B:A” Cheques 
payable in pounds —- francs, lire, etc., at the 


7-7 aa Sse) on rate current cn the day o exchange. 
COIN Nae tac) 


nar Adie tah One wrapper tor all « 
Me w nprove ) Vitae) 


OLD‘STYLE The new desig — **See the World on ‘A°B:A’ Cheques”’ 


Issued in denominations of $10, $20, $50 and $100 
in convenient wallets. Full particulars from 


BANKERS TRUST COMPANY 


NEW YORK CITY 
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WISCONSIN 
AIDING FARMERS 


EXCHANGE IS 


Co-operation between bankers and 
farmers in the acquirement and distri- 
bution of high-class animal and plant 
stock is helping to promote a prosperous 
condition in Wisconsin. The Banker- 
Farmer Exchange conducted under the 
auspices of the Wisconsin Bankers’ As- 
sociation listed 2,131 head of cattle, val- 
ued at $281,000, during its first year of 
operation, and obtained inquiries for 
1,698 head. The exchange has its head- 
quarters at Madison, the State capital. 
A commission of 5 per cent, paid by the 
seller, is charged on all sales made 
through listings to cover expenses, but 
no charge is made on sales outside the 
listings. 

When a farmer lists live stock for 
sale he signs a statement on the listing 
blank that the animals are healthy and 
sound, except when otherwise stated, 
and that the cattle have been or will be 
tested for tuberculosis. Male animals to 
be used for breeding purposes must be 
pure-bred. With every transaction, two 
banks and the exchange are concerned, 
and if there is any dissatisfaction, both 
banks know it. A breeder can not 
afford to risk his standing with his bank 
by misrepresenting his product. Should 
he attempt it, he loses the privilege of 
the service. The farmers are fast be- 
coming acquainted with the exchange and 
are forming the habit of reporting their 
wants to the local banks. 


As has been its custom for a number 
of years, the National Bank of Mattoon, 
Tilinois, will again have its annual corn 
show. The purpose of the show is to 
encourage the farmers in the selection 
of good seed corn. The bank this year 
is offering $5.00 for the best yellow ear 
and $5.00 for the best white ear, both 
to be of this year’s growth. Each mem- 
ber of the family can make one entry in 
each class. A professional seed corn 
judge from the University of Illinois 
will score and judge the corn at the 
close of the show. Contest closes De- 
cember 10. 


The Citizens Bank of Kenosha, Wis- 
consin, has placed contracts for re- 
modeling, to cost $25,000. 
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TRUCKS PROFITABLE 


ON CORN-BELT FARMS 


But the greatest disadvantage is shown by 





investigation to be “poor roads.”— Many farmers 
now the owners of tractors as well as trucks 


UMMARIZING the experience of 

831 corn-belt farmers who own motor 
trucks, the United States Department 
of Agriculture found that, in the opinion 
of nine-tenths of these men, the greatest 
advantage in owning a motor truck is 
“saving time,” in the opinion of three- 
fourths of them the greatest disadvant- 
age is “poor roads,” and 91 per cent 
believe that their trucks will turn out to 
be a profitable investment. 

On the average these trucks travel 
2,777 miles per year, and the cost of 
operation is between 1614 cents and 17 
cents per mile, making the total annual 
cost from $460 to $470. Each truck dis- 
places an average of 1.2 head of work 
stock. With the cost of keeping a horse 
a year in the corn belt about $200, the 
reduction in expense for this item is in 
the neighborhood of $240 per farm. For 
all farms the average amount of hired 
help saved by the trucks is $163. On 
most farms these are the only two items 
of direct reduction in expense which can 
be credited to the truck, and on the aver- 
age they amount to $60 or $70 less than 
the total cost of operating it. 

To offset this added cost, custom haul- 
ing done with the trucks amounts to 
about $50 per year for all farms, leaving 
only something like $10 or $20 annual 
net expense which must be more than 
balanced by the saving of time of the 
owner and members of the family, the 
ability to get crops and live stock to 
market in better. condition or at better 
time, and other benefits which are not 
directly measurable in dollars and cents, 
if the average truck is to be a profitable 
investment. 

It must be remembered that most of 
these farms where trucks are owned are 
larger than the average, and are located 
at a considerable distance from market. 

The investigation was made during the 
past winter and spring. Farmer truck 
owners of Indiana, Illinois, Missouri, 
Towa, southern Wisconsin, southern Min- 
nesota, southeastern South Dakota, east- 
ern Nebraska, and eastern Kansas, who 
raise corn as one of their principal crops, 
and who practice the general grain and 
live-stock farming characteristic of the 
corn belt reported to the department the 
use they make of their trucks, the cost 
of operating them, the advantages and 





disadvantages of trucks for farm use, 
and other related information. 

A study of the reports of 831 of these 
farmers has just been completed by the 
Division of Rural Engineering of the 
Bureau of Public Roads and the Office 
of Farm Management and Farm Eeo- 
nomics. 

Some of the important facts revealed 
by the investigation are: 

The average size of the farm is 346 
acres and their average distance from 
market is 8 miles. 

Only 14 per cent of them are less than 
5 miles from market, and 20 per cent 
are 15 miles or more from market. 

A little over one-fourth of these men 
have changed their markets, for at least 
a part of their produce, since purchasing 
trucks. For those who have changed 
market, the average distance to the old 
market was 7 miles, and to the new mar- 
ket is 18 miles. 

The rated capacity of these trucks 
varies from one-half to 2 tons. Seventy 
per cent of them are rated at 1 ton, and 
only 9 per cent of them at less than 1 
ton. 

Experience with trucks has caused 57 
per cent ofthese men to decide that the 
1-ton size is best for their conditions, 25 
per cent that the 114-ton size is best, and 
12 per cent that the 2-ton size is best. 
Practically one man in four has decided 
that a truck larger than the one he now 
owns would be better suited to his con- 
ditions. 

Ninety-one per cent believe that their 
trucks will prove to be a profitable in- 
vestment. 

In the opinions of these men the prin- 
cipal advantage of a motor truck is in 
saving time, and the principal disadvan- 
tage is.“poor roads.” 

As compared with horses and wagons, 
the trucks save about two-thirds of the 
time required for hauling to and from 
these farms. 

On the average there are over eight 
weeks during the year when the roads 
are in such condition on account of 
mud, snow, etc., that these trucks can not 
be used. The roads on which nearly 95 
per cent of them usually travel are all 
or part dirt. 

The condition of the roads prevented 
the use of the trucks with pneumatic 
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The Producing 40% 
and the Banker 


Government statistics show that 607 of the coun- 
try’s population live in large cities and incorporated 
towns. Less than 40% are producers of food for 
the entire nation —and for a large part of Europe. 


Such a condition never be- 
fore existed in our history. 
Yet the rural population is 
steadily decreasing. 

The inevitable question is, 
can the American farmer 
supply the demand? The an- 
swer is Yes—if he turns to 
power farming. 


The farmer must buy trac- 
tors and power farming im- 
plements. He must install 
labor-saving machinery. 


Todo this the farmer needs 
financial assistance from the 
banker. He needs also wise 
counsel in the proper selec- 


tion of farm machinery. He 
naturally expects his banker 
to be familiar with power 
machinery and to be able to 
guide his selections. 


We, therefore, invite bank- 
ers to become acquainted 
withtheJ.I.Case Plow W orks 
Company and its products. 
We wish them to judge the 
record of our service to gen- 
erations of American farmers. 
We know that they will 
endorse the wisdom of the 
farmer who selects a Wallis 
Tractor or any ofthe genuine 
J. I. Case farm implements. 


J. I. Case Plow Works Company 
Dept. A829, Racine, Wisconsin 


NOTICE: a = ant the genre to know that the 


LLIS TRA 
I. Cz isE- PLOW WORKS 


is ma de te iho 


COMPANY of Racine, Wisconsin, and is 
NOT the product of any other company with 
“J. I. CASE” as part of its corporate name 
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tires a little less than seven weeks dur- 
ing the year covered by the reports, and 
of those with solid tires a little over 
nine weeks. 

Twenty-four per cent of the trucks are 
equipped with pneumatic tires, 77 per 
cent with solid tires, and 49 per cent 
with pneumatics in front and solids in 
rear. However, experience has convinced 
58 per cent that pneumatics are best for 
their conditions, 35 per cent that solids 
are best, and 7 per cent that pneumatics 
in front and solids in rear are best. 

These men have return loads for their 
trucks about one-third of the time. 

A majority of these men still use their 
horses for some hauling on the road. 

On more than half of the farms all the 
hauling in the fields and around the 
buildings is still done with horses and 
wagons. 

About 40 per cent of these men did 
some custom hauling with their trucks 
during the year covered by the reports. 
The average amount received by those 
who did such work was $132. 

Their owners estimate that on the 
average these trucks travel 2,777 miles 
and are used on 112 days per year. 

The average estimated life of these 
trucks is 64% years, and on this basis de- 
preciation is usually the largest single 
item of expense in connection with their 
operation. 

The average cost of operation, includ- 
ing depreciation, interest on investment, 
repairs, registration, and license fees, 
fuel, oil, and tires, is 15.2 cents per mile 
for the 1%4- and 34-ton trucks, 15.2 for 
the 1-ton, 21.3 cents for the 114-and 14%4- 
ton, and 25.8 cents for the 2-ton. 

The average cost of hauling crops, in- 
cluding the value of the driver’s time, is 
50 cents per hour, is 24 cents per ton- 
mile with the 1%4- and 34-ton trucks, 
24.1 cents with the 1-ton, 23.3 cents with 
the 114- and 114-ton, and 21.5 cents with 
the 2-ton trucks. 

Nearly 85 per cent of these trucks had 
not been out of commission when needed 
for a single day during the year covered 
by the reports, and 80 per cent of the 
owners stated that they had not lost any 
appreciable time on account of motor and 
tire trouble, breakage, etc., when using 
their trucks. About one truck in fifteen 
was out of commission more than five 
days, however, and one owner in forty 
reported a loss of more than 5 per cent 
of the time when using his truck. 

Fifty-six per cent of these men have 
not reduced the number of their work 
stock since purchasing trucks. Twenty- 
four per cent have disposed of one or 
two head, and 20 per cent of more than 
two head. The average reduction for 
all farms is 1.2 head. 

Half of these men own tractors as well 
as motor trucks. Most of the tractors 
are owned on the larger farms, however. 
Only 33 per cent of the men whose farms 
contain 160 crop acres or less own trac- 
tors, while 65 per cent of those with over 





BANKERS MONTHLY for DECEMBER, 1929 


320 crop acres own them. The number 
of work stock kept on the farms where 
both trucks and tractors are owned is 
only slightly less than the number kept 
on the farms of corresponding size where 
only trucks are owned. : 

Seventy-eight per cent of these farm- 
ers say that their trucks reduce the 
expense for hired help. On those farms 
where there is a reduction the operators 
estimate that it amounts to $209 per 
year on the average. 


Urges Farmers to Hold Corn 

The Farmers National Bank of Pella, 
Towa, has advised farmers of that state 
to hold their corn until prices advance 
at least to the estimated cost of produc- 
tion. Quoting from a half -page adver- 
tisement in a recent issue of the Pella 
Chronicle: 

“The Iowa Farm Bureau Federa- 
tion estimates the Iowa corn crop at 
415,000,000 bushels. The price now 
is from 50 cents to 60 cents per 
bushel, about one-half what the Bu- 
reau considers a fair price to the 
producer. This means a loss in 
Marion County alone of about 
$2,000,000. 

“Towa has 205,000 farmers; 181,- 
000 of these farmers belong to the 
Farm Bureau, the Farm Grange or 
some other farm organization. The 
Farm Bureau has recommended a 
farmers’ strike by every farm organ- 
ization in Iowa for a corn price at 
least equal to the cost of production 
which is $0.98 according to Govern- 
ment report. This bank recom- 
mends that every Marion County 
farmer hold his corn until the price 
is equal to the cost of production, 
and we hereby pledge ourselves to 
co-operate with and assist in every 
way possible the farmers of this 
community in holding their corn 
for a fair price.” 


The Live Stock Situation 

The lowering of prices of live stock, 
and especially for cattle coupled with 
complaints that difficulty is experienced 
by growers in getting loans renewed by 
the banks of the country, and that those 
who have an abundance of feed are un- 
able to get new loans for the purchase 
of cattle to eat it are matters of great 
importance to the great Souhwestern 
cattle area. While there may be some 
forced liquidation of loans by mortgage 
holders, resulting from the shipment of 
immature stock cattle that should be 
kept on the farms and the sale of which 
at present prices spells disasters to 
growers, this condition does not appear 
to be general, at least not in Oklahoma. 
On the contrary, investigation shows that 
the majority of banks, cattle loan com- 
panies and other holders of live stock 
paper, are disposed to “carry over” their 
customers in order that stock cattle may 
be held on the farms. As to furnishing 
money or credit for new purchases it is 
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noted that monetary conditions have not 
warranted the extension of credit this 
year as freely as heretofore for the 
purchase of cattle with which to stock 
farms and ranges previously depleted, 
Present prices of cattle are low and 
bring unsatisfactory returns to the pro- 
ducer. This is also true of hogs and 
sheep. The extent of shrinkage is not 
generally known however, but the same 
must be considered as an influence on 
future prices—Exchange Trust Co., 
Tulsa, Okla. 


TRACTORS DISPLACING 
THE HORSE ON FARMS 


With the introduction of practical 
types of mechanical power on farms, the 
farmer must face the question of whether 
he should substitute the tractor for some 
of his horses. If he decides to introduce 
the tractor, he must determine what com- 
bination of horse and mechanical power 
will be the most profitable on his par- 
ticular farm. To answer these questions 
accurately requires reliable information 
as to all the facts involved. 

The choice of sources of farm power 
depends upon their relative profitable- 
ness. To determine which is the more 
profitable it is necessary to consider 
many factors, among which are the 
power requirements of the farm, the size 
of the power units required, the quality 
of work to be accomplished, the displace- 
ment of one form of power by the appli- 
cation of another, the total possible utili- 
zation of each form of power, the com- 
parative cost of operations with the 
different forms of power, the relation 
between the kind of power and the effee- 
tiveness of farm labor, and the effect 
upon the profits of the farm as a whole. 
The United States Department of Agri- 
culture has made a study of power units 
on a number of representative farms 
with a view to showing how the various 
farm operations create demands for 
different-sized power units, and to what 
extent power requirements are influenced 
by the type of farming. The results of 
this study, summarized in a publication 
entitled “The Horse Power Problem on 
the Farm,” will be found of value to the 
farmer who is contemplating a change in 
the form of power used on his farm. 


Johnson N. Camden of Versailles, 
Kentucky, former United States Senator 
from that state, has been elected a di- 
rector of the Citizens-Union National 
Bank and of the Fidelity & Columbia 
Trust Company of Louisville. 


Marshall Field III has been made a 
director of the Merchants Loan and 
Trust Company of Chicago. This honor 
followed closely after he became a di- 
rector of the Guaranty Trust Company 
of New York. 
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MONEY TO FINANCE TRACTORS 


Hart-Parr Company is depositing money in the local 
banks where they have dealers, the money to be used 
in financing tractor sales in that community. 


By making such deposits each community is made more 
prosperous, as the Hart-Parr tractor is a money producer 
and deposits stay in the community until the tractor earns 
all or at least a part of the money to pay for itself. 


Bankers proclaim the Hart-Parr deposit plan the greatest 
tractor plan ever offered. 


If we have a dealer in your town, see him and get full 
particulars of this plan. If we have no dealer in your 
town, perhaps you can recommend one, and in turn we 
will give you full particulars of our deposit plan. 


Hart-Parr are “Founders of the Tractor Industry.” Our three-plow 
tractor has a record unequalled. Twenty years experience in build- 
ing and marketing farm tractors is back of each tractor we build. 
For 1921 we have added a new two-plow tractor giving Hart-Parr 
dealers a contract that will dominate the tractor business in his 


community. Parrs tht plowed. the 
virgin prairies ° 
HART -PARR COMPANY te fea 
Founders of the Tractor Industry sraad 
472 Lawler Street : Charles City, Iowa 


BVILT BY THE FOUNDERS OF TRACTOR INDUSTRY 
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FROM NEWSBOY TO 
PRESIDENT OF A GREAT 
TRUST COMPANY 


(Continued from page 19) 
that bring people with money to a city. 
Such a man as Festus J. Wade would be 
a big asset to a trust company, so they 
figured; and one company offered him 
the job of vice president, which he re- 
jected. 

The position of vice president of a 
trust company was all well enough, but 
the newsboy had become a man with high 
ideals and aspirations. The goal that 
he not only hoped but expected to reach 
was the presidency of a big financial 
institution, where all the employees 
would become members of “his family.” 
Already he had listed the men he had 
chosen as directors and stockholders. 

Finally, he got them together and the 
day he was forty years of age, No- 
vember 16, 1899, the doors of The Mer- 
eantile Trust Company were thrown 
open and Festus J. Wade became the 
president of a banking institution. 

Twenty years later,—the day the pres- 
ident was sixty,—deposits of The Mer- 
eantile Trust Company were $50,349,- 
608; its total resources $63,541,663. On 
this day I was in the bank and the man- 
ager of the savings department called 
my attention to a stack of neatly tied 
packages. 

“All new depositors—and the day not 
half gone,” was the proud remark of 
this faithful member of Festus J. Wade’s 
‘family, who, for nineteen years, has 
watched the bank grow while serving as 
an employee. “It proves how wonder- 
fully this bank is growing.” 

The Mercantile Trust Company of St. 
Louis has had a remarkable growth in 
the twenty years of its existence, since 
it opened its doors and bade the public 
“Welcome.” It soon outgrew its first 
home, which was the southeast corner of 
Eighth and Locust Street, and moved 
across the street. This building, alas, 
became too small for the rapid growth 
of the Mercantile Trust Company, being 
twice enlarged. And the fall of 1919 
a large office building was demolished 
to give the trust company more space, 
which will cover one-half a city block 
when completed. 

A big feature of the twentieth anni- 
versary week was the opening of the 
coupon room of the new safe deposit 
department, which covers the entire base- 
ment and gives the Mercantile Trust 
Company of St. Louis one-third more 
space for its safe deposit vault than any 
banking institution in the United States, 
having over 12,000 safe deposit box 
renters. 

Festus J. Wade is proud that the bank 
of which he is president is a financial 
institution of St. Louis. He expects it 
to grow and prosper with the prosperity 
of the city of his adoption. 

“This has been our dominant thought,” 


he remarked, “and we have worked for 
the success of our city as well as for our 
institution. Our first mortgage-serial 
note plan has brought sueeess not only 
to our institution, but it has been of 
material assistance in the upbuilding of 
St. Louis, because it has been the means 
of bringing millions of dollars of outside 
capital to our city, through the sale 
of these notes to investors in every state 
in the Union. 

Festus Wade is recognized as a “live 
wire” among business men of St. Louis, 
a builder of a city and a far-sighted 
man; for he looks the future squarely in 
the face, then sets about to accomplish 
the things that have occupied his time 
in planning. 

The question of housing the people 
has been a grave one all over the country. 
Mr. Wade talked things over with the 
“members of his family” and offered to 
back any of his employees who desired 
to build a home in order to eut the high 
cost of rent. 

But this is not the first time he has 
offered to make life happier and better 
for his “family.” More than ten years 
ago he established an insurance feature 
in the Mercantile Trust Company, 
whereby the employees are insured at 
the expense of the company, which elim- 
inated the pension fund. By this plan 
an employee of the bank is insured for 
twice the amount of his annual salary in 
a responsible insurance company, and 
the entire expense is borne by the trust 
company. But if an employee leaves the 
service of the company, he has the option 
of keeping up the policy, or dropping it. 

Mr. Wade made it possible for the 
employees to own stock in one of the 
largest banks in the United States. 

“TI receive $30 per month for which 
I do not work,” remarked an employee 
of the Mercantile Trust Company. 
“When I bought my stock I was, of 
course, compelled to make many personal 
sacrifices to pay for it; but today my 
dividends net me $30 per month. 


And 1,590 shares of the Mercantile 
Trust Company is owned by the em- 
ployees of the company. . They are 
proud to acknowledge that they are 
stockholders of a big bank; and they 
take an interest in everything that con- 
cerns “their bank.” For instance, an 
office boy was observed turning out 
electric lights left lighted by a thought- 
less person. When asked why he did so, 
he drew himself erect and proudly re- 
marked: “Because I am a stockholder 
in this bank and I mean to cut down ex- 
penses.” 


This attitude of an office boy toward 
the company that employs him proves 
that when an employee is made to feel 
that he or she owns an interest in the 
concern, that employee is going to look 
out for his interest by eliminating waste 
whenever possible. And Mr. Wade’s 
biggest dream is that the day will come 
when the bank he established twenty 
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years ago will be owned entirely by its 
employees. 

“About 40 per cent of our force js 
buying stock,’ remarked Mr. Wade. 
“By our plan we purchase stock for an 
employee who desires to invest his money 
in stock,—the company’s stock,—on the 
market, at the market price and carry 
it for them at the current rate of in- 
terest, which means they pay us $4 per 
month per share. But as they draw diy- 
idends on the stock from the time of 
the purchase, the dividends more than 
pays the interest. 

Yet this is not all the Mercantile Trust 
Company does for “its family.” For the 
past two years the entire force of 350 
men and women have been paid 15 
months’ salary each year. Three times 
a year they are given a bonus of the 
amount of one month’s salary. 

“This plan has three valuable fea- 
tures,” Mr. Wade stated. “First: It 
creates a habit to save among our em 
ployees. Second: It inspires an interest 
in the proper management of the busi- 
ness. Third: It encourages them in the 
care and development of an institution. 

During the war Mr. Wade was director 
for the State of Missouri for the sale of 
War Saving and Thrift Stamps, and a 
member of the advisory committee of 
the Financial Section of the United 
States Railway Administration, which 
required his presence in Washington, 
where he spent practically all of his 
time. 

But the vital question now, during the 
reconstruction period, Mr. Wade believes 
to be the satisfactory adjustment of re- 
lations between employer and employee. 

“This important question cannot be 
studied too long or carefully,” remarked 
Mr. Wade. “With a growing sense of 
independence and self-reliance, employ- 
ees refuse to accept welfare work that 
savors of charity, or that their labor, 
which has growing promises, should be 
measured according to market value, yet 
put no real money in their pay envel- 
opes. 

“Tt is a square deal they ask for: liv- 
ing wages,—not the hand to mouth wage, 
—is the desire of every industrial 
worker. There can be no substitute for 
this fundamental desire if employers are 
to have contented employees, and a work- 
ing foree that calls for efficiency. The 
scrub woman and the president of a 
bank are simply employees of a financial 
institution. Both are servants of the 
company and the public, even though 
one holds a different position from the 
other. 

“But there is no set rule that will 
meet all conditions, that will be practical 
in all lines of business and industry. I 
believe that the best plan, to which I 
have given considerable thought, in re- 
adjusting conditions is for the employer 
to make up his mind that he is a collab- 
orator with the workers for the success 


(Continued on page 72) 
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Back of the Bank is the Farm 


IN the prosperity of the farm rests 
the prosperity of the city and the nation. 
Agriculture and finance are interdependent and 
mutually supporting. The bank cannot exist 
without the farm and similarly the farm cannot . 
hope long to prosper without the bank. 


Today, scarcity of dependable farm labor 
necessitates practical units of power farming 
machinery to insure profitable farming. The 
prosperity of the entire country—the solution of 
the existing credit problem — the problem of 
price and wage deflations—are involved in the 
problem of stabilizing profitable farming. 


Our trade names, “‘Case’’ and ‘‘Grand Detour”’ 
merit the approval of bankers in credit arrange- 
ments. Our service is recognized everywhere, 
as gilt-edged collateral. 


J. I. Case Threshing, Machine Company 


Li 


ma | 


3 | Ree Baa, 
NOTICE: We want rte % , ih an 
the public to know Fy: os 
that our plows and 
harrows are NOT 
the Case plows and 
harrows made by 
the J. I. Case Plow 
. Works Co. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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‘A SAVINGS PLAN FOR 


SCHOOL CHILDREN 


Small bank in Ohio inaugurates method that 


wins 


hearty co-operation of children and 


teachers and eliminates bothersome clerical work 


By ELTON 


PRACTICAL plan for handling the 

deposits of school children was re- 
cently put into operation by the Ross- 
ford Savings Bank in Rossford, Ohio, 
and was inaugurated with full co-opera- 
tion of the local school board. 


The town has one school which includes 
both grammar and high school grades. 
Within the school, the bank functions 
as the “Rossford. School Savings Bank.” 
Monday of each week is the day desig- 
nated for banking and a ten minute 
period is appropriated for the purpose. 
Each child depositor is given a pass book 
similar to those used in commercial 
banking. 

Deposits are received in the various 
classrooms. In grades below the fifth 
the teacher serves as banker, while, 
among the higher grades, this coveted 
position is filled by students. 

The names of all pupils are arranged 
alphabetically on a sheet which is fur- 
nished the “banker.” On the left margin 
and adjoining the name space is a small 
space for consecutive numbers to co- 
incide with pass book numbers. To the 
right of these are fourteen money 
columns, twelve or thirteen of which 
represent as many banking days. Dates 
appear at the head of each column. 

When deposits are made they are en- 
tered both in the pass book and in the 
proper space on the record sheet. At 
the end of each banking period the 
column for the day is totaled—this rep- 
resenting the total deposits for the day 
in that class. The cash is sealed in a 
small envelope on the face of which ap- 
pears the amount and the number of the 
classroom. 

These envelopes are turned in to the 
school principal. A regular bank de- 
posit slip is prepared, showing a list 
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of all amounts received on that day. 
The small envelopes are placed in a 
larger one and held for the bank rep- 
resentative to call. He visits the school, 
receives the envelope and makes proper 
entry in a pass book issued by his in- 
stitution to the “School Savings Bank.” 

All the work outlined above is con- 
ducted within the school and the bank 
itself is relieved of the burden of carrying 
a number of separate and very small 
accounts. Only one account—that of 
the entire school fund—appears on the 
bank’s books. To this each weekly de- 
posit from the school is credited. 

The record sheets are held in the school 
safe under charge of the principal. Af- 
ter three months these are crossfooted to 
determine the total amounts that have 
been deposited by each child. These are 
recorded in the last, or fourteenth column 
on each sheet. 

Those children who have retained a 
minimum balance of $2.00 at the end 
of the three months’ period are rewarded 
by having their accounts transferred 
individually to the bank. The principal 
records their names and the amounts of 
their deposits, and issues a check against 
the school savings fund for the entire 
amount. The bank then lists them as 
regular depositors, and later savings are 
credited in the usual manner. This en- 
ables many children to acquire the sav- 
ings habit and become regular customers 
of the bank, whereas they woy;ld not 
otherwise accumulate enough at one time 
to make the initial deposit. 

New sheets are prepared for the next 
three months’ period. These are similar 
to the originals, with the exception that 
balances are carried forward. 

This procedure is repeated at the con- 
clusion of each period. Before accounts 
have been transferred no withdrawals 
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are permitted, thus avoiding possible 
confusion. 

This plan encourages savings and pro- 
motes a healthy spirit of rivalry among 
the school children. From the bank view- 
point, it produces a number of new ac- 
counts with minimum work and only 
slight chance of errors. The school 
handles the detail work and records of 
each small amount. The bank has one 
entry. The advantages of this plan are 
obvious. 


A Question of Branch Banking 

From a recent issue of the attractive 
bulletin published by the Illinois 
Bankers Association, we take the fol- 
lowing: 

An interesting point has been raised 
by a member (State) bank which sends 
a representative to an adjoining town 
twice each month to cash payroll checks, 
as to whether it would be legitimate for 
it to also send a special teller on these 
occasions for the purpose of accepting 
savings and commercial deposits and 
soliciting accounts; also, whether it is 
permissible for a bank to have a rep- 
resentative present in industrial plants 
on pay days to accept deposits from 
employees. 

This was submitted to the Auditor of 
Public Accounts, who rules that the 
Department would not permit such pro- 
cedure, and that the Attorney General 
holds that such would be considered 
branch banking, which is prohibited by 
the laws of Illinois. 


Getting Closer to the Job 

“Every employee knows the activi- 
ties and functions of each department.” 

This is the ideal of The Guardian 
Savings and Trust Company of Cleve- 
land in its educational program now 
being carried out ‘among the 600 people 
on the bank’s staff. 

In the eight groups at the main office 
and one group at each of the five 
branches, the Guardian workers meet 
one hour every week to study the work- 
ings of one or more departments. An 
officer gives a thirty-minute address de- 
scribing the activities of the department 
under his supervision. The remaining 
thirty minutes are given to the answer- 
ing of questions. 

The program calls for fourteen ad- 
dresses and discussions. Upon comple- 
tion of the work in these classes next 
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spring, these lectures will be assembled 
for book publication. This manual will 
be used by the new employees in be- 
coming acquainted with the diversified 
departments of this thoroughly modern 
commercial and trust banking institu- 
tion. 

Vice President H. C. Robinson points 
out that this educational work fosters 
loyalty and gives each employee a bet- 
ter opportunity for advancement. Be- 
cause these addresses and discussions 
give the employees a more intimate 
knowledge of the various phases of 
banking, it naturally increases their in- 
terest in the special courses given by the 
Cleveland Chapter of the American In- 
stitute of Banking, and already 40 per 
cent of The Guardian staff is enrolled 
in the A. I. B. classes. 


URGES INSURANCE TO 
DEVELOP SAVINGS 


The Marshall and Illsley Bank in 
Milwaukee attracted attention recently 
through its insurance advertising cam- 
paign. A series of twelve monthly ad- 
vertisements were published promoting 
life insurance and urging the establish- 
ment of savings accounts to meet the 
premium payments. J. H. Puelicher, 
president of the bank, believes that 
“there is a close affinity between the 
paying of premiums on life insurance, 
the part payments on homes and the 


portation. 


in every part of Manhattan. 





Speeding up Freight Movement 


‘Team-work counts. 


During September and since, this close cooperation has continued. It 
must go on, if trade and industry are not to suffer from lack of trans- 
Advanced rates will insure future betterments, but they can- 
not provide locomotives, cars and terminals for many months to come. 


Furthering the efforts of shippers and carriers, the Irving’s Bill-of- 
Lading Department expedites all B/L transactions. 
notifies consignees and presents “arrival” drafts daily by messenger 
The Irving correspondent gets a credit 
or a progress report is made the same day. The time saved is saved 
for the bank, the shipper the railroads and all American business. 


IRVING NATIONAL BANK 


WOOLWORTH BUILDING, NEW YORK 


savings deposits in banks, and the reali- 
zation of this relationship is the basis 
of our advertising campaign.” 

Results began. to be noticed when the 
Northwestern Mutual Life Insurance 
Company in Milwaukee used one of the 
bank’s advertisements as the basis for 
its own full page ad entitled, “What 
Milwaukee’s Oldest Bankers Say About 
Life Insurance.” A week later the Old 
Line Life came forward advocating “in- 
surance premium savings accounts.” 

The bank has mailed reprints of its 
advertisements and that of the Old Line 
Life Insurance Company to all Wis- 
consin institutions in its effort to gain 
their co-operation. The presidents of 
large insurance companies throughout 
the country have also been solicited. 
Several of these have responded by urg- 
ing their branch offices to work with the 
banks in each community and promote 
savings accounts in comnection with in- 
surance. 


“DON'TS” TO OBSERVE 
IN ISSUING. DRAFTS 


“There are three ‘Don’ts’ that ought 
to appear on a placard over the in- 
side of the teller’s window in every bank 
in the country,” says Stanley H. Bezoier, 
eashier of the First National Bank of 
Minneapolis. 

“Don’t issue cashier’s checks as a 
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Handling the country’s traffic with inadequate and 
war-worn equipment, American railroads were still able to make a new 
record for cars moved in August. “Prompt loading and unloading by 
shippers contributed greatly to this remarkable result. 


It traces shipments, 





medium of exchange where they are to 
be used outside of your immediate com- 
munity. 

“Don’t issue a draft to an individual 
telling him that he can get it cashed 
any place without any trouble what- 
ever. 

“Don’t issue a draft on your corres- 
pondent and tell the purchaser he can 
go there and get it cashed without 
further identification than the draft it- 
self.” 

In every instance above cited, you 
put the burden of identification on the 
bank cashing it, and except in the last 
instance they are also subject to the 
possibility of a stop-payment filed with 
the drawer bank or by the drawer bank 
with their correspondent upon whom 
the draft is drawn. 

When an individual purchases a draft 
from your bank. you should inquire if 
he is known or able to identify himself 
at his destination, and if not, a card 
of identification should be mailed to 
the bank, with a specimen of the payee’s 
signature. In fact, do everything you 
possibly can to make the cashing of 
the draft as easy for the purchaser as 
you can. 


Andrew Dale, formerly vice-president 
of the Phoenix National Bank of Colum- 


-bia, Tennessee, has been elected presi- 


dent of the bank, succeeding E. EF. 
McLemore, who died a short time ago. 








S.T.KIDDOO - President 
G. F. EMERY, Vice-Pres. 


J. L. DRISCOLL, Asst. to 
President 


D. R. KENDALL, Cashier 


Capital and Surplus 


$2,250,000 





A. W. AXTELL, Assistant 
Cashier 


L. L. HOBBS, Asst. Cashier 
H. E. HERRICK, Assistant 


Cashier 


Cc. L. WISTRAND, Assist- 
ant Cashier 


Resources over 


$25,000,000 


OUR LOCATION 


in the Exchange Building, Union Stock Yards, which en- 
ables us to offer the best available service on all transac- 
tions at the Chicago live stock market, in no way interferes 
with our prompt handling of general Chicago and out of 
town business for which we have every modern facility — 


PLUS CLOSE OFFICIAL SUPERVISION 


THE LIVE STOCK iittcn: BANK 


OF CHICAGO 


PREPARING FOR A 
RICH, NEW FIELD 


Special course in trust company management 
will help to equip young bankers for this in- 
creasingly important branch of bank activity 


By ALBERT 


ss automobile brought with it the 
need of chauffeurs; the aeroplane 
a demand for aviators; the wireless tel- 
egraph a demand for operators. Just 
so the great growth of trust companies 
and the opening of trust departments 
by many national banks in the past year 
or two created an unusual demand for 
skilled men in this vital field of financial 
service. 


The remarkable growth of the corpo- 
rate fiduciary agent is due to the fact 
that intelligent people are getting a 
clearer understanding of the advantages 
trust companies offer them. They have 
come to realize how technical the task 
of the administrator, executor, guardian 
and trustee becomes at times. They 
have learned how important that his 
ways should be lighted by experience 
and guided by special education, and how 
vital that he shall possess an intimate 
knowledge of values at almost every step 
of his task. 


Experience has taught them that only 
in the trained and systematized de- 
partments of banks and trust companies 
ean these qualifications and the added 
qualifications of permanency be found. 
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As a result people with property are 
more and more seeking the aid of the 
corporate fiduciary agent and the time is 
fast coming when the individual execu- 
tor, administrator, guardian and trustee 
will be a thing of the past. 

Old established trust companies have 
been besieged by inquiries as to where 
men of proper training and mental 
equipment could be secured to take 
charge of new trust departments that 
were coming into being. The trust offi- 
cer of a prominent trust company in 
Ohio told the writer that in a single 
week he had had no less than fourteen 
such inquiries. Moreover the trust com- 
panies with trust departments already es- 
tablished are losing many of their most 
efficient assistants who are being called to 
take charge of the new trust depart- 
ments. 

The need is for mén of special train- 
ing and of big caliber—men who can 
hold and develop a position that is as- 
suming importance second only to that 
of the president of the bank or trust 
company. 

The writer who is associated with the 
Purse Printing Company of Chatta- 
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nooga, an organization of national prom- 
inence in the field of fiduciary publicity 
had this need brought forcibly to his 
attention on several occasions. In the 
visits of our representatives and in 
answers to our advertising, bankers told 
us: 

“Yes, we realize the splendid future 
of a trust department and the real need 
of this service by the public—but we 
ean’t get the kind of man we want to 
head this department.” 

Other trust companies long established, 
told us they couldn’t get the men to take 
care of their greatly increased business, 

We gave considerable thought to this 
problem for we saw where the banks and 
trust companies were losing a rich har- 
vest, where the people of the country 
were not receiving a service of which 
they had great need. And we saw where 
we were losing much profitable business. 
The question was discussed at length 
with R. P. Purse and with E. Y. Chapin, 
the latter the president and trust officer 
of the American Trust and Banking 
Company in Chattanooga. 


Our conclusion was that the need for 
trained men should be met by the eduea- 
tional institutions. All of us were 
familiar with the Wharton School of 
Finance of the University of Pennsyl- 
vania. We know that the course of- 
fered at Pennsylvania, if amplified by a 
special course in fiduciary management, 
would admirably equip men for the im- 
portant positions of the trust depart- 
ment. After further consideration we 
took up this question with Thomas 
Conway, Jr., professor of finance at 
Pennsylvania. 


The result was that after several con- 
sultations between Dr. Conway and a 
number of the trust officials of the prom- 
inent Philadelphia trust companies, the 
authorities of the University concluded 
to institute a course of preparation in 
fiduciary management. To this end sev- 
eral prominent trust officers pledged 
their warm approval and active support. 

The course, which is given for the first 
time this year, is outlined in the 1920- 
21 catalogue of the University as fol- 
lows: 


“FINANCE 13—Management and 
Control of Trust Funds. 

An advanced course dealing with 
the methods of caring for trust 
funds by individual or corporate 
trustees. Among the subjects con- 
sidered are the management and 
settlement of estates, in which an 
individual or trust company acts 
as executor, guardian or trustee; 
the management of trust funds by 
trust companies, and the work of 
the individual and corporate trust 
departments of a trust company; 
the management and control of real 
estate belonging to trust estates and 
the care of such properties; the 
methods of stating accounts of exec- 
utors, guardians and trustees, and 



















Are You Handling Accounts at a Profit? . 


rates of interest in comparison 

with the purchasing power of a 
dollar are forcing many progressive 
banks to adopt cost systems. 


[ses ot im overhead and lower 


Hundreds of bankers—who would 
hardly extend credit to any industrial 
not having an efficient cost system— 
have clung to the belief that a cost sys- 
tem in the bank would entail increased 
clerical help to handle the extra work. 


The experience of the Chapin Na- 
tional Bank, Springfield, Mass., how- 
ever, proves that a simple and efficient 
cost system is a big aid to the Profit 
Account. This wide-awake institu- 
tion reduced the task of analyzing ac- 
counts to a simple mechanical process 
by placing the burden of figure-work 
on the Monroe Calculating Machine. 
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And as Mr. Irving C. Hayes, Manager 
Credit Dept., so aptly puts it, “The 
Monroe saves 60 per cent to 70 per 
cent of time, besides doing away with 
some of our most brain-fatiguing 
work.” 


« The Monroe will save time and 
money for your bank, not only on ac- 
count analyses work, but also in con- 
verting foreign currency, preparation 
of monthly statements, figuring inter- 
est daily on investments, averaging 
daily balances, handling remittances or 
transit items, figuring interest on’ de- 
mand loans, etc., etc. 


Just say the word on the coupon 
below and we will gladly send you a 
copy of “Analyzing Banking Costs” or 
arrange a trial demonstration without 
obligating you in any way. 


REG. U.S. PAT OFF. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


Calculating 
Machine 


The Monroe Has Made Figuring 
As Easy as Turning a Crank 


The Monroe in the 
Office of The Chapin 
National Bank, Spring- 
field, Mass. 





“Analyzing 
Banking Costs”’ 


Sent on Request 


This book presents in concise 
form the story of the Monroe Cal- 
culating Machine as applied to the 
Banking Field. It does not attempt 
to show banks how to install a cost 
system. It merely shows how the 
MBnroe might be used and the 
banks that are using it. 
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the preparation of accounts for the 
court; the settlement of trust es- 
tates and the final closing of the 
accounts of trustees and _fiduci- 
aries.” 

Already the sons of many bankers are 
enrolled at the Philadelphia institution 
and the addition of this new course will, 
I believe, influence many other bankers 
to send their sons there, realizing that 
they will graduate equipped to manage 
this comparatively new and growing 
department of financial service. 

The effect of this course should be 
far-reaching, and I feel confident that 
the establishment of this course by the 
University of Pennsylvania will result 
in similar courses being established in 
other seats of learning throughout the 
country. 































































HOUSE ORGAN PUBLICITY 
TO LOCAL INDUSTRIES 


The Equitable Trust Company of 
Wilmington, Delaware, recently started 
the publication of an interesting house 
organ, “The Equitable Trust Company 
Monthly.” 

Its purpose, as expressed editorially in 
the first issue, will be, “to continue to 
tell the public about various phases in 
the business of banking in the belief 
that persistent efforts eventually will 
be rewarded” and “to endeavor to make 
our publication of real value to the 
people of Delaware, by encouraging the 
development of the City of Wilmington 
and industries and general welfare of 
of the people of the State.” 


The introductory article, entitled, 
“Thirty-One Years of Service,” gives a 
brief history of the institution, followed 
by an outline of its banking policy and 
the facilities offered. 


The second, or September number in- 
augurates a series of articles on Wil- 
mington’s industrial development. “Cloth 
for the World” gives the story of one 
of that city’s leading organizations in 
the textile field. This will be followed 
each month by articles of similar char- 
acter. 

The publication includes four pages, 
9 x 11 inches, three columns to each 
page. The leading article each month 
is illustrated by -photographs. “The 
Monthly” is a lively little publication 
and should prove a valuable publicity 
asset to the Equitable Trust. 

























REFLECTOLYTES 


Reflect Good Lighting Judgment 




























If you install these modern lighting fixtures in your 
building, time will testify to the wisdom of your 
judgment. 









No time will be requir-d to prove that “Supreme” REFLECTO- 
LYTES will add dignity and character to your Banking Room; 
our catalog proves this conclusively. Nor will time be necessary 
to prove that these Units deliver a large volume of soft well-dif- 
fused illumination; their concealed reflector insuresthis. However, 
time will prove to your entire satisfaction that “Supreme” 
REFLECTOLYTES require minimum attention because of their 
- dustless construction, and will deliver the maximum of unim- 
paired illumination for long periods, at low current expense 









If you require illuminating equipment, you should have our catalog 
describing and illustrating this new lighting fixture. It contains 
much of interest and profitto you. We gladly send it on request. 


The Reflectolyte Company 


| 914-C Pine Street St. Louis, Mo., U.S.A. 















































WHAT YOU HAVE . 
BEEN LOOKING FOR 


Corrugated Fibre Board Sa -- 
Folding Boxes for Storing pavanve Pane Clean Up Your 


Deposit Slips Vaults 








Henry J. Rogers, who has been cashier 
of the American Trades and Savings 
Bank, Racine, Wisconsin, since its or- 
ganization, was promoted to become 

















Canceled Drafts 7 . . : second vice president of the institution. 
an? Easily accessible with contents in order : P : 
> oe and free from dirt L. S. Browne, formerly cashier of the 







Union National Bank, Eau Claire, Wis- 
consin, succeeds Mr. Rogers as cashier. 


These changes became effective Novem- 
ber 15. 


Pass Books, Etc. Write for our booklet “‘ Economical Filing’’ giving prices and list oy users 


BaNnkERS Box Company. Inc., 536-538 S. Clark St., CHICAGO, U.S. A. 
. a ; s 4 
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COMPUTING SAVINGS IN- 
TEREST ON A UNIFORM 
BASIS 
(Continued from page 25) 









A Proved 
And Tested 

Aid in 

Securing Savings 







to meet the heavy withdrawals at in- 
terest dates. Especially where penal- 
ties are imposed on withdrawals during 
the quarter, there is a tendency for de- 
positors to defer withdrawals until the 
end of the quarter. 

The ten-day favored period for de- 
posits at the first of each quarter stim- 
ulates deposits at a time when with- 
drawals are heavy. In practice the 
same money is received from one set of 
depositors and paid out to another set 
who are withdrawing, and it is unneces- 
sary for the bank to realize funds to 
meet such withdrawals. 

I find, for example, that during one 
such period one bank received $687,000 
and paid out $687,700; in another re- 
ceived $773,000 and paid out $765,000; 
in another received $1,048,000 and paid 
out $1,041,000. There will always be 
some variation one way or the other, 
and at times due to some special condi- 
tion a fairly large difference, but never- 
theless the tendency is toward equalizing 
of deposits and withdrawals. Where 
they are equal it simply means that the 
condition and earnings of the bank are 
not affected at all, as on the withdrawals 
interest ceases, and on the deposits in- 
terest begins, on the first of the quarter. 

5. This method of computing interest 
is easy for the average depositor to 
understand... He soon learns that his 
funds must “stay through a quarter” 
to be entitled to interest, and that if he 
draws money out, he loses interest on’ 
it for the quarter. It is easy for the 
bank to figure, as all balances, deposits 
and withdrawals are figured at one or 
two per cent, as the case may be. 

The quarterly method as adopted by 
the San Francisco savings banks seems 
acceptable to the depositors and to the 
banks and has many sound features to 
commend it. Uniformity of method in 
itself has been a great achievement. 

There is a tendency toward uniform- 
ity nowadays in all matters which per- 
tain to banking. The Uniform Negoti- 
able Instrument Law, the Uniform Bill 
of Lading Law, are examples of this 
tendency. There is no excuse for the 
mystery which has always surrounded 
savings bank interest rules. 



































HY fill your ledgers 
with a lot of inactive 
one dollar novelty savings 
bank accounts? 


The many trips made by 
these little banks between 
our bank and the depositor, 
fe ; is the measure of their worth. 
eee a ce Note important features 
—— —— : of this bank:— 
= the right size to slip into the pocket or handbag. Has pivot swing 
ttom, no hunting around for parts when in a hurry. Your bank’s 
name is in full view on the side rather than the top. Coin slot takes ~ 
paper money without mutilation. 


The present demand for these banks is greater than ever before. You will 
find them profitable in Your savings department. 
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We will be pleased to send samples and 
quote prices on this practical litile bank. 


The Banking & Trust Associates 
Marshall Building Cleveland, Ohio 
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ITH increased resources and im- 
proved facilities, we are able’ - 
still further to enlarge our usefulness 
to the business community and to 
extend our service in the interest of 
: American trade and industry. 
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Established 1810 


Tue Mecuanics & Metats 
NaTIONAL. Bank 


of the City of New York 


Head Office 
20 NASSAU STREET 


Capital, Surplus, Profits $25,000,000 
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lacie Guide for 1921 


Now is the time to plan your investment program for 1921. Now, 
then, is the time to learn the science of investing. 













Notwithstanding the difficulties arising in the successful invest- 
ment of funds, the science can be reduced to a few easily under- 
stood fundamentals. These are explained in our booklet, which we 
will mail you on request. 






Creation of a new bank to be known 
as the Valley Bank of Commerce has 
- been announced by W. D. Mitchell, 
president of the First National Bank 
of Sanger, California. The bank will 
be located in Fresno and will open with 
a capital stock of $2,000,000. A gen- 
eral system of banks is to be established 
in Reedley, Madera, Sanger, Selma and 
perhaps other cities in the middle of 
the San Joaquin Valley. 






Send for our list of offerings netting 7% tnterest 


PETTERS AND COMPANY 


Bonds and Farm Mortgages 
938 McKnight Building MINNEAPOLIS, MINNESOTA 
NEVER A LOSS TO ANY CUSTOMER 
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Must Be Canceled 


And Include DATE 


machine with Y' 





SUMMA 


WILLIAM CLABAUGH 
Cc. PLA. LLL. B 


Citizen’s Savings Bank Building 


OMAHA 


National Bank 
Omaha, Nebraska 


Established 1866 





Capital = $ 1,000,000 
Surplus-Earned 1,000,000 
Total Resources 30,000,000 





J. H. MILLARD, Chairman of the Board 


WALTER W. HEAD é Sess President 
WARD M. BURGESS- - ~- Vice-President 
B. A. WILCOX - - Vice-President 
FRANK BOYD - - Vice-President 
O. T. ALVISON - - Asst. Cashier 
JOHN A. CHANGSTROM - Asst. Cashier 
W.DALECLARK - - -— = Asst. Cashier 
EDWARD NEALE ~ - Asst. Cashier 


ee, °, . ee 
* * 
An Uncanceled Check | s° * ae 3 > 
is a Potential Liability * e© e© @ ee 
Effectively canceled e ee ee ccc oo. ee, 
checks are yourcustomers’ |°$ $ §$ “ - @aee ~ eee 
permanent receipts. a ae ° ae 
An Acceptable Cancellation ore . 9e —_ ee 
must be 
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CUMMINS PERFORATOR COMPANY 


Formerly THE B. F. CUMMINS Co. 
Makers of Punch Hole Marking Machines Since 1887 


4740 RAVENSWOOD AVENUE, CHICAGO 


Cut out and send us this ad and let us send you a 
R A. B. A. number—on 30 days 
trial—this without risk or obligation on your part. 


WM. CLABAUGH & CO. 


Certified Public Accountants 
Federal Tax Counsellors 


WASHINGTON, 




























NNO 


EDWARD M. TYLER 
Cc. PL A. 


Dec. 


ANNUUM 


1336 New York Avenue 





SMITH, McKAY 
& COMPANY 


Public 
Accountants 


823 -824 Ford Building 


DETROIT, 
MICHIGAN 


Telephone Cherry 5255 


DAVID SMITH 


CERTIFIED 
PUBLIC ACCOUNTANT 


UL 
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BANK CHECKS 








ARTISTIC POSTERS THAT 
SELL THE BANK’S 
SERVICES 


(Continued from page 17) 


displayed. Those removed are sent to 
the five branch offices located in greater 
Cleveland, and later hung up in the 
headquarters of various departments at 
the main bank or stored for possible 
later use. Posters of a different size 
are also placed in fhe arcade of the 
Guardian building where thousands view 
them every week. 





‘Facilit 


~EOr 









Guardian pein .e 


Their use in window displays has been 
for months a favorite method of carrying 
a message to the thousands who daily 
pass up and down busy Euclid Avenue. 
Reference to a few of the series of 
windows announcing the services of the 
foreign department will illustrate this. 

One window, for example, carried a 
message about foreign exchange while 
the other told of the part played by 
the Guardian in financing imports and 
exports. The Bolivian display showed 
crude rubber, rubber trees and a typical 
landscape, into which fitted the poster, 
revealing natives tapping rubber trees 
and bearing the legend, “The financial 
operations of importing crude rubber 
from Bolivia and returning the manv- 
factured article are handled by The 
Guardian Bank.” 

The Chinese windows contained, in an 
appropriate setting, silks, Chinese cherry 
blossoms, incense burner, silk worms and 
cocoons. The poster of many delicate 
tints and Oriental in its gorgeous por- 
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trayal, carried this message: “The 
Guardian Bank finances imports of silk 
once used only in the court of China.” 

The Alaskan display with its fir trees, 
snow and polar bears, announced, “The 
Guardian Bank serves you and the 
Alaskan trapper by locating a market 
for his furs.” 


Vv ny Aeraatrontter aU TTLL sy 
a VeCOs eles Buying Only 
AT CTTED 0) <1 


Photographs are made of the posters, 
and wherever the text and the picture 
carry a story complete enough for pub- 
lication, plates are made from the photo- 
graphs for use in newspapers, magazines, 
trade publications, theater programs, 
“Guardian Banktopics,” and the “Guard- 
ian Advertising Service” supplied to 
correspondents. The poster effect gives 
distinction to street ear cards and blot- 
ters issued by this bank. 

Diversity and progress in advertising 
bank service are insisted on by Mr. 
Baker, and therefore in the wide range 
of posters developed for the Guardian 
there are no repetitions, and appeal and 
attractiveness have been on the increase. 


At a meeting of the board of directors 
of the American Foreign Banking Cor- 
poration, Archibald Kains was elected 
chairman of the board of directors, and 
John H. Allen was elected president. 
Mr. Kains, as chairman of the board, 
has the same executive powers as he 
had when president of the bank. Mr. 
Allen, the new president, was formerly 
vice president of the National City Bank, 
in charge of West Indian and South 
American branches. Albert H. Wiggin, 
formerly chairman of the board, retains 
his position as ehairman of the execu- 
tive committee. 


Architects are preparing plans and 
Specifications for a new $8,000 bank 
to be erected at Seiling, Oklahoma, by 
the Seiling State Bank. The building 
will be a one-story brick building, 25x50 
with concrete foundation and com- 
position roof, vault and pine floors. 


BONDS 
INTERIM CERTIFICATES 


We are specialists in financial printing and have 
one of the best plants in the Northwest for hand- 


Send us your next order for Bonds, 
Interim Certificates, Stock Certificates, etc. 


[Ll SERVICE \ 


We will turn out a good job in record 


Write or Telegraph 


Poucher Printing & Lithographing Company 


316 to 324 Fourth Street South 


MINNEAPOLIS, MINNESOTA 


Successors to 
NORTHERN LITHOGRAPHING CO. and HAHN & HARMON COMPANY 


William Castenholz & Co. 


CERTIFIED PUBLIC ACCOUNTANTS 


OFFICES 
CHICAGO: 203 S. Dearborn St. 


NEW YORK: 51 E. 42nd St. 
KANSAS CITY: 421 Gloyd Bldg. 


TULSA, OKLA. 7 
HOUSTON, TEXAS: Beatty Bldg. 


Bank Audits and Systems 


Income Tax Investigations 


- Examinations for Refinancing 
General Auditing and Accounting 


Cost Installations 
Efficiency Engineering. 
Credit Audits 


W. B. CASTENHOLZ, C. P. A. 


MEMBER: AMERICAN INSTITUTE OF ACCOUNTANTS—MEMBER AND DIRECTOR NATIONAL ASSOCIATION OF 
Cost ACCOUNTANTS— DIRECTOR DEPARTMENT OF HIGHER ACCOUNTANCY, LA SALLE EXTENSION UNIVERSITY. 


SPOKANE BANK’S 
NEW CAMPAIGN 


The publicity department of the Old 
National Bank and Union Trust Com- 
pany, affiliated institutions in Spokane, 
Washington, have inaugurated a series 
of newspaper advertisements to empha- 
size their combined strength. These ad- 
vertisements dwell wholly upon the 
strength of the institutions and the se- 
curity offered depositors. 

They are, for the most part, three and 
four columns in width and average about 
a quarter page space. 

The purpose of this series is perhaps 
best stated in the advertisement headed, 
“Men and Figures,” from which the 
following is quoted: - 

“With a combined capital and 
surplus exceeding $1,800,000, and 
resources of $22,000,000, the Old 
National Bank and Union Trust 
Company occupy front rank among 
the financial institutions of the 
Northwest. 


“The strength of these institu- 
tions, however, is more than a mat- 
ter of figures. 

“Tt is more truly reflected in the 
character and financial responsibil- 
ity of the then behind them—the 
directors and officers.” 

A list of the officials follows, and 
among them are many of the leading 
bankers and business men in that section 
of the country. The advertisement is 
surmounted by a drawing of the Amer- 
ican eagle with outstretched wings, and 
another picture, showing the tall bank 
building, appears in the lower left cor- 
ner. 

This series is well timed, appropriate, 
and will doubtless produce effective re- 
sults. 


Curate—Shame on you for beating 
up Mike that way! Don’t you know you 
should pray for your enemies? 

Denny—But he ain’t me inimy, father; 
he’s a friend uv mine.—Life. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Write for illustrated catalog. It is free 





















Wholesome Books 
for Girls and Boys 


RAND MENALLY books for children delight the childish fancy. Their 
colorful pictures, drawn by such famous children’s illustratorsas Milo Winter, Hope 
Dunlap and Blanche Fisher Wright, are a joy to the heart of childhood. 

Below are listed a few of the many titles of wholesome and exhilarating books 
of stories and verses published by RanD MCNALLy. Our 36-page catalog, which 
will be sent to you free on request, is full of splendid suggestions. Write for it. 
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Books for children 
under 6 years of age: 
Adventures of Tommy Tad 

and Polly Wog. Trick 
Butterfly Babies’ Book. Gordon 
Doctor Rabbit and Brushtail 
the Fox. Hinkle 
Doctor Rabbit and Grumpy 
Bear. Hinkle 
Dotty Dolly’s Tea Party 
Wheeler 
More Adventures of Tommy 
Tad and Polly Wog. Trick 
Peter Patter Book. Jackson 
Real Mother Goose. 
The Kinderkins. Fox 
The Run-away Toys. Sturges 
The Story Teller’s Book. 
O’Grady-Throop 


Books for children 
from 8 to 10: 
Aesop for Children. Illustrated 
by Milo Winter 
Andersen’s Fairy Tales. 
Illustrated by Milo Winter 
Hans Brinker. Dodge 
Land of Don’t-Want-To. Bell 
Little Brothers to the Scouts. 
Hyde 
Lorraine and the Little People. 
Gordon 
Princess Golden Hair and the 
Wonderful Flower. 
Spiegelberg 
Watermelon Pete. Gordon 


Books for boys and 
girls from 12 to 14: 

A Wonder Book. Jilustrated 
by Milo Winter 

Ivanhoe. Illustrated by Milo 
Winter 

Kidnapped. Jilustrated by 
Milo Winter 

Kipling’s Boy Stories. Kipling 

The Story Teller’s Book 

O’Grady-Throop 
Windermere Series. 





Books for children 
from 6 to 8: 
A Child’s Garden of Verses. 
Illustrated by Ruth Hallock 
Child Stories from the Masters. 
Menefee 
How the Animals came to the 
Circus. Gale 
Little Bear at Work and Play. 
Fox 
Little Folks’ Christmas Stories 
and Plays. Skinner 
Little Lame Prince. Mulock 
Little Sisters to the Camp Fire 
Girls. Hyde. 
Paddy-Paws. Coolidge 
Pied Piper of Hamelin. 
Illustrated by Hope Dunlap 
Uncle Owl Series. Jackson 
When I Was Little. Kelley 


Books for children 
from 10 to 12: 
Alice’s Adventures in Wonder- 
land. Jllustraied by Milo 
Winter 

Arabian Nights. Jllustrated by 
Milo Winter 

Fairy Tales. Grimm Brothers 
Illustrated by Hope Dunlap 

King Arthur and His Knights. 

Warren 

Robinson Crusoe. Jilustrated 
by Milo Winter 

Japanese Fairy Tales. Williston 

Swiss Family Robinson. 
Illustrated by Milo Winter 

The Little King and the 
Princess True. Hardy 


Books for young peo- 
ple from 14 to 16: 
Gulliver’s Travels. Illustrated 

by Milo Winter 
Stories of Heroism. Mace 
Stories of the Pilgrims. 


Pumphrey 
Tanglewood Tales. 
Illustrated by Milo Winter 








RAnD MENALLY books for children of all ages make fine gifts, either for birthdays or 
Christmas. They are for sale at all book stores and all department stores. Before you 
go shopping for books let us send you our catalog describing each of the more than 100 
juvenile books that are published by RAND MCNALLY. You will find this catalog in- 
structive and a splendid guide to book selection. It is free. Write for it. 


Ranp MENALLY & GOMPANY 


Headquarters for Juvenile Books 
536 S. CLARK STREET, CHICAGO 42 E. 22ND STREET, NEW YORK 


Write for free illustrated catalog of RAND MCNALLY Books for Children 
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Rudiger Joins Prominent Firm 


The Smart Addressing Machine Cor. 
poration of Buffalo, manufacturers of 
Standard Addressing Machines and 
office appliances, is to be congratulated 
upon its recent acquisition of <A. M, 
Rudiger as its Vice-President and Gen- 
eral Manager. 

Mr. Rudiger goes to Buffalo from 
New York City, where he has won great 
suecess and a wide reputation as a re- 
builder of businesses. His work here- 
tofore has been chiefly along reorganiza- 
tion and reconstruction lines, and a 
number of big thriving concerns in 
various parts of the country attribute 
their present prosperous condition to 
Mr. Rudiger’s aggressiveness and effi. 
cient management. 

In giving up the work he has followed 
for years and connecting himself with 
the Smart Corporation, Mr. Rudiger 
says he is accomplishing a long felt 
desire to establish himself permanently 
in one business, and through the applica- 
tion of the same general principles that 
have enabled him to build big business 
for so many others, reap for himself at 
least some of the fruits of his long 
diversified and successful experience. 
While the Smart Addressing Machine 
Corporation has grown rapidly since 
its inception, yet under Mr. Rnudiger’s 
guiding hand a new pace and greater 
strides than ever are predicted. 


At the annual meeting of the Cana- 
dian Bankers’ Association held recently 
in Toronto, C. A. Bogert, general 
manager of the Dominion Bank, was re- 
elected president. Moderate optimism 
was expressed as to the general financial 
condition throughout the country. 


















COMMERCE 
National Bank, 


OF CLEVELAND 


Capital, Surplus and Undivided 
~ Profits $8,000 ,000.00 








HIS bank irivites the busi- 
ness of banks and bankers 
requiring a Cleveland depository 
in the confidence that its com- 
plete facilities and intelligent 
interested service will render an 
account, once established, a 
source of permanent and mutual 
satisfaction and profit. 


We welcome opportunity to 
serve you not only in routine 
but also in any other banking 
way. 


Call upon us in your 
Cleveland business 
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HANCOCK COUNTY NATIONAL BANK. . 







Factory: Hamilton, Ohio 
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PEOPLES TRUST & SAVINGS BANK...... CHICAGO, ILL. 
DEPOSITORS STATE BANK............ CHICAGO, ILL. 
LIBERTY TRUST & SAVINGS BANK...... CHICAGO, ILL. 
INDEPENDENCE STATE BANK......... CHICAGO, ILL. 
CITIZENS STATE BANK.............. CHICAGO, ILL. 
SECOND CITIZENS STATE BANK........ CHICAGO, ILL. 
MADISON & KEDZIE STATE BANK...... CHICAGO, ILL. 
Ce ee CHICAGO, ILL. 


NORTHWESTERN TRUST & SAV. BANK. . .CHICAGO, ILL. 
RELIANCE STATE BANK............. CHICAGO, ILL. 
STANDARD SAFE DEPOSIT COMPANY... .CHICAGO, ILL. 
WEST TOWN STATE BANK............ CHICAGO, ILL. 
CENTURY TRUST & SAVINGS BANK...... CHICAGO, ILL. 
FIRST NATIONAL BANK...............- CICERO, ILL. 


- CARTHAGE, ILL. 


CONTRACTS RECENTLY AWARDED THIS COMPANY 


C. 0. C. ANDERGOM ... wc ccccce CARLINVILLE, ILL. MERCANTILE TRUST COMPANY........ ST. LOUIS, MO" 
FIRST NATIONAL BANK.......... SPRINGFIELD, ILL, LAFAYETTE SOUTH SIDE BANK........ ST. LOUIS, MO’ 
COMMERCIAL TRUST & SAV. BANK. . .SPRINGFIELD, ILL. DETROIT SAVINGS BANK............ DETROIT, MICH” 
WOODFORD COUNTY NAT'L BANK....... EL PASO, ILL. LINCOLN NATIONAL BANK...... MINNEAPOLIS, MINN" 
ILLINOIS STATE BANK.......... EAST ST. LOUIS, ILL. FIRST NATIONAL BANK............ WINONA, MINN’ 
FARMERS NATIONAL BANK......... PRINCETON, ILL. FIRST NATIONAL BANK.......... MARSHFIELD, WIS" 
FIRST NATIONAL BANK............ PRINCETON, ILL. CENTRAL WISCONSIN TRUST CO....... MADISON, WIS” 
ILLINOIS STATEBANK............... QUINGY, ILL. FIRST NATIONAL BANK.............. RACINE, WIS 
COMMERCIAL NAT'L BANK.......... ROC! » MANUFACTURERS NAT'L BANK......... RACINE, WIS” 
KEOKUK SAVINGS BANK............ KEOKUK, IOWA SECURITY BANK..............6. MILWAUKEE, WIS. 
BANKERS TRUST.COMPANY........ DES MOINES, IOWA FEDERAL RESERVE BANK........... DALLAS, TEXAS 
FIRST NATIONAL BANK............. NEWTON, IOWA CITY NATIONAL BANK........... GALVESTON, TEXAS 
CITIZENS SAVINGS BANK.......... SIGOURNEY, IOWA U.S. NATIONAL BANK.......... DENVER, COLORADO 
CITIZENS TRUST & SAV. BANK...... VALPARAISO, IND. FIRST NATIONAL BANK........... DENVER, COLORADO 


weveccess KANSAS CITY, MO. 


Correspondence Invited 


THE MOSLER SAFE CO. 


546 First National Bank Bldg.,. CHICAGO 





cocccccens HELENA, MONTANA 

















PUTTING CHECKS ON 


A UNIFORM BASIS 


Suggestions made by a committee of 
Indiana Bankers Association can be fol- 
lowed profitably by bankers everywhere 


COMMITTEE of the Indiana 

Bankers Association has been work- 

ing for a long time on the problem of 

standardizing accounting forms and a 

report which this committee made re- 

cently suggests idea which bankers every- 
where can follow profitably. 

The wide disparity in the sizes of 
checks, notes, drafts and so on creates 
needless work, particularly in the transit 
department, and often much unnecessary 
expense. The following recommenda- 
tions of the Indiana committee will, 
therefore, be of interest: 

1. Conform larger checks and drafts 
preferably to the size ranging from 
34% x 81% inches. The experience of 
printers is that 334 x 83% inches lends 
itself best, and should be the popular 
size, because it cuts out with the least 
waste and permits just enough trimming 
to give the best appearance. 

2. In ordering your printing, special 
attention should be given to the require- 
ment of a blank space at the right hand 
end of all checks and drafts on which 
the amount shall be written in figures, 
as this omission is one of the greatest 
inconveniences to those who handle tran- 
sit items. The following figures should 
appear on the right hand end of the 
checks and drafts, and where possible 
should be applied to acceptances, notes, 
and any other paper that may pass 
through the clearings of banks: 

Transit number 

Number of check or draft 
Date 

Amount 

3. It was brought to the attention of 
the committee that the Federal Reserve 
District number should be skeletonized 


in large size into the check, preferably in 
the center. 

4. If the variation in the size of 
checks and drafts can be reduced to 
Y, or % of an inch in either or both 
dimensions, much will be gained for 
efficiency in the return movement of 
check and draft from payee to payer. 

5. Pocket checks, both top and stub 
are generally cut from 17 x 22 or 19 x 
24 stock. An end stub check should be 
834 x 25% after trimming, including the 
stub. The check proper should be 6 
inches long and the stub 23% inches. 
Checks with top stub should be exactly 
the same size as end stub checks. The 
only difference should be in the stub. 
The narrow top stub should be 114 inches 
and the wide top stub 25% inches. This 
is the style for folding on the perfora- 
tion. 

6. All of the above sizes will fit stan- 
dard covers and it should be remembered 
that checks a small fraction of an inch 
larger than the above dimensions require 
a larger sheet and cut to waste. Checks 
slightly smaller than these figures leave 
a waste which you pay for any way and 
cause great inconvenience in clearing 
house and transit departments. 


The Guaranty Trust and Safe De- 
posit Company, Philadelphia, has pur- 
chased the two-story bank building at 
9 South Fifty-Second Street. The lot 
is' 15 x 67 feet. 


Albert B. Merrill, for several months 
treasurer of the First Trust & Deposit 
Company, Syracuse, New York, has 


been elected a vice-president of that 


institution. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


HOW THE RESERVE 
SYSTEM IS STRENGTHEN- 
ING CREDIT 


(Continued from page 27) 
offers in exchange for immediate funds, 
the right to demand payment of the 
face of the bonds on the due date. The 


mortgage generally referred to in the. 


bond is a part of the transaction but is 


“not a part of the actual bond. It is 


merely collateral security to guarantee 
that the corporation will fulfill its duty, 
incurred when it exchanged its credit 
for immediate funds. 

When a city, or a state, or a nation, 
sells its bonds, it accepts from the pur- 
chasers thereof, funds available im- 
mediately, and gives in-exchange there- 
fore to the purchasers the right to re- 
ceive the face value of the bonds at a 
specified time. 

The War Savings Stamps of the 
United States Government are an ex- 
cellent example of a credit instrument. 
For $4.16 in May, 1918, the purchaser 
of a stamp receives in exchange the 
right to demand from the United States 


Government the sum of $5.0U on Janu-. 


ary Ist., 1923. With a national wealth 
of $225,000,0Q0,000 behind the credit 
instruments made by this great nation, 
surely no man would be so timorous as 
to question the goodness of any form 
of them, and just so long as its credit 
can be exchanged for funds immediately 
available, just so long does its credit 
represent, as Aristotle saw centuries 
ago, actual wealth. 


The “Frenchman Street Branch” of 
the Marine Bank and Trust Company, 
New Orleans, was opened on Monday, 
Nov. 15. William M. Freiss is in 
charge of the branch. 


The Market House Bank has been 
recently organized in Des Moines, Iowa, 
with a capital of $60,000. R. T. Rhine 
is eashier of the new institution, which 
is primarily for working people. 
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Liquidation Must Come 

The present financial and business 
illness in this country appears to be 
nearing a crisis, a situation which, in 
view of the strong constitution of the 
patient, can mean only one thing—an 
ultimate turn for the better and a 
reasonably brief period of convalescence. 
“When the Federal Reserve Board 
issued its warning sixteen or seventeen 
months ago, business and financial in- 
terests generally accepted it with res- 
ervations, believing that the awkward 
consequences of inflation of commodities 
and wages and strained credit here and 
abroad could be righted, if the “other 
fellow” heeded the warning. Unfor- 
tunately, the belief was widespread that 
the Reserve Board had exaggerated the 
situation. 

The hopefulness in the present out- 
look is in the fact that there is now 
universal realization of the acuteness of 
the need for a thorough and drastic 
liquidation of inflated prices, wages and 
credits. The manufacturers and big 
distributors of commodities were the 
first to realize this necessity, when the 
banks began to withhold credit. The 
retailer has been slow to accept the situ- 
ation which means for him a sacrifice of 
his stocks and perhaps huge losses. This 
reluctance has undoubtedly been due to 
a hope that the post-election and holi- 
day trade would permit him to lighten 
his inventories without heavy loss. The 
character of the purchasing by the 
public in recent months has indicated, 
however, that no general buying will 
occur until substantial reductions have 
taken place. 























































Never Successfully Burglarized 
IS THE RECORD OF 


Diebold “‘Tisco” Manganese 


STEEL BANK SAFES 


There are thousands in use in all parts of the 
country. A great many Burglary attempts 
have been made but not once has the Diebold 
“Tisco” Manganese Steel Safe yielded to the 
attack of the yegg. 



































The American State Bank of Detroit 
one of that city’s leading Banking Institutions 
has placed during the past year 9 of these safes 
into its various branches. 











The past few weeks have shown more 
pronounced evidence of substantial 
lowering of prices. The various “index 
numbers” show a decline of about 25 
per cent from the high prices of the 
year. Labor costs are still relatively 
high but unemployment is on the in- 
crease, and in time will make for 
cheaper labor, higher efficiency and 
larger production. 

Pending stabilization of prices at the 
lower levels, trade will be more or less 
at a deadlock. Such purchases as are 
being made now are almost entirely to 
cover immediate needs. Bank accom- 
modations are being withheld from 
speculative commitments. 


The extent of the easement of the 
credit situation which will result from 
the present process of liquidation in 
all directions, can only be determined 
when the process has reached or is near 
completion. That it will be substantial 
is reasonably assured, although the full 
benefits will depend also on foreign 
trade, and the foreign financial situa- 
tion. 


We can, however, view the immediate 
future with more optimism. 


—Knauth, Nachod and Kuhne, 
New York. 


For complete information pertaining to any- 
thing in the safe or vault line address 













DIEBOLD SAFE & LOCK CO. 


CANTON, OHIO 


REPRESENTED IN ALL LARGE CITIES 














































Bankers! Manufacturers! 


If you want to buy control in a large bank, or in a manufacturing me - 
tion; if you want to sell a controlling interest, I can be of Real Service. t's 
my business, buying and selling controls in corpotations. I doa National Busi- 
ness. Write me, no matter where you are located. 


JACOB | BACKER 




























FINANCIAL BROKER 
EXCHANGE BANK BLDG. ST. PAUL, MINN. 












Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Mann 
Factory 






Many banks purchase alj 
their office supplies and 
equipment from us. All 
Mann products are always 
of the finest quality. 













All Mann Products 


are made under one roof 


INCE 1848, we have been growing gradually, until today we 

occupy every inch of space in our eight story factory building, 
21 to 27 North Fifth Street, Philadelphia. In this one plant we 
have the following complete manufacturing departments: 


Blank Book Bindery Printing Department Copy Book Bindery , 
Loose Leaf Bindery Engraving and Printing- with our own Paper Mills 
Lithographing Department from-Steel-Department at Lambertville, N. J. . 


Each of the above is a complete plant’in itself. Each process is 
started and completed in our own factory. 

This assures a uniform, superior quality of work, impossible to 
obtain if each process were done in a different plant. 


Blank Books—Bound and Loose Leaf—Lithographing, Printing, Engraving 
Office Stationery and Supplies 


WILLIAM MANN COMPANY 
PHILADELPHIA 
FOUNDED IN 1848 


New York Offices: 261 Broadway 





Morison’s Broader Service 

Francis R. Morison of Cleveland has 
expanded his organization to meet in- 
creased demand for his assistance in 
planning or strengthening the new busi- 
ness departments of financial institu- 
tions, Mr. Morison, who was one of the 
first men in the bank advertising field, 
reports that although the demand for 
financial advertising service grows stead- 
ily, the analyzing of existing new busi- 
ness and publicity efforts, and the out- 
lining of complete “selling campaigns” 
has assumed a corresponding importance 
within the past few years. 


The Muscatine State Bank, Muscatine, 
Towa, celebrated its golden anniversary 
on November 10 with a reception given 
in its new banking quarters. Favors of 
cigars for the men and carnations for 
the ladies were given to the guests, and 
a local orchestra furnished music for the 
occasion. The officers, directors and 
employees of the bank composed the 
reception committee. 

Heber Crane, -president of the Wild- 
wood Title and Trust Company, Wild- 
wood, New Jersey, was unanimously 
elected president of the board of trade 
of that city, to succeed Palmer M. Way, 
a local attorney who declined re-election. 





The Kent City, Michigan, State Bank 
has increased its capital from $20,000 
to $30,000. 
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YOUR BEST INTERESTS 


In putting the best interests of our 
correspondents first, we safeguard 
our own. Our unusual service and 
willingness to help enabled us to 
build up a broad list of correspond- 


ent banks. 


THE NORTHERN 
TRUST CO.~BANK 


N. W. CORNER LA SALLE AND MONROE STREETS 
CHICAGO 


Capital and Surplus $5,000,000.00 
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NEW OFFICERS CHOSEN 
BY ST. LOUIS BANK 
C. Hobart Chase, assistant cashier of 
the First National Bank in St. Louis 
was promoted to vice president and 
Lawson M. Watts and R. Palmer Me- 
Elroy were elected assistant cashiers at 
a meeting of the board of directors, 
Watts is the son of F. O. Watts, presi- 
dent of the bank. 
Chase will represent the bank as vice x 
“What Else Can We president in Oklahoma and the tenth , 
Reserve District, except the State of lis 
; 9 Colorado. He has been connected with 
Do For You § the bank since 1912, when he was made aby 
manager of the transit department. He and 
was later promoted to assistant cashier, tem 
Such words from your Saint Louis corres- serving in that capacity for three years. pre 
pondent are pleasing,as words go, bespeaking Chase is the grandson of Edward Chase, ciat 
willingness and desire to serve. who was before his death manager of wee 
the St. Louis Clearing House Associa- in ¢ 
; : or tion for many years. He graduated tior 
But how much more pleasing it is for your from Central High School in June, 1903, by 
correspondent to render every service so His first bank position was in the transit mit 
promptly and cheerfully as to make each department of the Mechanics’ National Fir 
transaction, itself, invite further use of the Bank. He was connected with the Me- wel 
institution’s facilities and the time of its chanics’-American National Bank, formed tion 
officers and. employees. by a merger of the American Exchange to 
National Bank and the Mechanics’ Na- Ba 
Commerce Service is the ‘‘What else-can- — al eats Bile ate e 
as >) 13 s assistant cashier, Watts will rep- 
we-do-for-you ?”” kind. resent the First National in Tennessee, ~_ 
Mississippi, Alabama, Arkansas, Louisi- ota 
THE NATIONAL BANK Ana and other Southern states. = 
Watts was formerly a State Bank 
examiner in Missouri, having been ap- ~ 
OF COMMERCE pointed while in the service of the Man- 
chester Bank of St. Louis. He received fut 
his first banking experience with the = 
IN * AINT LOUIS First National Bank of Helena, Ark. - 
He received his education at Washington w, 
University. He entered the service of | 
Resources more than $95,000,000.00 the French Army in June, 1917, and : 
later served with the forces of this e 
country. After returning from service Ww 
overseas during the recent war he became ‘ 
connected with the First National Bank. fo. 
McElroy was formerly connected with ies 
| Price $1.00 “PHONE” "ivouTaene | the St. Louis Union Trust Company. He 
P AT ENT & Wenteth: Sentute Saline became associated with the National City a 
essihciens Seats aie teaiiiadas tenebaien abs to talk fenly without being yen Bank of New York in 1918. Since th 
banks especially solicited. Highest refer- Se en March of this year he has been a special Ty 
co beving “Gants whe wah, to. oem representative of the First National a 
ae a See Sees for full 563 W. Washington St.. Dent Bank here. He was born in Clarksville, ae 
WATSON E. COLEMAN, Patent Lawyer Chicago, IIlinois Mo., and was first connected in the bank- Hi 
624 F Street, N. W., WASHINGTON, D. C. ing business with the Farmers’ State tic 
and 1008 large Letterhds S Bank of Louisiana. As assistant cashier, an 
3000 Total tor lot he will represent the bank in Missouri, Ae 
Letterioads -on =, $12.85 Illinois and all states east of the Mis- sp 
5000 large Letterheads -" 22.75 J | Sissippi and North of the Ohio, including be 
neers from, ‘Paper Write for Samples. Virginia and West Virginia. W 
KAY-DEE LITHOGRAPHING CO. nese ceases: bo 
760 Tentonia Ave. Milwaukee, Wis. 
See ecines se etiereteeanice ye tnneeeineenenesinecenianginenteets At a recent meeting of the directors : 
noe. Marion Institute | rire New vor, the board erated te 
Fifteen glorious minutes on Pandiculator better The ARMY and NAVY COLLEGE new efi of cad vice-president and TO 
than two hoursin gymnasium. Refreshes, rejuvenates. Designated “Honor School 1920” by War Dept. Superb inated G F. Wall t 2 that lin 
in, buena Won derful tary training. Coaching courses tor examinations to West apps 7 o_o 5 ° a . 
discomfort ; delightfully restful. ‘anette. ~ gait parts of frst your's work in Academy to insure success position, to become associated with the th 
PANDICULATOR CO., 1500 Advance Bldg., Cleveland, 0, | Suinishreni,, Badoredby U;S-AdiutantGoners., Rater | executive officers in the management of A 


the bank. 


COL. W. L. MURFEE, Pres. MARION, ALA. 
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A. B. A. GETS BACK 
OF ADVERTISING 


Meeting at Washington shows that the 


association has awakened at last to the 
significance and power of enlightened : 


N the calm retrospect of an adminis- 
tration effulgent with signal accom- 
plishments, nothing stands out so promi- 
nent and promising as the recognition of 
advertising and publicity as an important 
and component part of the banking sys- 
tem. Richard S. Hawes, the retiring 
president of the American Bankers Asso- 
ciation, went on record during the first 
week of his administration, as a believer 
in advertising and publicity, by the crea- 
tion of a Public Relations Committee, and 
by appointing as members of this com- 
mittee men who were members of the 
Financial Advertisers’ Association as 
well as of the American Bankers Associa- 
tion. The purpose of this committee was 
to keep the members of the American 
Bankers Association acquainted with the 
association’s vast work and thereby to 
make them more appreciative of their 
membership; to create a better under- 
standing between the public and the 
bank, and to foster and encourage the 
fine science of advertising by member 
banks and trust companies. 


President Hawes’ great vision of the 
future of advertising of, by and for 
member banks was particularly empha- 
sized in a triplicate method employed 
in the building of the program for the 
Washington convention. 

First, by arranging to have advertising 
given a place on the general program. 
This commission was assigned to Fred 
W. Ellsworth, vice president of the Hi- 
bernia Bank & Trust Company, and a 
former president of the Financial Ad- 
vertisers’ Association. 


Secondly, by arranging a conference 
on bank advertising and Publicity for 
the second evening of the convention. 
This conference was conducted under the 
auspices of the Public Relations Com- 
mittee, and was presided over by M. E. 
Holderness, vice president, First Na- 
tional Bank of St. Louis, the founder 
and former president of the Financial 
Advertisers’ Association. The chief 
speakers of this conference were Her- 
bert S. Houston, editor of World’s 
Work, and former president of the As- 
sociated Advertising Clubs of the World, 
and William Ganson Rose, of Cleveland, 
& pioneer bank advertising authority. 

is conference attracted a standing- 
room audience, and was easily rated the 
live-wire meeting of the convention. 

Thirdly, by bringing to Washington 
the complete exhibit of the Financial 


. Advertisers’ Association, just as it was 


publicity in developing public confidence 


shown in June at the convention of the 
Associated Advertising Clubs of the 
World. This exhibit was under the su- 
pervision of Carroll Ragan of the 
United Mortgage and Trust Company, 
New York. It was set up in the red 
room of the New Willard Hotel, con- 
sisted of 5,200 feet of select bank and 
trust company advertising specimens, 
embracing media and methods of every 
character used by 500 leading financial 
institutions, and was the center of at- 
traction from the opening of convention 
week until its close. 

Herbert Morgan, assistant vice-presi- 
dent of the St. Louis Union Bank and 
secretary of the Financial Advertisers’ 
Assn., F. D. Conner, of the Illinois 
Trust & Savings Bank of Chicago, and 
E. H. Kittredge of the Old Colony Trust 
Company, Boston, both vice presidents 
of the F. A. A., represented the F. A. A. 
at the convention, and took prominent 
parts in the advertising conference. A 


large number of the members of the’ 


F. A. A. attended the convention unoffi- 
cially. 

A nptable incident of the conference 
was a resolution unanimously adopted, 
memorializing the American Bankers 
Association to make the conference, ex- 
hibit and a place on the general program 
permanent features of American Bank- 
ers Association conventions. 


The following high-lights are indices 
to the constructive force of the efforts 
that were made in the convention for the 
promotion of advertising and publicity. 

Extract from report of Committee on 
Public Relations: 


“Public opinion, that elusive mistress 
of fortune, is courted assiduously these 
days with various forms of public rela- 
tions, by people in all walks of life, and 
is reckoned in the constructive efforts 
of most all organizations. Too long the 
American Bankers Association has se- 
dately refused to pay homage to the 
power of properly disseminated public 
information, although the list of those 
national associations developing such de- 
partments as major activities has grown 
apace. 

“We do not seek to mold opinion by 
the overworked propaganda methods, 
but to enlighten and aid the proper pub- 
lie opinion as concerns the importance 
of banking, its place in the community 
and the nation, and the work of this 
association.” 

In addressing the meeting Mr. Hol- 
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A Bank of | 
- Stability 


Through all history 
the mighty pyramids 
have been the sym- 
bols of Strength, of 
Power, of Stability. 

































These same quali- 
ties are dominant 
characteristics of 
the First National 
Bank in St. Louis. 


























A large number of 
out-of-town banks 
find that our co- 
operation means a 
closer, more friend- 
ly relationship. 

























Capital and Surplus 


$15.000,000.00 


Total Resources 


$170,000,000.00 






























derness said among other things: 

“Tt is a mistake in my opinion, for the 
several sections of the American Bankers 
Association to work along independent 
lines of publicity and advertising. Such 
a course is bound to result in duplication 
of effort, decreased efficiency, and that 
kind of disappointment that always 
comes when a fundamental law of eco- 
nomics is violated. Such a policy creates 
competition that is never progressive. 

“A very few years ago bankers 
thought only the savings end of the busi- 
ness could be _ profitably exploited 
through paid advertising. Later it was 
decided that it was ethical and even 
profitable to advertise for trust busi- 
(Continued on page 94) 
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FROM NEWSBOY TO 
PRESIDENT OF A GREAT 


TRUST COMPANY 
(Continued from page 56) 
of his establishment, and not that he is 
the boss—the big man of the concern. 
“Some unreasonable demands are be- 
ing made by labor leaders, and they 
must make concessions before equitable 
readjustment can result. The employers 
must make most of the concessions in 
solving a permanent wage and working 
basis, but concessions must also be made 
by the other side. Still, it is my opinion 
that the labor unrest is more a myth than 
a fact, at least so far as St. Louis is 
concerned. And with just a little of the 


give-and-take principle put into practice, 
the employer and the employee can get 






together in a way that will result in a 
happy solution of what the world today 
considers a grave problem.” 

Mr. Wade speaks from the point of 
view of both employer and employee, 
since he has had a wide experience as 
an employee, as well as an employer. 
And there is no man in St. Louis who 
works harder and more conscientiously 
for the interest of his home town than 
the man who was once a newsboy. He 
believes that city speaks clearly and 
positively through its financial institu- 
tions; that much of a city’s progress is 
the reflection of their vision of its fu- 
ture. For through the proper provision 
of credit, modern commercial banking 
multiplies productive capacity. And for 
many years Mr. Wade’s visions of the 
future have been pretty clear. 



















































Molding The Prosperity | 
of Industries 


Wherever swift machinery is needed to perform 
an intricate operation, industry looks to New Eng- 






Pr land. It is quite natural that this section—the a 
- nation’s greatest workshop—should also be the home a 
= of the builders of ingenious machinery. = , 
2 Ample capital is vitally necessary to machinery re 
manufacture. Many weeks must elapse between 


the first processes and the final marketing of the 
Fine materials and super-workmanship 


machine. 


entail heavy investment. 


necessary support. 


To the machinery manufacturer, this bank offers 
Our world-wide organization 
guides and assists clients entering the new markets 
at home and abroad. Those who have business to 
transact with the New England machinery trade find 
our services equally valuable, as our clientele in- 
cludes the leading firms throughout the industry. 


full co-operation. 


THE NATIONAL SHAWMUT BANK 
of BOSTON 


Resources far exceed two hundred million dollars 
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The National Shawmut Bank is 
in the closest financial relationship to this industry. 


Banking lends a very 
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Of the future Mr. Wade has this to 
say: 

“The outlook for business is bright, 
The demand for our goods is already 
here, and the big problem is to enlarge 
production to meet the demand which 
means continual high wages and more 
money for the working element to spend, 
making them brighter and happier citi- 
zens generally. 

“And the tremendous demand for our 
production in foreign lands as well 
as at home, makes the outlook for the 
future one of the most prosperous in 
the history of our country. The wide- 
spread expenditures of the past year, 
especially among the working classes, 
demonstrates conclusively to my mind 
the value of distributing the wealth, 
instead of keeping it tied up in narrow 
channels. Such prosperity as we have 
known in the past few years brings con- 
tentment to our people.” 


As president of the Mercantile Trust 
Company, Festus J. Wade has promoted 
more building projects in St. Louis than 
any other individual in the city. And 
not the least among them is the financing 
of a number of big enterprises that com- 
prise the new industrial district. 


Mr. Wade is a director of fifty cor- 
porations and organizations, among them 
being the St. Louis and San Francisco 
Railway Company; the North Ameri- 
ean Company; the Scullin Steel Com- 
pany; the Metropolitan Insurance Com- 
pany; the St. Louis Chapter of the 
Red Cross and the American Accepted 
Council. He is also a member of all 
the prominent clubs of St. Louis, and 
the Bankers Club of New York. His 
favorite out-of-door sport is golf. 





All She Had Left 

“T presume you carry a memento of 
some kind in that locket you wear?” the 
inquisitive wife of the clergyman asked 
the parishioner. 

“Yes. It’s a lock of my husband's 
hair. 

“But your husband is still alive!” 
the lady exclaimed in considerable sur- 
prise. ; 

“Yes, that is true, but his hair is 
gone.”—Houston Post. 


The Comeback Courteous 

“So you’ve been in a plaster cast 
for just months: at a time, have you, 
you poor dear boy?” she gushed. “Tell 
me, just how do you feel?” 

“Well, madam,” he replied in his best 
bass voice, “I suppose that I can say 
that; in the abstract, I feel pretty well; 
but I have to admit that I feel rotten 
in the conerete.”—Red Cross Magazine. 


The First National Bank of League, 
Texas, recently received bids for re 
modeling its building. When completed 
it will have new marble fixtures and vault 
equipment, also up-to-date heating and 
plumbing systems. 
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Fine record! 


Gil 








Has your bank—nor 
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any of its customers— 
never lost money by 
check-frauds? 

Fine record! Checks 
on National Safety 
Paper will help you 


Me 
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World-wide distributors of high- 
grade securities: Bonds, Short Term Notes, 
also Preferred Stocks and Acceptances. Cor- 
respondent Offices in more than 50 leading 
cities. 










maintain it—they can- 
not be altered with 
acid, eraser or knife 











Bankers of this section are invited to use 
National City Company service through one 
of our following conveniently located corres- 


pondent offices. 


without detection. 





Ask your lithographer 


George La Monte & Son 
Founded 1871 


61 Broadway New York 



























CHICAGO BOSTON PHILADELPHIA 
SAN FRANCISCO NEW ORLEANS 
MONTREAL LONDON TOKIO 








HOW WE COOPERATE WITH OUR CUSTOMERS 





The following letter received from one of our patrons, the president of a progressive 
bank, is self-explanatory: 


“I am in receipt of your letter advising us that you have credited our account with$ ....., 
check received from Messrs........ I want to thank you very kindly for the manner in 
which this transaction was conducted. That is what we call real service. You kept in touch 
with the situation before the car reached Chicago until the draft was deposited to our credit. 

MN aa: oe may have meant no harm in his deal, but your efforts stopped any possible 
chance of this bank being injured in any way through this deal. 


On this basis of cooperation, we invite your B/L business and place our exceptional 
facilities in all departments at your service. 


THE NATIONAL BANK OF THE : 


KR EP US a iG 


OF CHICAGO 
RESOURCES OVER $42,000,000 
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CREDIT MEN AGAINST 
CORPORATION TAX 


“The corporation income tax should 
be repealed; we should stop using cor- 
porations as collection agencies, and 
each individual should be permitted to 
pay his own income tax,” said R. G. 
Elliott of Chicago, chairman of the 
Committee on Federal Taxation of the 
National Association of Credit Men 
when he addressed the Ohio Bankers 
Association in Dayton. Mr. Elliott said 
in part: 

“The present method of collecting 
taxes on dividends at the source should 
be discarded just as it was discarded 
several years ago with respect to salary, 
wages, rents and interest. Then, collect 
the proper income tax from each in- 
dividual according to his ability to pay. 

“The only lasting foundation on 
which a system of tax on income can 
be erected is ability to pay. It must 
be borne in mind that every tax col- 
lected is paid ultimately from the in- 
come of individuals. Therefore, ability 
to pay rests with the individual and 
the individual should be used to the 
greatest possible extent as the unit to 
which income taxation is applied. 

“Equality of distribution of the 
burden of the tax among individuals 
is essential. Unless this principle is 
followed, no system of taxation can 
endure. Under our present system of 
trying to tax large groups of individuals 
(corporate shareholders) en masse, we 


have the spectacle of individuals enjoy- 


ing the same measure of prosperity 
bearing tax burdens vastly different in 
amount.” 


Rails Gaining Strength 

In view of the uncertainties with 
which the present financial and industrial 
situation abounds the action of the stock 
market lately should occasion little sur- 
prise. Moderate pressure of liquidation 
has been apparent in the industrials on 
all strong spots, while the rails, as a 
rule, have shown more stability. 

With the exception of the oils we do 
not think the rank and file of industrials 
offer especial attraction to buyers. Most 
companies are confronted with the neces- 
sity of getting their production costs 
down. Part of this may be effected 
through lower raw material costs, part 
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may come through reduction of profits, 
which of course affects earning power. 
While labor costs have not been reduced 
sufficiently to have attracted particular 
attention, nevertheless the trend of wages 
is definitely downward. It has been 
recognized that the scale of pay would 
have to be lowered and the labor cost 
further reduced through increased pro- 
duction. Already reductions have been 
accepted here and there. Labor gives 
evidence of recognizing that the day of 
high wages and low efficiency is over, 
and is beginning to appreciate the fact 
that with the new stimulus to business 
growing out of reduced costs and lower 
prices, the purchasing power of their 
dollar will be increased more than the 
reduction of wages. 

We continue to favor the rails, and 
we believe that certain issues furnish un- 
usual attraction both from the stand- 
point of return and for prospect of en- 
hanced value. With earnings assured, 
little likelihood of labor troubles, and 
official supervision of new issues, we 
think the risk attendant on purchases 
is reduced to a minimum.—W. J. Woll- 
man & Co. Review. 


Brisk Buying of 8 Per Cents 
People in Philadelphia and its vicin- 
ity are making heavy purchases of bonds, 
notes and preferred stocks, at terms 
-which will insure an 8 per cent income 


as long as they live. This demand is 
assuming noteworthy proportions and is 
giving bond dealers and investment in- 
stitutions the largest volume of orders 
that they have had to handle in many 
years. It is pure investment buying of 
the best sort and is relieving the security 
market and making it easy for the issu- 
ing banking houses to bring out fresh 
loans. In numerous instances of late, 
large issues of new securities have been 
over-subscribed before the lists were 
closed. This is preparing the way for 
the greater bond market of the spring 
when immense financing by the railroads 
must be undertaken in order to secure 
for them the funds needed to pay for 
neessary rolling stock, equipment, ter- 
minal facilities and additional mileage. 
The public attitude has changed entirely 
and investment interest has shifted to- 
wards railroad securities in the belief 
that average prices were relatively much 
lower than for industrial securities.— 
Business and Financial Outlook, First 
National Bank of Philadelphia. 


Bonds Steadily Advancing 

Long term bonds of railroad, indus. 
trial and public utility corporations have 
been showing a quite steady advance in 
price for the last two months, this ad- 
vance being predicated on the fact that 
commodity prices have been declining 
with a consequent increase in the pur- 
chasing power of the dollar. As com- 
modity prices continue to decline and 
come nearer toward a normal basis, mar- 
ket prices of fixed income bearing se 
curities of invesment grade will continue 
to advance. In other words, the income 
yield on which bonds and _ preferred 
stocks can be purchased will decrease, 
The man who has surplus funds to in- 
vest in fixed income bearing securities 
should invest them now, as the longer he 
puts off making his investment, the more 
he will have to pay for his invesment 
securities and the lower his return on 
the invesment will be. 

Lower Money Rates 

Money rates will show a lower ten- 
dency during the next sixty or ninety 
days, according to leading bankers, and, 
in faet, lower call money rates are ex 
pected much sooner than that. Bankers 
maintain that outstanding improvement 
in the eredit situation will be seen at 
the turn of the year at the latest. They 
say it all depends on the orderly market- 
ing of the products of the soil. Ther 
is considerable talk about the possibility 
of lower discount rates in the near fu 
ture, but bankers doubt that any such 
steps will be taken for some time. They 
point out that any reduction in discoutt 
rates at this time would be unwise # 
banks are still heavy borrowers from the 
Federal Reserve institutions and befor 
there will be any reduction in discount 
rates, they say, there must be substantial 
liquidations of this indebtedness.—l» 
vestment Bulletin, Henry L. Doherty & 
Co. N. X..C. 


The Liberty National Bank of Nev 
York has been appointed Registrar of 
the Wilson-Jones Loose Leaf Com 
pany’s common stock, also agent for the 
voting trustees of the preferred stock 


Joseph A. Bower, vice president of the 
Liberty National Bank of New York ha 
been elected a director of the Kel 
Springfield Motor Truck Company. 
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Investment Service for the Banker 


For many years this institution has been Likewise, a statistical department has been 
one of the largest holders of investment established to report on any securities on 
securities in the West, and its own require- which our clients desire information. In 
ments have taught it the investment service our purchases of bonds for our clients, we 
needs of banks in general. In the bond aim always to have in mind the needs of 
department a trading department has been bankers as well as private investors, and in 
established which is designed to find markets many other ways we aim to make our 


for those who wish to sell, as well as buy. service valuable to our banking clients. 
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All of these bond issues have been carefully investigated by us, and we believe they 


=_ offer the investor a very high degree of security, both as to principal and interest. 
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Simplify Tax Form 

Theodore S. Cady in charge of the 
federal tax department of the Fidelity 
National Bank and Trust Company, 
Kansas City, was requested not long 
ago by a committee of the State Secre- 
taries Section of the American Bankers 
Association, to prepare a simplified Fed- 
eral income tax form for use of banks 
and trust companies in making their 
annual returns of income. The purpose 
was to present the simplified form to the 
Treasury Department at Washington 
and urge its adoption. 

Mr. Cady spent several weeks in pre- 
paring this form and recently met with 
the committee on forms of the Bureau of 
Internal Revenue at Washington, to- 


King, Hoagland 6 Co. 
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gether with Thomas B. Paton, General 
Counsel for the American Bankers As- 
sociation. The suggested form was re- 
ceived by the Treasury Department of- 
ficials with a great deal of interest and 
while no promises were given that a 
special form would be issued for 1920, 
it is felt that real progress was made 
towards simplification of the present 
form, changing it in various ways ad- 
vantageously to the banks. Possibly in 
future years a special form can be pre- 
pared and sent out to banks. At the 
present time it is stated on good author- 
ity that a special set of instructions 
pertaining to the 1920 regular form and 
applying to banks and trust companies, 
will be prepared and sent out. This is 
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considered a step in the right direction. 

The representatives of the committee 
were afforded every facility for the pre. 
sentation of their ideas and the confer- 
ence resulted in expressions of much 
interest by the members of the committee 
on forms. 

The members of the committee of the 
State Secretaries Section are W. F. 
Keyser, secretary Missouri Bankers As- 
sociation, chairman, M. A. Graettinger, 
secretary Illinois Bankers Association, 
and Andrew Smith, secretary Indiana 
Bankers Association. 





House Organ Sets Good Pace 


Worthy of additional comment is 
“The Security News,” published monthly 
by the Security National Bank of Dallas, 
Texas. This little publication has been 
issued for more than two years by that 
institution and furnishes a good illustra- 
tion of the “personal servive” policy of 
the bank. 


The articles each month are timely 
and written in a snappy, interesting 
style. While there is no attempt to 
make the publication appear elaborate, 
illustrations occur frequently in each 
issue. These are usually pen sketches 
or cartoons on banking or closely allied 
subjects. 

An outline of the October issue will 
serve to show what the bank prepares 
for “News” readers. This number in- 
eludes such articles as “Demand for 
Textile Mills,” which shows the need for 
exporting cotton goods instead of raw 
cotton—“Our Visitors from Mexico,” an 
appreciation of the Mexican exhibit at 
the Texas State Fair—“Planning Our 
New Home,” which describes the new 
features of the Security National’s im- 
proved quarters in the Southland Hotel 
Building—“Colder Weather and Bank 
Accounts,” which urges the readers to 
profit by advice given in the confession 
of a hold-up man and to “bank” their 
cash—“Foreign Exchange Department,” 
showing the romance of the “money 
changer,” the development of this de- 
partment in connection with foreign 
trade, and its relation to the bank's 
customers in Texas and the Southwest. 
Under “Farm Life,” A. F. Lever of the 
Federal Farm Loan Board is quoted 
on his advice to farmers, and a page 
of comment follows. 

A double page “spread” on the two 
center pages gives reprints reduced of 
four specimen newspaper advertisements 
taken from a series which the Security 
National is now running on civie de- 
velopment improvements. “Closed Sea- 
son for Wildeats” is the heading for @ 
cartoon on the various “Get-Rich-Quick 
Schemes.” 

The “Security News” has set a good 
pace for other banks to follow if they 
are planning a snappy, successful house 
organ. 


















AN IMPORTANT SURVEY OF 
NATIONAL CONDITIONS 


Three events of national interest in 


the surety field, for which the Fidelity © 


and Deposit Company of Maryland is 
responsible, are the survey of business, 
political, agricultural and financial 
conditions recently made public, the in- 
spection of Baltimore Harbor by the 
American Bankers Association, which 
took place on October 23, and an agency 
contest which starts on April 1, 1921. 

This survey of national conditions 
was made by F. & D. representatives 
in all parts of the United States, sent 
by telegraph to the home office in Balti- 
more, and interpreted by Franklin K. 
Lane, formerly Secretary of the In- 
terior. Newspapers throughout the 
United States gave this survey an un- 
usual amount of news and _ editorial 
space, for it answered many questions 
which Americans were asking. ‘The in- 
terest aroused by the Survey, was due 
to the fact that it was, in Mr. Lane’s 
words, “the first comprehensive and ap- 
proximately accurate picture of present 
conditions that has been made.” F. & 
D. representatives, who took extraor- 
dinary pains to get the facts in their 
own localities, were largely responsible 
for the suecess of the project. 

Through the inspection of Baltimore 
Harbor and Annapolis by 4,000 mem- 
bers of the A. B. A., as guests of the 
Fidelity & Deposit Company, the coun- 
try gained its first real impression of 
the resources of this great port. The 
bankers who accepted the invitation re- 
turned to their homes in all parts of 
the United States convinced that its de- 
velopment is an important step in our 
national growth. Then, too, the bank- 
ers became better acquainted with the 
F. & D. and with the advantage that, the 
financial world gains through using the 
resources of the surety companies. 
This trip was of benefit to all surety 
men throughout the United States. The 
banker in your home town now has an 
enlarged field of vision when it comes 
to surety bonds. 

The national survey, which was a ser- 
vice for the business man, and the in- 
spection trip which was a help to the 
banker, are to be followed by a contest 
that is expected to build up new sec- 
tions of the surety field. The ten men 
who will have won the ten prizes offered 
by the F. & D. on the basis of busi- 
hess produced during the twelve months 
beginning April 1, of next year, will 
have done so by personal initiative, and 
by the application of new ideas and new 
service. The contest, therefore, will not 
only reach the surety agent and en- 
courage him to greater effort and re- 
ward, but it also will affect a large 
number of business men in all parts of 
the country who will become convinced 
of the need of surety bonds. A group 
of F. & D. branch managers and gen- 
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be available. 


decline. 


you will later regret it. 


lar borrower in his line. 


Phone: Randolph 5700 


7%4% and 8% will not always 


Should you not 
place more of, your funds at these 
rates for five or ten years? 


Conditions have inevitably forced high interest 
rates in the last year or two and the banker 
has had a corresponding increase in the earning 
power of his loans, but, with the slackening of in- ~ 

- dustry and the decline in the balance of trade, it . 
is inevitable that both domestic and foreign de- 
mands will be lessened and money rates will 


If you fail at this time to take advantage of 
the present rare opportunity, to place a fair pro- 
portion of your time funds in issues with broad 
markets and excellent security, running for a 
period of at least five or ten years, we believe 


It is, of course, necessary to know thoroughly 
the particular loan that you make, all the angles 
that bear upon the moral risk, the basic character 
of the industry, and the standing of the particu- 


It is our part to furnish you with the facts up- 
on which you can base your judgment, and we 
would appreciate an opportunity of going over 
with you in person at our office, or at yours, the 
possibilities of the present situation. 


Use the long distance telephone at our expense 


WM. L. ROSS & COMPANY, Inc. 


1004-6 Merchants Loan and Trust Building 
112 West Adams Street 
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eral ‘and sub-agents are now at work 
completing plans for the contest. Ten 
prizes will be awarded which will en- 
able ten agents to take their wives and 
two children to Europe or the Orient. 
Several sections of the ‘world that know 
little about the surety business at the 
present time, will soon have ten of the 
most representative American agents as 
their guests. 

A Tulsa chapter of the Oklahoma state 
chapter of the American Institute of 
Banking has been organized. Officers 
and employees from every financial in- 
stitution in the city are enrolled. M. 
M. Shaffer, of the First National Bank 
is president. 
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The First National Bank of Angola, 
Indiana, is now drawing plans for its 
new building. 
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ANSWERING YOUR TAX PROBLEMS 


(Continued from page 40) 


considered a liquidating dividend 
and will constitute taxable income to 
a stockholder only to the extent that 
the amount so received is in excess 
of the cost or fair market value as 
of March 1, 1913, of his shares of 
stock. No distribution, however, 
will be deemed to have been made 
from such a reserve except to the 


extent that the amount paid exceeds 
the surplus and undivided profits 
of the corporation. In general, any 
distribution made by a corporation 
other than out of earnings or profits 
accumulated since February 28, 
1913, is to be regarded as a return 
to the stock holder of part of the 
capital represented by his shares of 
stock, and upon a subsequent sale of 


OUR 
CORRESPONDENTS 
SAVE BOTH TIME AND 
MONEY 


Just as Philadelphia is the logical 
collection center of the East, The Phila- 
delphia National Bank is the logical 
bank through which to route your 


items. 


This bank has profited by many years 
of experience in making collections and 
has laid special emphasis upon the de- 
velopment of its twenty-four- hour 
Transit Department. 


Items handled at par for correspondents ; 
no charge for telegraph transfers. 


HILADELPHIA 
PE ONAL 
BANK 


PHILADELPHIA, PA. 


such stock his profit will be the ex- 
cess of the selling price over the cost 
of the stock or its fair market 
value as of March 1, 1913, after ap- 
plying on such cost or value the 
amount of any such eapital distri- 
bution.” 


October 5th, answered October 12th, 
QUESTION: A customer of our bank 


has just called me regarding an item 
of Sale of Property as to how same af- 
fects his personal tax return, and I am 
passing this along to you for your 
advice in the matter. 

The father of this customer died in 
the year 1919. His will left a farm to 
his wife during her life time which ae- 
cording to the will was at her death to 
be sold and the proceeds divided among 


‘the three children, our customer above 


referred to being one of these children, 

The wife of the deceased died in July 
of this year and the property has since 
been sold, the selling price of land was 
$175.00 per acre and the distribution 
has been made to the heirs. Will you 
please advise how computation should be 
made in figuring the amount of income 
to be reported on his personal return. 

ANSWER: There is a point of law 
here which I do not wish to pass definite- 
ly upon, and suggest your advising with 
your attorney. My opinion is that the 
creating of this estate in 1912, for the 
benefit of the heirs, one of which is your 
customer, establishes the date of the 
descent of this property as 1912 and 
not the year 1920. If your attorney will 
bear me out in this fact, then the value 
to be placed on this property in arriving 
at the amount to be deducted from 
$175.00 per acre to determine the profit 
will be the fair market value of this 
land at Mareh 1, 1913, and this can be 
established today by appraisers familiar 
with values of that date supported by 
records of sales of neighboring tracts 
of land and in support of this I give you 
regulation 45, article 1562, which is the 
basis of my reply: 

“Sale of Property. Acquired by 
Gift or Bequest—In the case of 
property acquired by gift, bequest, 
devise or descent, the basis for com- 
puting gain or loss on a sale is the 
fair market price or value of the 
property at the date of acquisition 
or as of March 1, 1913, if acquired 
prior thereto. ‘For the purpose of 
determining the profit or loss from 
the sale of property acquired by 
bequest, devise or descent since Feb- 
ruary 28, 1913, its value as ap- 
praised for the purpose of the fed- 
eral estate tax or in the case of 
estates not subject to that tax its 
value as appraised in the State Court 
for the purpose of State Inheritance 
taxes, should be deemed to be its fair 
market value when acquired.” 

October 8, 1920, answered October 

12, 1920. 
QUESTION: The bank of which I am 
cashier has taken out a life insurance 
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policy on the life of the President and 
has permitted him to name the bene- 
ficiary, which he has named as his wife. 
The bank pays the premiums on this 
policy and so far has used same as a de- 
duction in their tax returns. The presi- 
dent has made no mention of the existence 
of such a policy. Will you please advise 
if we shall continue in this manner, or if 
there is some question here as to the 
manner in which we should handle this. 
ANSWER: The corporation can make 
the deduction of the premiums as an 
expense, which for all practical purposes 
is simply an additional compensation 
to the president, and he should return 
same as income to him as an addition 
to his salary. . 
If this policy was taken out however, 
with the intent of giving security to the 
bank the beneficiary in that case then 
should have been the bank in which case 
the premiums paid would be included 
as invested capital by the bank up to 
the amount of the cash surrender value 
of the policy with no deduction allowed 
as an expense and in which ease there 
would be no income to be reported by 
the president on his personal return. 












Harper Gordon, for six years as- 
sistant cashier of the Mechanies Sav- 
ings Bank, Des Moines, Iowa, has been 
placed in charge of the bank’s savings 
department. He has been in Chicago 
for some time observing methods em- 
ployed by savings departments in some 
of the best known banks there. He 
will conduct an exclusive savings de- 
partment, rather than handling savings 
in collaboration with the commercial 
business, as has been the policy of the 
bank in the past. 





















The oldest house in America 
specializing exclusively in 
Government Bonds 
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CHICAGO 


RANSACTING the largest commercial business 
and having the greatest volume of bank deposits 
of any State Bank or Trust Company i in the West, 

The Merchants Loan and Trust Company Bank of 
Chicago employs the most approved, modern methods 
to insure the expeditious handling of the accounts of 


its city and out-of-town depositors. 
Through its Commercial, 
Farm Loan and Foreign Exchange 


Bank offers liberal accommodations and unexcelled facil- 


ities in all branches of banking. 


BOARD OF DIRECTORS 


3 H. McCORMICK, Chairman Inter- 
national Harvester Compan 

JOHN J. MITCHELL, 

SEYMOUR MORRIS, Trustee L. 


CLARENCE A. BURLEY, 
Capitalist. 

R. T. CRANE, JR., President Crane Co. 

MARSHALL FIELD, Trustee Marshall Field 
Estate. Estate 

ERNEST A. HAMILL, Chairman Corn Ex- 
change National Bank. 

HALE HOLDEN, President, Chicago, Bur- 
lington & Quincy R. R. Company. 

MARVIN HUGHITT, Chairman Chicago & 
North Western Railway Company. 

EDMUND D. HULBERT, President. ; 

et a KEEP, Trustee Marshall Field 
state. 


Attorney and CYRUS 


JAMES 
ALBERT A 








WE INVITE IN 
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JOHN J. MITCHELL, Chairman of Board 
EDMU Xp D. HULBERT - - President 
FRANK G. NELSON - - _ Vice-President 
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C.E,ESTES -- - Vice-President 
F.W. THOMPSON - - - Vice-President 
H.G.P. DEANS - - - - Vice-President 
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Savings, Trust, 


JOHN S. RUNNELLS 

EDWARD L. 
T. Ryerson & Son. 

JOHN G. SHEDD, Pres. Marshall Field & Co. 

ORSON SMITH, Chairman of 
Committee. 

P. hag Pres. Soper Lumber Co. 

SPRAGUE, Chairman Sprague, 

Warner & Co. 


UIRIES IN REGARD TO ANY 
TURE OF OUR SERVICE 
JOHN J.GEDDES - - 
F. E. LOOMIS --- 
A. F. PITHER --- 
LEON L. LOEHR 
A. LEONARD JOHNSON - 
G. F. HARDIE - Manager Bond Department 
Cc. C. ADAMS - 
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We offer large and small investors 


a Specialized Service for the 


Purchase or Sale 
of all issues of 


NITED STATE 
GOVERNMENT 
BONDS 


C. F.. CHILDS & Co. 


Capital One Half Million Dollars 


208 So. La Salle St. 
Chicago 
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JAMES COUZENS, President 
JAMES T. WHITEHEAD, Vice-President 
EDMUND D. FISHER. Vice-President 
G. B. JUDSON, Vice-Pres. and Cashier 


DIRECTORS 
Dr. GEORGE R. ANDREWS, Vice-President 
Highland Park State Bank 


JAMES COUZENS, President 
ALONZO P. EWING, Director Detroit City 
Gas Co. 


OFFICERS 


rothers, 


EDMUND D. FISHER, Vice-President 
7 FORD, President, Henry Ford & 


Cc. H. HABERKORN, Jr., Pres. C. H. Haber- 
korn Co., Inc. and Haberkorn Investment Co. 


Bank of Detroit 


Detroit, Michigan 
TRANSIT DEPARTMENT 


With our direct connections and satisfactory arrangements 
with banks in Michigan, we are in a position to 
offer quick service at a minimum of cost 


R. B. one Assistant Cashier 
F. ez A EYER. Assistant 


GEO. W. HERGENROETHER, Dodge 


ARTHUR J. LACY, Attorney 

C. HAYWARD MURPHY, Sec. Simon J. 
Murphy Co. 

ANDREW J. PEOPLES, Treas. Detroit Cop- 
per & Brass Rolling Mills 

H. H. RACKHAM, Director Detroit Trust Co. 


_J..T. WHITEHEAD, Pres. Whitehead & 
Kales Iron Works. 
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MAKE US YOUR 
BANK IN THIS 
SECTION 


ESTABLISHED 1853 


We not only are prepared and 
equipped to care for your 
Western Michigan banking 
needs, but we also 


WANT TO DO IT 


in a way which will meet with 
your unqualified approval 


CLAY H. HOLLISTER 
PRESIDENT 


CARROLL F. SWEET 
VICE-PRESIDENT 


GEORGE F. MACKENZIE 
V.-PRES. AND CASHIER 
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Liberty Bonds 
Short Term Notes 
Municipal Bonds 

Corporation Bonds 
Preferred Stocks 


Comprehensive Service 
to Banks and Bankers 


Fast Wires to All 
Important Markets 


Mark C. 
Steinberg 
& Co. 


Mezzanine 
Boatmen’s Bank 
Building 
St. Louic 


Members New York Stock Exchange 
Members St. Louis Stock Exchange 


Of course, after you hunt Trouble, 
an’ stay to shake hands, an’ ask how’s 
all de little Troubles at home, you ean’t 
blame Joy ef he takes ter de woods with 
his banjo.—Atlanta Constitution. 
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REMARKABLE GROWTH 
OF INDIANA BANK 


HE Citizens Bank of Anderson, In- 

diana, has increased its deposits 

510 per cent since 1915. This is re 

markable in view of the fact that fifty 

years had been spent in reaching the 

half million mark, while present deposits 
now include more than 2,500,000. 

This remarkable growth shows effec- 
tively what can be accomplished by per- 
sistent advertising. There is no phase 
of publicity that has not been tried by 
the bank. Its officers are firmly con- 
vineed that “it’s the ’ammer, ’ammer,’ 
’ammer” that counts. They have used 
every judicious means to place the 
bank’s name before the people of 
Anderson and Madison county. These 
campaigns, extending over the past six 
years, have developed the bank to an ex- 
tent that has required two enlargements 
of quarters during that time. The last 
formal opening was held on October 19. 

On the day preceding this opening an 


‘advertisement covering four full pages 


in an Anderson newspaper carried the 
story of the bank, its history and present 
facilities. It probably marks the crest 
in bank advertising—especially for 
a single investment in newspaper space. 
The first page gave photograph intro- 
ductions of all officers and employees. 
Illustrations of the bank corridors and 
new vaults, pictures of the buildings oe- 
cupied by the institution since its first 
organization in 1855, and a photograph 
of Neel C. McCullough, founder of the 
bank and father of the present president, 
are distributed throughout the pages. 
These are combined with articles in news 
style which describe the present facilities 
of the bank and recite its history, and 
interesting articles in characteristic style 
by several of Anderson’s oldest inhabit- 
ants—all of which are reminiscences of 
earlier days in the city’s history. 

Co-incident with the opening came the 
announcement of the bank’s new agri- 
cultural department under the direction 
of H. S. Agster, formerly agricultural 
agent for Madison county. While the 
population is almost equally urban and 
rural, the value of farm products ex- 
ceeds that of manufactured articles. 
“Therefore, as an institution, we feel 
that every assistance posible should be 
given the farmers in this community in 
bettering their positions, both econom- 
ically and socially.” 

The public was invited, on the day of 
the opening, to inspect the banking quar- 
ters and learn its operations “from be- 
hind the bars.” Here visitors were 
shown the new assembly room which 
seats two hundred persons and is another 
step in the bank’s efforts to serve its 
friends. 

Newspaper space and letters that have 
been personally written and personally 


signed have produced the best results 
in advertising value for this institution. 
These are the two methods now used 
extensively. Its monthly statements are 
attractively prepared in descriptive style 
for the benefit of those not well ac- 
quainted with banking terms—a form 
of statement that has been explained 
previously in the BanKerRS Monruty, 

The bank’s officers are firm believers 
in the use of a trade mark. Years ago 
the institution became known as “The 
Big Bank on the Corner.” This has re- 
mained, is now a part of its advertising, 
and many of the old timers in Anderson, 
for the most part, use the informal desig- 
nation. Now, with its larger quarters, 
it ean lay greater claim to that title. Its 
deposits exceed by more than $650,000 
the deposits of any other bank or trust 
company in the county. $300,000 addi- 
tional deposits were received within six 
weeks recently—September and early 
October—in spite of the recent depres- 
sing conditions. 

Plans for future’ business _in- 
dicate that the Citizens Bank will con- 
tinue steadily in its development. Its 
officers now have under preparation a 
complete card index system which will 
eventually contain about 15,000 names 
of prospective customers. Through the 
methods to be used, each of these pros- 
pects will go by successive steps until 
he is either a depositor of the bank or 
until the institution has exhausted all 
its possibilities. 

Pilgrim Coins Prove Popular 

The “Pilgrim” half dollars, recently 
issued by the United States Director of 
the Mint, and distributed to banks 
throughout the country by the National 
Shawmut Bank of Boston, are proving 
popular, judging from the requests for 
allotments of the new coins. received 
from banks from Maine to California. 
More than one-half of the total issue of 
300,000 coins have been distributed to 
date. At this rate the entire issue, which 
is limited to that number, will be quickly 
exhausted. 

Some misunderstanding has arisen 
that the price of the coins should be set 
at one dollar although their face value 
is but fifty cents. This price has been 
fixed by the commission created by the 
Massachusetts Legislature to celebrate 
the Tercentenary of the Landing ‘of the 
Pilgrims. It is intended that the balance 
above the face value of the coins, less 
minting charges, cost of dies, ete., be 
turned over to the commission for its 
use. Their distribution by the Shawmut 
Bank is entirely a matter of patriotic 
service. 


Irvin J. Greene has been appointed 
an assistant secretary at the Brussels 
office of the Guaranty Trust Company 
of New York. 
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A BORROWER’S APPRAISAL 
OF THE BANKER WHO 
HELPED HIM GROW 


(Continued from page 36) 


To me my banker is still the greatest 
riddle on earth. He has never turned 
me down but one time. That one time 
hurt like the devil, and it came about 
as quickly and unexpectedly as did the 
first loan I had secured from him. And 
the reason it hurt so badly was because 
I was fully entitled to that loan, no 
matter how the thing might be considerd, 
’ and he did not give me the opportunity 
’ to set forth the reasons why I should 
P have it. Very likely he does not re- 
member the incident; it was probably 
one of daily occurrence in his life; but, 
although not holding it against him, 
I shall remember it as long as I live. My 
banker is a busy man, handling millions 
of dollars, and it was unfortunate that 
I should have called on him at a time 
when he was trying to concentrate on 
some matter of momentous importance. 
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Paper and Bank Accept- 
ances and will also handle 
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The Calendar for Every Busy Man 


THE SOUTHGATE PRESS 
85 Broad Street 
BOSTON, MASS. 


Single 


/ Table Parcel 
Post Rates 


a 


It is more than a 


wm. Desk Calendar 


It has a daily memoran- 


dum sheet for all the engagements 
and obligations you have to remember. 


It has eight Telephone Index Cards, 


> ” Calen dar, $1.00 arranged in alphabetical order. 


Six for $5.00; Twelve for $9.00 
Sent postpaid in substantial cartons 


It has a Parcel Post Rate Card, a 
Calendar Card for 1919, 1920 and 1921. 


The Most Essential Desk Requisite Published 


For Bankers in 


Towns of 20,000 


The Welfare Loan Societies now op- 
erating under state supervision in many 
cities of 20,000 population and upwards 
are a demonstrated success. . 


iary to the average commercial bank. 


These societies are a valuable auxil- 
| 


We shall be glad to furnish any 
information on request. 


Hawkins Mortgage Co. 


HAWKINS 
BUILDING 


‘ 


Bt 


: WELFARE LOANS : 
THRIFT SAVINGS 


PORTLAND 
INDIANA 


plication to fundamentals. The money 
will not do the brain work. It is simply 
an expedient that lubricates brain action 
and keeps it working at a high point 
of efficiency when properly applied. 

My banker, by reason of his very 
silence and inaccessibility, has contrib- 
uted much to the suecess of my business, 
Had he talked to me more freely, or al- 
lowed me to talk to him more freely, there 
is no doubt but that it would have en- 
couraged false hopes in my mind, would 
have lead me into making unreasonable 
demands upon my bank; and this would 
have resulted in my placing dependence 
upon borrowed money to accomplish for 
me what can only be accomplished by 
close application and the exercise of 
one’s own common sense. 


I am stating these facts very frankly, 
because I have known of many promis- 
ing young business men going down to 
defeat in the great game of business— 
ruined by too much eredit. Too much 
credit is the greatest curse that any 
man disposed to avail himself of it can 
have—a far greater curse than no credit 
at all. Look at the foreigners in our 
country, who have come here bearing 
every handicap that a human could stand 
up under, and who have made good— 
made good in a big way, and usually 
without the aid of credit in the begin- 
ning. 

T talked to a Russian Jew in New 
York City a few years ago, who told 
me he had come to America twenty years 
before, bringing with him a wife and 
seven children... He arrived in New 
York penniless and friendless. He was 
an embroidery maker by trade and read- 
ily secured a position in an embroidery 
factory in Newark at $9.00 a week. 
Think of it—$9.00 a week—a wife and 
seven small children to support—in a 
strange country—and unable to speak 
a word of our language. Fifteen years 
later he owned his own embroidery 
factory in New York and was operating 
two Swiss embroidery machines _ that 
had cost him $20,000 each. What's 
more to the point, five of his girls had 
married in the meantime and he had 
given each of them $1,000 cash for a 
wedding present. 

He told me something about his fight 
during those first few years to master 
the English language and to save a few 
pennies each week out of his meagre 
earnings; how, finally, the girls had gone 
to work with him at the mill and how 
they had all saved until there was enough 
money to make the first payment on 
their first machine. And, then, how the 
family had operated that machine prae- 
tically day and night until it was paid 
for. After the first machine was paid 
for, things began to brighten a little for 
them and soon the girls were replaced 
in the factory by employees. Then al 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


: 









a on eee ee, Oe ee ee ee ae 





BANKERS MONTHLY for DECEMBER, 1920 


other machine, for which he paid eash, 
was added to the equipment. When I 
talked to him, he had some money in 
the bank, did not owe a dollar, all his 
children were married and happy, and 
he, himself, was thankful for the oppor- 
tunity that America had given him. 




















I thought then—and I have thought a 
thousand times sincee—what a wonderful 
thing it would be for America, if more 
of our young Americans had, in addition 
to their wonderful opportunities, the 
“guts” to buckle down to fundamentals 
and strike a few telling blows on the 
anvil of success as did this foreign born 
Jew. 

In my opinion, the banker holds in 
his hands a great trust aside from the 
money in his vaults. He holds in his 
hands the making or the marring of 
every young business man who starts 
up in his community. Few of them have 
sufficient resources to operate indepen- 
dently of the bank’s aid. And when aid 
is extended them by the bank, they 
should be duly impressed with the grave 
responsibility entailed by the transac- 
tion; they should be made to realize 
that there is a double responsibility at- 
tached to the spending of borrowed 
money, and that they should spend it 
very, very carefully, making doubly sure 
of its eventual return in a multiplied 
form. 














METROPOLITAN 
TRUST COMPAN Y 


OF THE CITY OF NEW YORK 
60 WALL STREET 716 FIFTH AVENUE 





































*‘Hail, ye small sweet courtesies of life, for 
smooth do ye make the road of it.” —Sterne. 


COURTESY 


We believe that if business is worth being 
handled at all it is worth being handled 
courteously, and if any proposition must 
be turnd down we do that with consider- 
ation, too. 



















We invite you to use our service. Our 39 
years’ experience is not the least important 
advantage we can offer you. 








In my opinion, the banker should con- 
cern himself as deeply about the success 
of his creditor’s business as he does about 
the ability of the creditor to repay his 
loan, and I believe—as it is in my own 
ease—that most bankers do this very 
thing. In any event, certainly a bank 
cannot grow and prosper except as its 
customers grow and prosper. 
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NATIONAL TITLES TO 
PROTECT RECORDS 


(Continued from page 38) 














York Title company referred to, com- 
bines with this agreement an application 
for a policy. 



















© the development of the 
commercial enterprise of the 
nation this bank has con- 
tributed the best of its bank- 
ing facilities and experience. 


Established 1856 
THE 
NATIONAL PARK BANK 


OF NEW YORK 
214 Broadway 
SAFE DEPOSIT VAULTS 


The document names the holder of the 
indebtedness secured by the mortgage 
and states that the said mortgage con- 
stitutes a first lien upon the real estate 
therein described subject only to listed 
exceptions. There follow a descrip- 
tion of the mortgage and the in- 
debtedness in full, together with a 
verbatim copy of the description of the 
property as contained in the instrument. 
The applicant certifies that a good title 
in fee simple absolute, was vested in 
the grantor or mortgagee. 










































Ip. consideration of securing applica- 
tions for insurance and performing the 
work of examination the applicant re- 
tains a part of the premium plus the 
entire examination fees. 
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BARNEY ROBINS 


PUBLIC ACCOUNTANT 
Counsellor on Federal Taxation 


Nat'l. Metropolitan Bank Building 























(15th St., opposite U. S. Treasury) 
WASHINGTON, D. C. 























Available as your representa’ive on ma:- 
ters before ihe Internal Revenue Bureau. 



































The Corn State Bank of Easton, Ill- 
nois, have now moved into their new 
building. 























Send for figure facts. 





Profit-Sharing 
RF That Makes Bank Buildings 
. Yield Greater Profits 


Loyalty is good as far as it goes,. but it 


Link up loyalty, however, with a personal 
interest, prompted by the interest it will yield 
in dollars and cents in a man’s check, and you 


This loyalty, p/us, among our profit-sharing 
employees, cuts down building costs on every 
bank we build. It cuts corners, without cutting 


It is but one phase of the Underwood Plan 
of the shortest distance between two points— 


The “pay-as-you-go” is another feature; the 
practical enocomy of which you will promptly 
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Canal Bank Building 
New Orleans, La. 
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The Little Horn State Bank, Wyola, 
Montana, has increased its capitaliza- 
tion from $20,000 to $25,000. 


Franz Meyer, an assistant cashier of 
the National Bank of Commerce in New 
York and manager of its Foreign 
department, has been appointed a second 
vice president of that institution. Ira 
W. Aldom, William §. Graves and 
Eugene M. Prentice were appointed as- 
sistant cashiers. These appointments, 
which became effective November 1, 
increased the number of the bank’s offi- 
cers to thirty-six. 
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HOW BANKERS CAN 
READ CHARACTER 


(Continued from page 32) 


forehead. He had an arched nose, large 
but not thick ears, blue eyes and light 
brown hair. 
_ “& delineation of character is more 
interesting when the reasons behind i: 
are given. Otherwise the conclusions of 
an astute reader of character appear 
almost uncanny to the average subject, 
who knows almost nothing about stand- 
ard methods of character reading. In 
this ease I gave my reasons as I made 
the analysis. I said to the gentleman: 
Your slender build, light, florid 
complexion and veined forehead indi- 
cate that you are a man of great energy, 
and ceaselessly active. You do not 
know what rest means. To this you 
partly owe your successful career. 
Your broad forehead light complexion 
and blue eyes go with a deep, thought- 
ful mind, one which is good at planning 
and organization. This also has con- 
tributed to your business success. A 
broad forehead, in combination with an 
excitable temperament, produces humor; 
this quality has made you popular, and 
has been another cause for your ad- 
vancement. 

““In memory you are not above the 
average. You are not musical, nor do 
you care especially for music, as your 
light complexion, hair and eyes show. 
You have a deeply cogitative mind. 
Memorizing brains are more devoted 
to musie than reasoning brains, al- 
though composers of musie possess the 
latter type. The ability to command is 
shown by your arched nose and firm 
mouth, an essential quality in one who 
holds a high position. You are not a 
lover of books, because you care more 
for your own opinions than for those of 
others, as is indicated by your broad 
and eapacious brain. You are essenti- 
ally masculine in character, as is evi- 
denced by such strong features as your 
broad receding forehead and your broad 
receding chin, a prominent chin and 
forehead being feminine signs. By 
heredity you were intended to be a brain 
worker, and such you have become. 
Your agreeable manners and your hv- 
mor make you a favorite with your em- 
ployers and associates, and have helved 
you to rise above your competitors. 1 
do not know your position in your busi- 
ness, but it is one of high responsibility. 

“*¢You should have a long life if you 
control your ceaseless energy, for your 
firm but lithe physique and your strong 
arched nose and small eyes all refer to 
long life. In estimating men’s charac- 
ters your natural ability is good, and 
if you studied the subject you could be- 
come an expert analyst. Thus you 
would greatly enhance your value to 
your employer and could command com- 
pensation accordingly.’ ” 

The above reading was of course 
made by an expert analyst, but any 
one, by a study of the rules and prin- 
ciples of character analysis as laid 
down in “CHARACTEROLOGY,’” can soon 
become an expert in reading his fellow 
men. 
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OFFICERS PROMOTED IN 
PHILADELPHIA BANK 


The following changes have been 
made in the official staff of the First 
National Bank of Philadelphia: 

Thos. W. Andrew, 
elected Vice-President. 

Chas. H. James, Assistant Cashier, 
has been elected Vice-President. 

Carl H. Chaffee, Assistant Cashier, 
has been elected Cashier and the follow- 
ing have been appointed assistant 
cashiers : 

Laurence H. Sanford, 
Aldrich, T. Seott Root. 

Thos. W. vice-president, 
gained his early banking experience in 
the First National Bank, Austin, Min- 
nesota, from which place he went to 
the National Exchange Bank of Boston, 
was elected cashier of the Traders Na- 
tional Bank of Boston, 1890, and had 
twenty years’ active banking experience 
in that city before coming to the Mer- 
chants National Bank of Philadelphis«, 
October 30, 1899. 


Cashier, has been 


Robert E. 


Andrew, 


He was made as- 
sistant cashier, July, 1902, and cashier, 
January, 1907. He has been eashier 
of the First National Bank since the 
merger of the Merchants National Bank 
with the First National Bank on July 
2, 1910. 

Chas. H. James, vice-president, is a 
native Philadelphian and entered the 
First National Bank, July 20, 1885. He 
was elected assistant cashier, April 2, 
1892. 

Carl H. Chaffee, cashier, is a native 
of Norwich, New York, and entered the 
First National Bank, August 14, 1911, 
as secretary to Wm. A. Law. He was 
made assistant cashier, December, 1916. 
He has been prominently identified with 
the Philadelphia Chapter, American In- 
stitute of Banking, and is an ex-presi- 
dent of the Chapter. He has also been 
prominently identified with the Insti- 
tute nationally, having served on a num- 
ber of the most important committees. 

Laurence H. Sanford, assistant cash- 

ier, entered the First National Bank, 
January 2, 1919. He is a graduate of 
Dwight School, New York, and Prince- 
ton University, Class of 1915. He spent 
several years in the commercial paper 
business with E. Naumburg & Co., and 
during the War served in the artillery 
division of the U. S. Army. 
. R. E. Aldrich, assistant cashier, is a 
native Philadelphian, graduated from 
the Central High School of Philadelphia 
and entered the First National Bank, 
March 18, 1902. 

T. Seott Root, assistant cashier, is 
a native Philadelphian, graduated from 
Central High School of Philadelphia in 
1892 and gained his early banking ex- 
perience through his connection with 
the Merchants National Bank of Phila- 
delphia, dating from October 10, 1893, 
and has continued with the First Na- 
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BARSHATL, “Security” Safe Deposit 
Boxes Put Safe Deposit Banking 
On a More Profitable Basis 
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BUSINESS burdened 

with overhead cannot 
earn a profit. The long- 
standing affliction of safe 
deposit banking — overhead 
for investment in unrented 
boxes and big initial cost — 
is eliminated by the unit 
construction of Barshal ‘‘Se- 
curity’’ Safe Deposit Boxes. 


Five standard units of uni- 
form depth, width and height 
enable you to start your 
ingtallation with gne or more 
units and add others as the 
demand for boxes increases. 
These units build up horizon- 
tally and vertically in perfect 
alignment in the space your 
vault permits. Thus Barshal 
“Security ’’ Safe Deposit 
Boxes not only provide an 
open avenue for future 
growth but a _ convenient 
method of entering the busi- 
ness at a small risk. 

Quantity output and modern 
methods enables us to produce 
boxes with strong welded cases, 
Yale & Towne cast bronze guard- 
key locks and heavy Bessemer 
steel plate doors at much lower 
than ordinary prices. And we 
guarantee to ship standard units 
within 30 days from receipt of 
order. : 

All obstacles to your getting 
the profits of safe deposit banking 
are removed if you will avail your- 
self of the advantages Barshal 
“Security’’ Safe Deposit Boxes 
offer. There is a Barshal repre- 
sentative in your locality who will 
call promptly and explain how 
Barshal service rents more boxes. 


The Barshal Line Includes 


Built-to-Order Metal Furniture 
Steel Filing Equipment 
Ornamental Iron and Bronze Work 


FE2EA EQUIPMENT HAL, 


CLEVELAND O 





tional Bank since the merger of the Mer- 
chants National Bank with the First 
National Bank, July 2, 1910. 


Avery Tractor’s New Booklet 

The Avery Company of Peoria, IIli- 
nois, has issued a useful booklet entitled 
“Helpful Hints for Tractor Owners.” 
It is designed to help farmers in locating 
quickly any engine or other trouble that 
may develop while operating their farm 
machinery. It treats specificaly of trac- 
tors, separators, and plows. 

The booklet is arranged in outline 
form, two columns on each page. The 


causes are listed in the left column and 
opposite each is the corresponding rem- 
edy. 


For example, if the farmer finds 
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that his tractor has developed “noisy 
gears,” he refers to the booklet. He 
finds that they are “running too close 
or too far apart.” The remedy is to 
“adjust shift lever rods, sliding frame, 
stop bolts.” 

No effort was made to prepare an 
elaborate booklet. It is small and suit- 
able for folding and pocket use. The 
booklet is copyrighted by the Avery 
Company. 


The Commercial State Bank of St. 
Paul, and the Cosmopolitan Bank of 
Stillwater, are two Minnesota banks that 
have recently doubled their capital. In 


each case, capital was increased from 
$25,000 to $50,000. 























































































































































































































































































Chicago’s New Morning Newspaper 


On Monday morning, October 14th, the first issue of The Journal 
of Commerce, a complete newspaper, came off the press. 

The Journal of Commerce fills the long established need of every 
business man. It specializes in and covers completely all Financial, 
Commercial and Business News of the day. The special wire service of 
The Journal of Commerce embraces every security and commodity market 
known to the business world. 


Philadelphia Public Ledger 
NEWS SERVICE 


FINANCIAL FOREIGN 


Sir George Paish, former editor Lon- Colonel House, weekly letter of for- 
don Statist, weekly review of world eign and domestic business and political 
finance. news. 

B. C. Forbes, editor Forbes Magazine, Twenty-eight American correspond- 
exclusive article twice a week. ents located in all the important centers 

Clinton B. Evans, foremost Chicago f the world give The Journal of Com- 
economist, daily review of western busi- ™erce exclusive service by cable. 
ness. These include such famous writers as 


= Richard Spillane, daily “Men and Conger Woihe Williams” end" Bw. 
usiness.”’ 3 . 


Fleisher. Mr. Fleisher will furnish 
Daily Wall Street review and gossip, 


news of the Far East from many cor- 
finance by cable from all world markets, respondents in six offices in Oriental 


special crop and business reports daily. cities. 
DOMESTIC 

William Howard Taft contributes his letters, so pawerful in guiding public 
thought along sane and constructive lines. Frederick William Wile and a corps 
of correspondents furnish daily news of diplomacy, politics, finance and all events 
of national importance. Gilbert Seldes, weekly letter of news and comment on 
theatres; William H. Rocap’s report of all important sporting events. 

In addition to this, through its wire service, all of the important news 
of the day is featured. 

Reaching concentrated quality circulation among readers who rep- 
resent most powerful purchasing power, The Journal of Commerce is 
conceded to be an effective advertising medium. If you wish to reach 
in a direct way responsive circulation, include this newspaper in your 
list. 

The Chicago Journal of Commerce obtains its news from independent 
sources through its special New York bureau and is in no way connected 
with the New York Journal of Commerce. 

A complete file of this newspaper will be a valued business asset. 
Subscribe now to this Daily Business Digest. By carrier in downtown 
district; elsewhere by mail. On all news stands. Subscription price 
$12.00 per year—$1.00 per month—Se. a copy. 
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PAUL M. REED JOINS 
WILSON’S FORCES 


Paul M. Reed has joined the forces 
of E. Bird Wilson’s financial advertising 
organization and will travel out of the 
Chicago office of that big New York 
concern. Mr. Reed was formerly at- 
tached to the Bankers Directory, pub- 
lished by Rand MeNally & Co., and in 
that capacity gained the acquaintance 
of a wide circle of bankers. Mr. Reed 
is well posted on bank advertising prob- 
lems. 


The Bank’s Statement 


An explanation, in booklet form, of 
“What the Items of a Bank Statement 
Mean,” has just been issued by the 
Guaranty Trust Company of New York. 
Following a brief discussion of the sig- 
nificance of the various items in the 
customary form of condensed bank 
statement, the booklet says in summary: 

“Bank statements show the financial 
condition of the bank at any given date, 
but a comparison with previous state- 
ments is necessary to ascertain the 
progress that is being made. In addi- 
tion to examining statements of his 
bank, however, a depositor should in- 
quire into its administration, its man- 
agement and the service that it renders. 
Sound policies, a broad vision of modern 
financial needs, efficient management 
and facilities for serving its depositors 
in their financial affairs are the founda- 
tions on which the strongest banks are 
built.” 






One of the Longest 
Dividend Records 


of any corporation in the United 
States has been established by 





The Cincinnati Gas and 
Electric Company 

















Dividends have been paid con- 


tinuously for over sixty-six years. 
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Please mail THE CHICAGO JOURNAL OF COMMERCE to me 
at your regular subscription rate of $12 a year or $1 a month to the 
following address : 














months 


I am enclosing $........ MOP tooo: years subscription. 
n ; th: i 
You may mail me a statement for........ years subscription after 


the first issue shall have been delivered, and I will make remittance 
accordingly. 
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A COUNTRY CLEARING 
HOUSE AND HOW TO 
ORGANIZE IT 


(Continued from page 30) 
when it shall be computed and paid, 
and provisions for payment from certain 
dates depending on the time of deposit 
—these should be incorporated in the 
articles. 

Likewise, a maximum of three per cent 
interest should be allowed on certificates 
of deposit, and the date of maturity 
of such certificates should be fixed. 

The increasing number of bank rob- 
beries, especially in smaller communities 
and outlying districts demands united 
action among rural bankers. Definite 
steps should be taken for the protection 
of member banks through a policy re- 
quiring the installation of up-to-date 
and effective burglar alarm systems, and 
co-operation with government authori- 
ties. Provision for the safe-keeping of 
securities is another consideration. 

Closer attention to credit information 
and records, and the exchange of these, 
is important. The clearing house can 
regulate this to a great extent and pro- 
vide methods that will protect local bank- 
ers from customers who make a practice 
of playing one bank against another or 
obtaining loans without proper secur- 
ity. Member banks should require bor- 
rowers’ statements to be submitted an- 
nually. 

The daily clearings, the hour and place 
for messengers to meet, and time al- 
lowed for settlement of balances should 
have specific tlauses. In some cases, 
balances are settled through the clear- 
ing house; in others, payments are made 
direct from debtor to creditor banks. 
Fines are usually imposed for failure 
to observe these rules. Definite pro- 
visions should also be made as to the 
manner of payment—whether by cash 
. or in certain securities previously agreed 
upon. Exchange charges on items col- 
lectable through the Federal Reserve 
System or banks in other communities. 


A uniform charge should be estab- 
lished for presenting and collecting 
drafts and notes; fees fixed for drafts 
sold over the counter; minimum charges 
for handling matters in escrow. The 
minimum rental to be charged for safety 
deposit boxes should be determined, and 
arrangements made for the proper dis- 
tribution of public funds among all 
banks in the community. 

Another duty assigned to the clearing 
house is to determine definitely the open- 
ing and closing hours of all. member 
banks, also all legal holidays to be 
strictly observed. 

The conditions of membership and 
Provisions for suspension or expulsion 
of any member bank should be clearly 
stated. Periodical statements of con- 
dition are required from member banks 
M some instances. 

A clearing house committee may be 
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of America. 
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authorized if the association is large 
enough to render. such appointments 
necessary for the ordinary conduct of 
its affairs. If a committee is appointed, 
careful ‘attention should be given to a 
clear statement of its authority and 
duties. The duties of the treasurer and 
manager should be specifically stated. 

Banks are called upon constantly for 
information and frequently to such an 
extent that this courtesy is often abused. 
A policy regulating the handling of these 
inquiries—or certain classes of them 
—may well be worth consideration by 
the clearing house. Larger organizations 
sometimes appoint a committee to con- 
sider the many requests for donations 
and endeavor to place the necessary 
regulations on these. 


The suggestions given in this article 
will be helpful as a guide to the banker 
who is drafting the constitution and by- 


“Tre largest bank 
New York and Chicago, in 
the Great Lakes region, and 
one of the really large banks 


The Marine [rust (G@mpany 
of Buffalo 


Capital and Surplus 
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laws for a country clearing house. 
Some of them ma?¥ not be essential to 
his organization, and local conditions 
will likely render necessary the addition 
of clauses to cover other points. The 
Clearing House Section of the Ameri- 
ean Bankers Association have full in- 
formation and specimen articles which 
contain many helpful suggestions. 


Several thousand dollars were invested 
recently by the First Trust and Savings 
Bank, East Moline, Illinois, in stuceoing 
and remodeling the exterior of the build- 
ing at Ninth Street and Fifteenth 
Avenue. The building has been re-ar- 
ranged and new equipment added. This 
includes the installation of safety deposit 
boxes and a six-ton vault door of the 
latest type, burglar proof, and costing 
in excess of $4,000. 
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HOW THE PUBLIC 
ACCOUNTANT HELPS 
MODERN BUSINESS 
(Continued from page 29) 
to take a larger share of the country’s 
available credit than they were entitled 
to. In each instance they automatically 

have been restricted. 

The proper development of many in- 
dustries depends upon the regularity 
with which they may obtain money, 









from the banks, money just returned 
to the banks by others. 

To insure necessary funds to all the 
industries, fully and without favor, 
banks should not make loans which are 
not self-liquidating. 

To distinguish self-liquidating loans 
from those which are likely to become 
frozen, requires the services in every 
office of an expert accountant in fore- 
casting the movement of the firm’s mer- 
chandise and funds. The accountant 


Income Tax 


Matters 
JOHN E. TAYLOR 


ATTORNEY AT LAW 
231 Woodward Bldg., Washington, D. C. 





OR nearly two years past I was 
engaged in the United States In- 
come Tax Unit revising returns and 
making adjustments of Refund and 
As I have made 


Abatement Claims. 
an intensive study of the various Taxing 
Acts and Rulings I feel that I am in an 
advantageous position to be of service 
to you in any Income, Corporation, 
Estate, Capital Stock, or other Tax 
matters which may come before you. 
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must chart the velocity of 
turnover, past, present, future. 

The owners of large numbers of 
companies often do not understand this 
economie factor. 

If accountants. could be brought to 
appreciate it fully, they should be able 
to educate the owners and accomplish 
a very much needed improvement. 

I have had many opportunities to 
speak to. the owners and managers of 
business, singly and in groups. I al- 
ways press upon them the fact that 
accounting is a great profession, the 
same as is electrical, civil and mining 
engineering. 


business 


The accountant is a professional man, 
the same as is the doctor, the lawyer, 
or the banker. 

Andrew Carnegie was a great man. 
He made his money in steel, but, as 
he often admitted, he did not under- 
stand the steel business. He was a re- 
markable judge of men. He gathered 
an organization around him which did 
know steel better than any other group 
of men. 

Andrew Carnegie, I am told, had a 
sentiment something like this placed 
upon his tombstone: 

“Here lies a man whose success in 
life was the result of his surrounding 
himself with better men than himself.” 

How often we find men in control of 
business whose fingers are all thumbs 
when it comes to the handling of the 
delicate machinery of their organiza- 
tions. 

But I suppose the situation is like 
that of the owners of the great lines 
of trans-Atlantic steamers—the most 
successful owner is the one who em- 
ploys and rewards well the most skill- 
ful pilots. 


REACHING OUT FOR THE 
NICKELS AND DIMES 


(Continued from page 24) 
they believe that banks heretofore have 
forgotten the child in their advertising, 
and that school savings plans, while 
creating the desire, do not stimulate 
the interest necessary to bring the child 
closer to the bank. It is a question, in 
this case, of catering to the future sav- 
ings depositors and keeping the bank’s 
name foremost among the thousands of 
children in that district. 

The Liberty Trust and Savings Bank 
is located in the center of a large for- 
eign speaking district. In many cases, 
the school child is the only English 
speaking member of the family. Ap- 
proximately ten per cent of the for- 
eigner’s accounts are those of parents 
accompanied by the child who serves as 
interpreter and also adds confidence to 
the family side of the transaction. Here 
the child serves in a capacity not en- 
trusted to a friend or neighbor. The 
bank recognizes these children also as 
potential factors now in the produe- 
tion of new business. 
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INTERIORS 


Write for our beautifully 
illustrated portfolio on bank 


art showing our work. 
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Citizens Trust & Savings Bank 
Indiana Harbor, Ind. 


Now under construction 





Foreign Banking 
Since 1864 


STABLISHED in 1864, the Banco 
Nacional Ultramarino has pursued 
a consistent policy of steady growth until 
now its seventy branch offices cover the 
important world markets, particularly 
the Portuguese speaking countries, and 
its resources exceed $1,159,000,000, at 
par of exchange. We shall be glad of 
the opportunity to serve American mer- 
chants, manufacturers and bankers 
through our New York Agency. 


The State Bank of the 
Portuguese Colonies 


BANCO NACIONAL 


ULTRAMARINO 


NewYork Agency, 93 Liberty Street. 
Joseph McCurrach, Agent 


Head Office: Lisbon, Portugal 
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Indiana Harbor, Ind. 


Now under construction 


—and statement 
headings, and 
other banking’ 
jobs will be done 
quicker, simpler, neater with the 


STANDARD 
ADDRESSING MACHINE 


Your stenographer cuts the dirable stencils 
on her typewriter, and inserts them in the 
card index holder. The entire operation is 
done in your office, enabling you to change 
or correct the list of your clients in a minute 
and without outside assistance. 


The “Standard” prints visibly, duplicates, 
or skips, or repeats at will of operator. 
Prints 1,000 or 1,200 pieces an hour. So 
simple that any boy can operate it. 


It Prints, Too 


The “Standard” is practical. It is ideal for 
post cards, notices and small business forms. 


Once you try this feature, you will never be 
without it. 


Send for descriptive literature, showing how 
your addressing can be expedited. 


Some promising territory open 
Only responsible parties need apply 


Smart Addressing Machine Corp. 


New York Office Dept. 11, Goodell & Main Sts., Buffalo, N.Y. 
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MINOR A. BLAND 


The board of directors of the First 
National Bank of Clarksville, Tenn., 
have elected Minor A. Bland vice presi- 
dent of that institution. Mr. Bland 
retired from his present position as 
president of the Coulter Lumber Com- 
pany and assumed his duties at the First 
National Bank on December 1. He was 
also elected a vice president of the 
Southern’ Trust Company, the affiliated 
institution. 

Mr. Bland is well qualified for his 
néw position. He has had long ex- 
perience with credits, is a finely trained 
executive and holds the confidence of 
the community. His career is another 
example of the possibilities of pluck, 
perseverance and close attention to busi- 
ness. He started nearly twenty years 
ago as an office boy in the plant owned 
by his uncle, the late W. F. Coulter. 
That he became president of the com- 
pany attests the result of his labors. 

With the addition of Mr. Bland the 
organization of the First National Bank 
will remain at present, as follows: 

Wesley Drane, chairman of the board 
of directors; C. W. Bailey, president; 
John J. Conroy, vice president; F. T. 
Hodgson, vice president and cashier; 
R. B. Broster and Thomas Foster, as- 
sistant cashiers; Mrs. Sara W. Hood, 
Manager Savings Department. 

In the Southern Trust Company the 
officials will continue as follows: Mr. 


Drane as chairman of the board of di- 
rectors; C. W. Bailey as president; M. 
L. Cross as vice president and James G. 
Holleman, cashier. 


Papers were signed early in November 
for the consolidation of the Common- 
wealth Bank with the Crawford County 
Trust Company, both of Meadville, Pa. 
The actual merger of the two institutions 
will take place before the middle of 
December and the business will be con- 
tinued in the Trust Company building 
under the presidency of Carl W. Me- 
Gill, head of the Trust Company since 
its organization. The Commonwealth 
was organized and began business in 
1908, capitalized at $70,000. It will 
add to the joint assets about three quar- 
ters of a million, making the assets of 
the united banks about two and three- 
quarter millions. 


A complete reorganization of the 
American National Bank of Wichita 
Falls, Texas, was announced by the new 
board of directors on October 30. A 
syndicate of local business men have 
acquired a controlling interest in the 
bank and have assumed the active di- 
rection of the institution. Orville Bul- 
lington has been elected president and 
T. J. Taylor, chairman of the board of 
directors. Mr. Sibley and Mr. Kell will 
serve on the board of directors. 


The Lake Shore Bank of Cleveland 
opened its seventh branch on November 
6. This is located on Euclid Avenue just 
east of 79th Street and will be temporary 
pending the construction of a new build- 
ing on the northeast corner of Euclid 
and EK. 79th. J. Horace Jones is the 
vice president in charge, assisted by 
Daniel A. Berardi. 


The controlling interest of A. C. Wat- 
kins and L. C. Maddox in the Citizens 
Security Bank of Englewood, Missouri, 
has been purchased by Russell H. Shef- 
field, of Kansas City, J. K. Hoover, of 
Englewood, and Louis E. Holland. 


Application for authority to in- 
crease the capital stock of the Frost 
National Bank of San Antonio, Texas, 
by $500,000 has been sent to Washing- 
ton, where it will be considered by the 
controller of the currency. If the new 
issue is authorized the capital stock of 
the bank will be $1,000,000, the capital 
stock now being $500,000. 





Work will begin soon on a new bank 
building to be erected at 28th St. and 7th 
Ave., New York City. When completed 
it will be occupied by the Progress Na- 
tional Bank. 
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ALEXANDER V. OSTROM 


Alexander V. Ostrom, vice president 
of the Liberty National Bank of New 
York who is now on an extended business 
trip throughout the Northwest is well 
known to bankers in this part of the 
country. 

Mr. Ostrom was born in St. Peter, 
Minnesota, September 14, 1879. He 
began his business career as a messenger 
in the Swedish-American National Bank, 
Minneapolis, of which institution his 
father was founder and president. After 
the consolidation of this bank with the 
Northwestern National Bank, Mr. 0s- 
trom was made assistant cashier and 
afterward vice president. Recognition 
of his unusual ability led to the offer of 
the presidency of the Scandinavian Trust 
Company of New York, of which Mr. 
Ostrom became the head on its organiza- 
tion in 1917. 

Mr. Ostrom became vice president of 
the Liberty National Bank when that 
bank acquired the Scandinavian Trust 
Company last year. 


The Sheridan Trust and Savings Bank, 
Chicago, has elected J. R. S. Crowder 
vice president, J. F. Brasor, cashier, and 
J. W. R. Bjorkman, assistant cashier. 
The bank has established a new depart- 
ment, the business and service depart- 
ment, over which Mr. Crowder will have 
supervision. The bank serves more than 
27,000 customers. and has resources total- 
ing $7,000,000. 


The Scandinavian-American Bank of 
Fargo, North Dakota, has increased its 
capital stock from $50,000 to $100,000 

and the surplus from $10,000 to $60,000. 
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That Has 
Grown 
Through 
Serving 


The ability of the First Wisconsin to fill the 
greater requirements of its customers is due 
to the fact that for many years this bank has 
been serving the industries of the city and the 
state and is thoroughly familiar with their 


needs and aims. 


Today we are better fitted than ever before 
to continue the service we have maintained 
for so long and will cordially welcome calls or 
correspondence from those who are in quest 
of a dependable banking connection. 


_ FIRST WISCONSIN 


NATIONAL BANK 
Milwaukee 


The State Bank of Waterford, Wis- 
consin, has increased its capital from 
$10,000 to $25,000. 


The new building of the Citizens Trust 
Company of Schenectady, New York, 
was opened to the public on November 
2. A reception attended the opening. 


N. G. Kohl, has been appointed ac- 
tive vice-president of the Southern 
Michigan National Bank of Coldwater, 
Mich. This bank, with capital and 
surplus of $330,000, is one of the most 
progressive institutions in the Wolver- 
ine State. Mr. Kohl was former 
cashier of the First National Bank of 
Quincy, Michigan. 





e 





Stephen L. Newnham, of Kansas City, 
has been appointed chief banking com- 
missioner for the Third Federal Dis- 
trict. He succeeds Edward R. Johnson, 
who recently retired. 


W. D. Davis has been chosen presi- 
dent of the Brookhaven Bank and Trust 
Company of Brookhaven, Miss. 


The directors of the Delaware Trust 
Company of Milton, Delaware, have 
purchased property in that city on which 
a new bank building will be erected. 
Estimated cost of the new structure is 
$20,000. 


Plans are now being drawn for a new 
bank building for the Capitol City Trust 
Company at Trenton, Pa. 
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Nels N. Hokanson, formerly of the 
Union Bank of Chicago, has been elected 
assistant cashier of the Great Lakes 
Trust Company. Mr. Hokanson is g 
vice-president of the Swedish Chamber 
of Commerce and takes an active jp. 
terest in foreign trade matters. He 
was in charge of a foreign language 
division of the Liberty Loan organiza. 
tion during the war, which brought him 
into intimate relations with the foreign 
speaking population of the city, and 
his election is in line with the company’s 
policy of increasing its foreign busi- 
ness. 


During the nine months ended Sep- 
tember 30, The Morris Plan banks and 
companies throughout the United States 
made small loans aggregating nearly 
$60,000,000. The total volume of loans 
made by these banks to date exceeds 
$200,000,000. Thomas Coughlin, presi- 
dent of The Morris Plan Bankers Asso- 
ciation and vice president and manager 
of The Morris Plan Bank of Cleveland, 
has been elected a member of the board 
of directors of the Industrial Finance 
Corporation. William S. Royster, presi- 
dent of The Morris Plan Bank of Nor- 
folk and Henry H. Kohn of Albany have 
also been added to the board. 


At a regular meeting of the board 
of directors of the Chase National Bank, 
New York City, Alfred C. Andrews and 
Robert I. Barr were elected vice presi- 
dents. Mr. Andrews was formerly cash- 
ier of the bank and Mr. Barr is a vice 
president of Chase Securities Corpora- 
tion. Edwin A: Lee, William E. Purdy, 
George H. Saylor, and M. Hadden Hov- 
ell, formerly assistant cashiers, were ap- 
pointed assistant vice presidents. Wil- 
liam P. Holly, formerly assistant cashier, 
was appointed cashier. M. L. L. Henry 
was appointed auditor. 


C. R. Hambleton has been engaged to 
succeed E. C. Zimmerer as _ assistant 
cashier at the Guardian State Bank of 
Alliance, Nebraska. Mr. Hambleton 
comes here from Columbus, Ohio, where 
he was auditor and a member of the 
board of directors of the Iroquois Com- 
pany for more than twenty years. Mr. 
Zimmerer has gone to York, Nebraska, 
where he will engage in the grocery busi- 
ness. 


Directors of the Fond du Lac State 
Bank of East Peoria, Illinois, recently 
elected Joseph S. Pfeiffer to the position 
of cashier. 


W. G. Springer, of Idaho Falls, Idaho, 
has been elected cashier of the First Na 
tional Bank of McCook, Nebraska. 


The Aberdeen National Bank of Aber 
deen,. Washington, opened for busines 
on November 1. 


























































W. D. Trotter has been elected presi- 
dent of the Exchange Bank and Trust 
Company of Dermott, Arkansas. V. J. 
Trotter, of Monticello, Arkansas, suc- 
eeeds him as vice president, being also 
elected a member of the board of di- 
rectors. 






The Farmers Trust Company, King 
City, Missouri, is scheduled to open for 
business about December 1. This com- 
any was recently organized with capi- 
tal of $50,000 and surplus of $5,000. 
The active officers are as follows: Jacob 
Levy, president; E. L. Williamson, vice 
president; C. C. Wilson, secretary; and 
Charles E. Potter, treasurer. 





The Corn Exchange Bank of Spencer, 
Nebraska, is having the building for- 
merly used as a drug store remodeled for 
use as its new banking quarters. 









John Cavanagh, president of the Des 
Moines, Iowa, National Bank, recently 
purchased the controlling interest in the 
Euclid Avenue State Bank of that city. 






H. J. McGuire, of Briggs, Texas, has 
sueceeded Will Rancier as president of 
the Kempner, Texas, State Bank. 












The State Bank of Ewen, Michigan, 
has increased its capital stock from $20,- 
000 to $25,000. 







The Citizens Bank of Saline, Michi- 
gan, has increased its capital stock from 
$25,000 to $50,000. 



























y, iid 
” D. V. Van Meter has been appointed 
> assistant cashier of the Mount Vernon, . 
ile Iowa, Bank. 
er, guise 
ry A trust department has been added 
by the First National Bank of Eugene, 
Oregon. Authority was recently given 
to by the Federal Reserve Board, also priv- 
ant ilege granted by the State of Oregon 
of authorities. 
ton can 
ere A. E. Stanger, prominent farmer, was 
the elected president of the Idaho Falls, 
om- Idaho, National Bank at a recent meet- 
Mr. ing of the directors of the bank. 
ska, tii 
- The Barnard Street Branch of the 
American Bank and Trust Company, 
Savannah, Georgia, was opened on No- 
tate § vember 1. Miss W. L. Bohn has been 
ntly § appointed manager. 
tion Bo a 
At a special meeting of the board of 
directors of the First National Bank of 
abo, Webster City, Iowa, E. F. King was 
Nw Bf dected president to succeed W. J. Covil. 
. King was formerly vice president. 
W. C. Pyle, formerly cashier, was pro- 
\ ber moted to the position of vice president 
iness and E. E. Mason, formerly an assistant 





@shier, was promoted to cashier. 
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THE PEOPLES 
STATE BANK 


MEMBER FEDERAL RESERVE . BANK 


$135,000,000 


WENTY-ONE branches locat- 

ed in the various industrial 

and business centers of Detroit, 

give usa thorough knowledge of 

the activities and the conditions 

‘ throughout the city; and this 

knowledge adds materially to 

our ability to serve those 

having need of a Detroit 
connection. 


DETROIT : MICHIGAN 


Resources 
over . . 











Twenty-Five Years of Service 
The Cleveland Trust Company, has 
issued a handsome booklet entitled “A 
Quarter of a Century of Banking Ser- 
vice” which describes the rapid growth 
of that institution since its organiza- 


tion in 1895. Brief articles on the 
progressive policies of the bank, its 
methods, relation to industries, service 
to the community, growth in commercial 
banking, etc., have been written by the 
bank’s officers and prominent business 
men of Cleveland. The booklet is copy- 
righted. 


The Bank of West Fork, Arkansas, 
recently completed plans for a new build- 
ing. In addition to the banking quar- 
ters, two additional rooms will be used 
for a store and postoffice. 
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As a result of a year’s study of Ca- 
nadian finances, the Bankers Trust Com- 
pany has published a book entitled, “The 
Dominion of Canada” treating authori- 
tatively Canadian resources, credit, their 
method of financing the war and their 
banking system. 


The First National Bank, Mobile, 
Alabama, has plans under way for en- 
larging its building. This improvement 
will cost approximately $25,000. 


The Fulton National Bank of At- 
lanta, Georgia, received bids recently on 
their new $300,000 building soon to be 
erected. It will be eleven stories high, 
50. x 100 feet feet, of re-inforced con- 
erete with limestone front. Bank screen, 
floors and wainscot will be of marble. 
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Cotton Gin Versus Corn Whiskey 

Each fall as cotton prices sink under 
pressure of the new crop,, growers hold 
solemn conclave and resolve to cut acre- 
age the following season to maintain 
high prices by the time-honored ex- 
pedient of limiting supply. Just as 
regularly the following Spring each 
farmer plants a full crop expecting to 
reap huge profits from reduced acreage 
elsewhere. 

Nature limited the crop during the 
war and the South came into its own, 
despite widely varying and somewhat 
vague figures designed to show high 
cost of production. Now that war 
profits have been dissipated, however, 
the matter of reduced acreage, or crop 
diversification, is receiving more sincere 
approval than ever before. Corn is fa- 
vored by planters as a substitute for cot- 
ton, possibly as the result of testimony 
brought out in a moonshining case be- 
fore a Federal Grand Jury in Arkansas. 
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CORN EXCHANGE 
NATIONAL BANK 


OF CHICAGO 
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Capital and Surplus $15,000,000 
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OFFICERS 


ERNEST A. HAMILL, 
Chairman of the Board 
EDMUND D. HULBERT - President 
CHARLES L. HUTCHINSON, 
Vice-President 
OWEN T. REEVES, JR., Vice-President 
J. EDWARD MAASS .- Vice-President 
NORMAN J. FORD- - Vice-President 
JAMES G. WAKEFIELD, Vice-President 
EDWARD F. SCHOENECK, - Cashier 
LEWIS E. GARY - - Assistant Cashier 
JAMES A. WALKER Assistant Cashier 
CHARLES NOVAK - Assistant Cashier 


DIRECTORS 


WATSON F. BLAIR 
CHAUNCEY B. BORLAND 
EDWARD B. BUTLER 
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“Fo’ Gawd’s sake, don’t put me in 
the pen’tentiary fo’ makin’ a li’l corn 
likker,” begged the colored defendant. 
“All my life I’se worked a ten-acre 
patch of cotton and was lucky to get 
half a bale a acre. At 10 cents a 
pound I made $250. Now I kin make 
a hundred quarts of “blind mule” out 
of one acre of corn and sell it for $10 a 
quart. It ain’t justice suhs, it ain’t 
justice.”—Wall Street Journal. 


The Decoy 

“Say, Jim,” said the friend of the 
taxi-driver, standing in front of the 
vehicle, “there’s a purse lying on the 
floor of your car.” 

The driver looked carefully around 
and then whispered: “Sometimes when 
business is bad I put it there and leave 
the door open. It’s empty, but you’ve 
no idea how many people’ll jump in 
for a short drive when they see it.”— 
Kind Words. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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A.B. A. GETS BACK OF 
ADVERTISING 


(Continued from page 71) 


ness, and within very recent years, it 
has been found that commercial busi- 
ness also responds to advertising. 


“A campaign by any one section of 
this association, exclusively conducted, 
for the purpose of bringing business 
directly and immediately to the banks 
of that section, will be disappointing. 
A general campaign, conducted by the 
association at large, under the joint su- 
pervision of the several sections, will 
succeed and get results, provided —(1) 
That its purpose be to sell the association 
to its members and the American public 
at large. It is not going wide on facts 
to say that in many cases, membership 
in the A. B. A. is either lightly held, 
or held under a misapprehension, and I 
think you will agree with me that the 
American banker is the most misunder- 
stood of all business men. (2) That its 
further purpose be to advise the public 
regarding the use of their investment 
funds and not to stand guardian over 
the moral or social habits of the public, 
and (3) that a working arrangement be 
made with the Vigilance Departments of 
the Associated Advertising Clubs of the 
World, who are best qualified in this 
field, to protect the public from the get- 
rich-quick pirates and fraudulent pro- 
moters and dealers. 


“My plea is to have this giant 
organization employ a long unused but 
valuable function, by applying the ir- 
resistable power of advertising to the 


_ two-fold purpose, first of increasing fixed 


wealth and multiplying the number of 
citizens participating in fixed wealth, 
and secondly, for the protection of this 
wealth which in turn becomes our cap- 
ital for industrial progress through, for 
example, our railroad and public service 
corporations. 


“An annual fund of $100,000.00 each 
year for three years should be provided 
by assessing member banks on the basis 
of deposits. Thirty-three and one-third 
per cent of this sum should be set aside 
for Vigilance work, and the balance ex- 
pended in a carefully arranged and per- 
fectly correlated nation-wide campaign 
of publicity and ‘advertising. Such a 
plan is called for by national needs. 
The sponsorship for such a plan belongs 
undoubtedly to the American Bankers 
Association.” 


M. 8. Eccles of Logan, Utah, was re 
cently elected to the presidency of the 
First National bank of Ogden, Utah, and 
the Ogden Savings bank, succeeding M. 
S. Browning, whose resignation was a¢- 
cepted by the board of directors. Mr. 
Eecles had previously acquired a con- 
trolling interest in the bank. 
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while the city sleeps— 


N that “darkest 
hour,” just before 
the first gray 
streaks of dawn 

appear,—when the 

consciousness of 

@ even the most alert is 

Ly dulled — then the bank 
robber plies his sinister craft. 


Speedy work is needed. Another 
hour will bring the first rays of 
the coming day, and that inquisi- 
tive policeman may decide to peer 
inquiringly through a window. 
“Well,safe deposit boxes are easy, 
anyway,” muses the cracksman 
as he deftly applies his cold 
chisel toa lock .... 


Right there’s our point —in 
Ninety per cent of the successful 
robberies of safe deposit boxes, 
entrance has been gained by 
punching out the locks, or sledg- 


ing in the doors. In September, 
1920, yeggmen entered a Wiscon- 
sin bartk and stripped the boxes 
completely, netting in excess of 
$30,000. The boxes were opened 
in the usual way. 


Such methods are useless when 
tried on Invincible Safe Deposit 
Boxes. A heavy bar of steel, 
%4"x14", backs up the lock and 
becomes in effect a barricade 
against forcible entrance. This 
patented “LOCK BEHIND THE 
LOCK” is an exclusive feature of 
Invincible Safe Deposit Boxes. 


Finish the story your own way 
—are your safe deposit boxes 
proof against the attacks of ma- 
rauders? The integrity of the 


personnel of your bank is no more 
important than the integrity of 
your safe deposit equipment. 
Sectional construction is univer- 
sally accepted as good engineering 
practise. And combined with 
absolute security the substantial 
appearanceInvincibleSafeDeposit 
Boxes make for safety, depend- . 
ability and higher earning power. 


INVINCIBLE METAL 
FURNITURE CO. 


Manitowoc, Wis. 


The Safe Deposit Department 
isthe only department of the bank 
that yields an actual cash revenue 
on its equipment. The yearly re- 
turn on an installation of 30 Invin- 
cible Safe Deposit Boxes amounts 
to approximately 43%, and in a 
little more than two years, the 
installation will have completely 
paid for itself. 


THE LOCK BEHIND THE LOCK 
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Work is progressing rapidly on the 
new building of the First State Trust 
and Savings Bank, Springfield, Illinois. 
It is expected that the building will be 
ready for occupancy on February 1. 









The First Guaranty Bank of Bis- 
marck, North Dakota,moved into its new 
building about November 1. F. A. Lahr 
is president and E. V. Lahr is cashier 
of the bank. 









The Fairfield County, Ohio, Bankers 
Association was recently organized. This 
came as the result of the Liberty Loan 
Drives during which the bankers worked 
together successfully and learned the 
advantage of closer organization. 











The Dickinson Courty State Bank of 









building. 


Enterprise, Kansas, has awarded con- 
tracts for a one-story bank and store 


The American Exchange Bank of Mil- 
waukee, Wisconsin, has plans ugder way 
for the construction of a bank and office 
building at 5th and Mitchell Sts. It will 
include two stories and basement, 40 
x 90, and cost will be about $80,000. 
The banking quarters will be occupied 
by the Mitchell St. Branch of the 
American Exchange Bank. 


Capital Stock of the National Bank 
of Tifton, Georgia, has been increased 
from $50,000 to $100,000. 


The First State Bank, Bonham, Texas, 
have moved into their new building 
which was recently completed. 


The Terre Haute, Indiana, National 
Bank recently purchased property val- 
ued at $50,000 for use as a new bank 
site for their institution. 
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The First National Bank of Hamilton, 
Montana, recently moved into larger 
quarters. 


Work has been practically completed 
on the handsome new building erected 
by the First National Bank of Nampa, 
Idaho. It will be one of the most mod- 
ern in that state, and represents an ex- 
penditure of approximately $100,000. 


Simpson F. Cannon, brother of John 
B. Cannon, whose resignation as vice 
president of the Bank of Spartanburg, 
S. C., and the Dollar Savings bank 
was accepted recently, has succeeded 
his brother as active president of these 
institutions. 





The Franklin Exchange National 
Bank, Franklin, Pa., is planning altera- 
tions and additions to its banking quar- 











ters. 























Proposed building con- 
taining banking room, 
offices and community 


hall. 











Save 10% on your new 
bank building by our one 
contract price plan 





E make an accurate estimate 
of the total cost to you. This 
original estimate of cost, is the total 
cost of your building absolutely 
complete. 


Bankers who realize the value and 
importance of bank buildings that 
are Architecturally supreme and 
distinctive will find our organization 
offers an individuality of style and 
construction that is obtainable no- 
where else. 







Investigate Our 
One Contract Price Plan 


Bankers Architectural & 
Engineering Co. 


Address Main Office 
1359 Peoples Gas Bldg., a Ill. 






Crist & Anderson Auditorium Bldg., Minpls., Minn. 


Purcell & Elmslie 
Engineers Spaulding Bidg., Portland, Ore. 


Architects 
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WHY IT IS WISE TO START 


THAT NEW BUILDING NOW 


A clear analysis of the present situation 


indicates that the temptation to await pre-war 


GOOD deal of investigation has 

been going on concerning the build- 
ing operations throughout the country 
during the last year and some interest- 
ing and informative material has come 
to hand as a result. 

The various industrial bureaus have 
done their part and done it well in 
revealing the present predicament and 
the various ways and means of ma- 
neuvering to get out of it and get onto 
an even keel. During the war the gov- 
ernment interdicted all but the necessary 
building operations as one of the essen- 
tial means of prosecuting the war. At 
the time such a move was imperative, 
but surely the conditions are now radi- 
cally changed and a new point of view 
is necessary to enable us to meet 
conditions. 

Normal operations must not be dis- 
cussed as a rosy condition to anticipate 
in the course of time, but something 
to plan for and arrange for now, not 
tomorrow, or next week. One of the 
ways is to really visualize what the 
facts are and not to theorize about what 
one thinks they are or wished they were. 
As President Cleveland once expressed 
it, “a condition not a theory confronts 
us.” 

-‘An interesting brochure on the present 
condition was written last July by the 
Fuller Industrial Engineering Corpora- 
tion and the George A. Fuller Company 
from which, with their cordial permis- 
sion, some telling and illuminating data 
will be taken, to the end that when we 
know the facts we can deal better with 
the problems confronting us. 

The following diagrams, statistics, and 
quotations will serve their purpose in 
indicating a fairly complete view of the 
present condition and giving, as well, a 
clear view of what we ought to do: 

“The records of new building con- 
struction in the cities of the United 
States, from 1911 to 1919, -inclusive, as 
published by Forbes Magazine, show 
the following figures : 


Year Sq. Ft. Built 
1911—605,300,000 


1912—630,400,000 
1913—609,300,000 
1914—575,400,000 » 
1915—613,100,000 
1916—624,800,000 


prices may be another way of inviting disaster 


By GEORGE G. ELMSLIE 


Purcell & Elmslie, Architects, Chicago 


“For the years 1911 to 1914, inclusive, 
the estimated average amount of new 
building was equivalent to 605,100,000 
square feet of floor space per annum. 
In 1918 less than one-third of this 
amount was done, and, even in 1919, in 
spite of the large money expenditure, 
the amount of building done was 146,- 
500,000 square feet below this figure. 
Hence, it is clear that ever since the 
end of 1916 the available building space 
has been running further and further 
behind requirements. 

“Owing to the increase in population, 
at least 10 per cent more floor space is 
required to be built annually than before 
the war. Otherwise expressed, we ought 
to have built about 650,000,000 feet an- 
nually during the past three years, or 
nineteen hundred and fifty million 
(1,950,000,000) square feet in all. We 
actually built only about 1,002,800,000 
square feet, and this leaves a shortage 
of 947,200,000 square feet. At the pres- 
ent time, we are building at the rate of 
about 550,000,000 feet per annum. 

“Thus we see that in order to make up 
during this present year the existing 
shortage of housing space we would have 
to construct dwellings, factories and offi- 
ces having an aggregate floor space of 
about. 1,597,200,000 square feet, or al- 





most as much as we ever built in any 
three past years. 


“The chart reproduced in Figure I 
illustrates graphically the normal build- 
ing requirements in the United States 
from 1911 to the end of 1919, the actual 
building operations completed during 
those years and the resulting shortage 
which this country is now facing. 


“It appears, therefore, that we are 
about 18 to 21 months behind in our 
building program, and that the total 
amount of building operations during 
the next few years must not only rise 
to the average normal yearly require- 
ments but must exceed those require- 
ments sufficiently to make up the shortage 
which accumulated during the past three 
years. With this shortage to be over- 
come, there is no likelihood of a decrease 
in building operations, but on the con- 
trary there is every reason to expect an 
increasing demand for some years to 
come. 

“Many manufacturers, who see in the 
present prices obtained for their prod- 
ucts an opportunity to write off the 
increased cost of new building, are 
going forward with their construction 
work, and are thus relieving their 
cramped factory conditions, securing 


THe Buit 0ING SHORTAGE IN THE UNITED STATES 
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Figure I. 
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This chart gives a graphic idea of the tremendous building shortage which the 
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greater production and lowering factory 
costs.” 

The Annalist of New York recently 
said : 

“Competent judges of the present 
building dilemma have felt, and have 
repeatedly emphasized their belief, 
that there can be no progress in 
the building construction enigma 
unless there is a complete realiza- 
tion on the part of architects, deal- 
ers, builders, building material man- 
ufacturers, owners, loaning interests 
and transportation companies that 
the costs of production have af- 
fected the scale of prices, and that 
the law of supply and demand has 
practically been suspended by the 
manufacturer in favor of the 
builder. If the latter does not take 
advantage of the current quota- 
tions he is chiefly to blame if 
further delay occurs. Inactivity 
will tend to decrease production, and 
thus indefinitely keep prices at a 
level even above those now existing.” 
Quoting again from Forbes Magazine: 
“Our advice to our clients, in view of 


this whole situation, is that if they need. 


additional building facilities, and the con- 
ditions of their business justify the ex- 
penditure, it is far wiser to build now 
and enjoy the benefit of the improve- 
ments than to wait and lose the use of 
this money-making space for several 
years, and then build at costs which may 


Banks Hold the World Together 


N every important country there is a native commer- 
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be even higher than those of the present 
time.” 

To resume: Generally speaking, the 
cost of materials will remain much as 
they are for some time. A decline in 
the cost of lumber has been noticed and 
some of the other materials have also 
dropped. However, to await pre-war 
prices is to invite disaster and get fur- 
ther into the hole as indicated in the 
above statistics and pile up our diffi- 
culties. 

It took many years to recover equi- 
librium after the Civil war, but we have 
passed many a milestone in industrial 
power since then and are infinitely bet- 
ter equipped to cope with present con- 
ditions and ‘resolve out of them a work- 
ing program that will enable us to 
react normally against the present exi- 
gencies—and get busy—get very busy. 

The building program and its future 
is directly related to the banker, as the 
man who gives advice, as the influential 
man whose word and belief carries 
weight, the man who launches many an 
industry on the sea of commerce, the 
natural community optimist and believer 
in the restoration of the country’s in- 
dustries. He is in a unique position 
because he can prepare the way by going 
ahead with his own building require- 
ments and thereby lead others to do 


cial bank which serves as a point of contact with 


world business. 


These great international commercial banks have the 
same standards of financial ethics; they observe the same 
code of rules, and work together intelligently to coordinate 
national business customs into an international process 
for the safe and orderly conduct of world commerce. 


The National Bank of Commerce in New York is an 
associate of the leaders among these international com- 
mercial banks, and through them offers to its friends 
comprehensive aid in matters relating to foreign trade. 


National Bank of Commerce 
in New York 


Capital, Surplus and Undivided Profits 
Over Fifty-five Million Dollars 
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likewise. The construction of buildings 
must go ahead. Bankers must go ahead 
and build. There are approximately 
2,500 bankers: in the United States who 
might readily build, who need new quar- 
ters for themselves, bigger quarters for 
their growing business, new buildings 
to advertise the fact that they are a 
going concern, in close touch with events; 
that they are real bureaus of social, com- 
mercial and industrial usefulness. 

The banker, however, should heed this: 
The day of building banks along the 
old, expensive, uselessly expensive ways, 
must come to an end. It is directly and 
specifically up to him to end it. The 
architect as a general rule is toc_hide- 
bound in traditions to know what he is 
doing when designing a bank. He does 
the old, dried-up, expensive, elaborate, 
commonplace performance and is satis- 
fied. Well, the modern banker is not 
satisfied. We have talked with too many 
of them not to know how they really feel. 
In comparison with the old way of 
building, with its large percentage of 
money waste, the new way has a su- 
preme advantage. It is up-to-date; it 
does not linger in the shady ways of 
the past with its preposterous and ex- 
pensive use of materials. The old type 
is like the prairie schooner,—out of the 


(Continued on page 111) 
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The Washington Bank & Savings Co., 
Cincinnati, Ohio, has awarded contracts 
for a new building to cost about $185,- 
000. It will include three stories and 
basement, on a lot 76 x 50, and will have 
brick and concrete walls, stone front 
and trim, with concrete floors and roof 
construction. 


Bids will be taken about February 1 
by the Home Savings and Trust Com- 
pany of Cleveland, Ohio, for the con- 
struction of its new building to be erected 
at Pearl Road and Broadview avenue. It 
will have four stories and basement and 
a lot 76 x 83. It will be fireproof, with 
brick walls and stone trim. 


Work has started on the new Federal 
Reserve Bank building in Boston, Mass. 
It is located at Franklin, Pearl, and 
Oliver streets, will be five stories high, 
and will cost $2,000,000. 


















Merchants Trust Company, Lawrence, 
Mass., has started building alterations 
which will cost $15,000. 


Contracts are now being awarded for 
alterations, interior and exterior, on a 
store building which will soon be the new 
home of the Capitol City Trust Com- 
pany, Trenton, New Jersey. 


The Littletown, Pennsylvania, Na- 
tional Bank will soon erect a new build- 
ing. It will be of cut stone and brick, 
one story high, 37 x 70, and will cost 
$60,000. 


Contracts have been awarded for al- 
terations on the bank and office build- 
ing owned by the Commerce Trust Co. 
and Manufacturers and Finance Co., 
Baltimore, Maryland. 
cost about $150,000. 


The work will 
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The Cleveland Trust Company yilj 


soon erect a new building at Fulton and 
Poe Aves., Cleveland. The new struc. 
ture will be two stories high, 40 x 177, 
and will be of brick and re-inforceg 
concrete, with steel beams and girders, 


Another building will be started soon 


by the Cleveland Trust Company. It 


will be located at E. 55th and “Woodland 
Ave., Cleveland. It will include two 
stories and basement, on a lot 65 x 150, 


The First National Bank of Logans- 
port, Indiana, will soon erect a new six- 
story building, 55 x 75, at a cost of 
$300,000. Preliminary plans are now 
being drawn. 





The Mercer County Bank, Aledo, Illi- 
nois, will build a new one-story building 
at a cost of about $80,000. Work will 
not commence until after January 1, on 
account of present prices. 


Work has begun on the addition and 
remodeling of the building owned by the 
Streator National Bank of Streator, 
Tilinois. 


Bids were taken recently for a new 
building soon to be built for the First 
National Bank of Farmingdale, Long 
Island, N. Y. The new structure will 
cost $40,000. 


The First National Bank of St. Mary’s 
Co., Leonardtown, Maryland; has started 
work on their new building. It will be 
two stories high, 34 x 42, and will cost 
$20,000. 


The Citizens Commercial and Savings 
Bank, Flint, Michigan, will soon add 
another story to its present building. 
The addition will cost approximately 
$9,000. 





Work on the new one-story building 
of the Tisch Mills, Wisconsin, State 
Bank, has begun. The building will be 
one story high, 26 x 40, and will cost 
$10,000. 


The Atchison, Kansas, Savings Bank 
is planning to remodel its present 
quarters. 


The Fultonville National Bank, Ful- 
tonville, New York, plans a new one 
story building, 52 x 35, to be erected at 
a cost of $15,000. 


Preliminary plans are now being 
drawn for remodeling the building 0¢- 
eupied by the Peoples Loan and Trust 
Co., Rochelle, Illinois. The building in- 
eludes two stories and basement and will 
be finished in brick and stone. Bids 
will be taken next spring. 
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Contract for alterations on the build- 
ing of the Bank of La Fayette, Louisi- 
ana, has been awarded to Hoggson Bros., 
New York City. 


The Astoria State Bank, Astoria, Illi- 
nois, has awarded contracts for its new 
home. The building will include two 
stories and basement, and will be 27x11. 


The Farmers Producers Bank of Rob- 
jnson, Illinois, plan to build a new home 
at a cost of $50,000. The structure will 
be of brick and stone, two stories high, 
and 40 x 70. 


Construction is now under way on 
the new building to be occupied by the 
Colonial Savings and Loan Company, 
Cleveland, Ohio. The building stands on 
alot 48 x 90 feet. It will be finished in 
brown rough face brick and trimmed in 
white sandstone. The banking room will 
contain three cages, a directors’ room, a 
ladies’ rest room, together with a large 
modern steel lined burglar-proof vault, 
the vault also containing safety deposit 
boxes. The second flood will be occu- 
pied by a pool room. Officers of the 
company are C. R. Cross, president; D. 
C. Reed, vice-president; H. S. Hart, 
secretary; F. W. Wolf, treasurer and 


J. B. Coffinberry and George F. Hart, 
viee presidents. 
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The Security Trust and Savings Bank, 
Billings, Montana, recently moved into 
its new building. A public reception 
celebrated the occasion. 


The Liberty National Bank, Okla- 
homa City, Oklahoma, plans to move into 
larger quarters as soon as work is com- 
pleted on the remodeling of store space 
recently acquired. 


The State Banking & Trust Co., Cleve- 
land, Ohio, plans establishment of a 
branch bank in the market house district 
of that city to take care of the concern’s 
increasing business in that section. The 
new institution will be at 419 Eagle 
avenue S. E. on a lot 40 x 110 feet. The 
branch will be a two-story concrete and 
limestone structure covering a ground 
space of 40 x 100 feet. The banking 
room, on the first floor, will contain 
4,000 square feet. The second floor will 
be cut into offices. The cost will be ap- 
proximately $125,000. Contracts were 
recently awarded, and the work will 
probably be completed about January 1. 


Rumsey W. Scott, formerly vice presi- 
dent of the Technical Advisory Corpora- 
tion, has been appointed manager of the 
industrial department of the Chemical 
National Bank, New York City. 
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The West End Bank opened for busi- 
ness on November 8, in the Bensonhurst- 


Bath Beach section of Brooklyn. The 
new institution has a eapital of 
$200,000 and a paid-in surplus of $100,- 
000. The officers are: President, S. 
Fromm; cashier, William §. Germain; 
vice presidents, James P. Kelly and 
Selden Raimforth. 


The Pontiac Commercial and Savings 
Bank of Pontiac, Michigan, has author- 
ized the construction of two branches, 
each to be two stories high and to cost 
$55,000. The lower floors are to be used 
for banking business and the upper 
floors rented for offices. The structures 


. are to be completed by May 1. é 


The new building to house the 
Northern Trust and Savings Bank, Des 
Moines, Iowa, is nearing completion and 
the company has planned its formal 
opening to take place about December 1. 
All the equipment in the new building 
is burglar and fireproof. The officers 
are: Harry N. Hansen, president; Ed- 
ward P. Hansen, vice president; Jerry 
S. Sayler, vice president; and George 
E. Perley, cashier. Harry N. Hansen, 
D. S. Kruidenier, Frank S. Collander, 
John C. Wooden, Edward P. Hansen, 
George E. Perley and Fred W. Swanson 
are the directors. : 


UNQUESTIONABLE BACKING 


is to be found in the Warehouse projects which 
are behind the bond offerings of our clients. 


Complete descriptions, concise facts, and concrete figures are clearly 
presented in a ‘‘Moores & Dunford’”’ Report. 


The prime object of this report is to PRESENT TO YOU reliable 
facts and figures regarding the expenditure to be made, the revenue 
to be derived, and the BACKING that guarantees an exceptionally 
Pu ae alone h em behcoclect(ciole 


We welcome your request for this information. 


Prituuua-m eee niiaret 


Case MUM Met 


i ee ne TS ae 
Specialists in warehouse design and maintenance 


and 


supervision of warehouse 


construction 


744-46 First National Bank Building, CHICAGO 
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HE new building of the Brookline Trust 
Company, at Coolidge’s Corner, Brook- 
line, Mass. A modern, commodious and dig- 
nified banking-house for a successful institution. 
It was planned by 


Thomas M. James Company 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
511 Blackstone Building, Cleveland, Ohio 


Says Rate Is Reasonable 

The French press, commenting on 
the $100,000,000 loan which has been 
made by a syndicate of American bank- 
ers to France, endeavors to reassure 
the general public which has been some- 
what alarmed at the rate of interest. 
Taking into account all charges and 
premium, they figure the interest to 
amount to 9.42 per cent. It is explained 
that this rate is by no means unreason- 
able when compared with the interest 
charged both to Belgium and Switzer- 
land in the recent loans made by Amer- 
ica. 


The Bank of Kaukauna, Wisconsin, 
has moved into its new banking quarters. 





Remodeling store space into up-to-date 
banking quarters will soon be under- 
taken by the Bankers Trust Company of 
Indianapolis. The work will cost $125,- 
000. Plans have been completed and 
bids will soon be taken. 


The Houston, Texas, branch of the 
Federal Reserve Bank recently pur- 
chased property in that city on which a 
new building will be erected. The new 
structure will utilize space 85 x 90 feet 
and will include three stories and base- 
ment, all of which will be used by the 
bank. The total investment will reach 
about $500,000. Plans are being devel- 
oped and work will probably commence 
on January 1. 
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STATEMENT OF THE OWNERSHIP 
MANAGEMENT, CIRCULATION, 
ETC. REQUIRED BY THE 
ACT OF CONGRESS OF 
AUGUST 24, 1912. 


Of ThE BANKERS MONTHLY, published ‘i 
ly at Chicago, Illinois, for October, 1920. = 
STATE OF ILLINOIS 

COUNTY OF COOK } = 

efore me, a Notary Public in and f. 

State and county aforesaid, personally coma 
Joseph :M. Regan, who, having been duly sworn 
according to law, deposes and says that he js 
the Managing Editor of the BANKERS MONTHLY 
and that the following is, to the best of his knowl. 
edge and belief, a true statement of the owner. 
ship, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication for 
the date shown in the above caption, required by 
the Act of August 24, 1912, embodied in section 
443, Postal Laws and Regulations, printed on the 
reverse of this form, to wit: 

_ 1. That the names and addresses of the pub 
lisher, editor, managing editor, and business man- 
agers are: Publishers, Rand McNally & Com. 
pany, 536 8. Clark Street, Chicago, Illinois; 
Editor, Joseph M. Regan, Riverside, Illinois; 
Managing Editor, Joseph M. Regan, Riverside, 
Illinois; Business Manager, Joseph M. Regan, 
Riverside, Illinois. 

2. That the owners are: (Give names and ad- 
dresses of individual owners, or, if a corporation, 
give.its name and the names and addresses of 
stockholders owning or holding 1 per cent or 
more of the total amount of stock.) 

Rand McNally & Company—a Corporation. 
Harry B. Clow and Andrew F. W. McNally, 
Trustees of Estate of Andrew McNally, deceased, 
536-538 S. Clark St., Chicago; Andrew F. W. 
MeNally, 536-538 S. Clark St., Chicago; James 
McNally, 536-538 S. Clark St., Chicago; Sabina 
R. Arnold, Western Springs, Illinois; Mrs. Wn. 
H. Milchsack, Nazareth, Pennsylvania; Olars 
M. Hohi, 6 Edgewood Park, New Rochelle, N. Y.; 
Mrs. Florence Pierce Mott, care Whitney Central 
National Bank, New Orleans, La.; Effie §, 
Payne Estate, Trust Dept., Northern Trust Co, 
Chicago; Chas. M. Sturges Estate, 1222-19 §, 
La Salle St., Chicago; Mary A. B. MacKenzie, 
1161 Monadnock Bldg., Chicago; E. C. Buehring, 
586-538 S. Clark St., Chicago; Jessie Hessert, 
425 Arlington Place, Chicago; Julia Hessert, 
425 Arlington Place, Chicago; Gustav Hessert, 
Jr., Trustee for Marie Hessert and Fred Hessert, 
536-538 S. Clark St., Chicago. 

3. That the known bond holders, mortgagees, 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, mort 
gages, or other securites are: (If there are none, 
so state). None that I know of. 

4. That the two paragraphs next above, giving 
names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon 
the books of the company but also, in cases where 
the stockholder or security holder appears upon 
the books of the company as trustee or in any 
other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting is 
given; also that the said two paragraphs con 
tain statements embracing affiant’s full knowledge 
and belief as to the circumstances and conditions 
under which stockholders and security holders 
who do not appear upon the books of the com 
pany as trustees, hold stock and securities in 4 
capacity other than that of a bona-fide owner; 
and this affiant has no ‘reason to believe that 
any other person, association or corporation has 
any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by 
him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the six months preceding the date 
shown above is ........- .....(This informe 
tion is required from daily publications only). 

JosEPH M. REGAN, Editor 

Sworn to and subscribed before me this 9th 

day of October, 1920. wy 


[SEAL] 
My commission expires December 8, 1922. 


STANTON. 


The Liberty Trust & Savings Bank, 
Chicago, took formal possession, 
November 6, of the first section of its 
new half-million-dollar banking home, 
located on the present site at Roosevelt 
Road and Kedzie avenue. This institu- 
tion has had a remarkable record of 
growth and progress. Opening as 4 
state bank in 1912, it has acquired 4 
clientele of more than 30,000 depositors. 
Its deposits have increased at the rate 
of almost $1,000,000 a year. 
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Fact No. 1—proving that you can 
profitably carry your message 
direct to the Executive through 
The Magazine of Wall Street. 


Reaching Men of Influence— 


48% 


of our subscribers serve 
on Boards of Directors 


More than 24% of these are directors of banks 


They serve on 34,454 Boards of Directors 


The advertisement that must talk to hundreds of people in order to find the one man who can 
buy, and who is in a position to buy, is a costly proposition. When your advertisement finds 
a concentrated market for your merchandise or service, it eliminates waste. 


Examination shows that the inquiries developed from THE MAGAZINE OF WALL STREET 
are mainly from executives who actually have the authority to buy. The huge purchasing power 
of Directors is a recognized fact. It is to them the purchasing department goes for final O. K. 


These are the men who select the banks through which their respective companies will transact 
their various kinds of banking business. 


These are the men who decide on questions of industrial engineering, motor trucks, labor-saving 
devices, machinery, building, investment, etc. 


It will cost you less than 2c. per line per thousand subscribers to reach men of real influence. 
Let us tell you or your advertising agents more about how this magazine will help your sales. 


42 Broadway Telephone Broad 5793 


MEMBERS A. B. C. AUDIT 


Best by Test 
Cheapest Rate by Comparison 
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FACT NO. 2—Proving that the _ national 
circulation of The Magazine of Wall Street 
reaches those who can influence sales 


— Executives Controlling Purchasing Power 


Our Questionnaire to Subscribers Inquired: 


“Are You Consulted in Determining 
the Purchases of Your Concern?” 


Our Subscribers are Located 
in the Chief Industrial Cen- 
ters of the Country. 


Vocations of 
Our Subscribers 


MANUFACTURERS OPPORTUNITY OF 
REACHING THE BUYERS Manufacturers and Merchants 51% 
THROUGH THE 
MAGAZINE OF WALL STREET Bankers and Brokers 28% 


Professional Men......... . 12% 


Miscellaneous............ ie 


Official Capacity 
of the Foregoing 
Manufacturers and 
Merchants 


ed Self Owners of Business... . 
@ oa Partners 
in Determi Purchases Presidents 
- Vice-Presidents 
HAVE YOU A E FOR 


‘ MESSAG . 
SUCH A PROPORPION OF BUYERS? Secretaries. .............. 


. Treasurers 


It will cost you less than 2c per line per thousand subscribers 
for a national circulation reaching men who determine purchases 


Let us tell you or your advertising agent more about how this Magazine will help Sale- 


ToHEeULT 


42 Broadway Telephone Broad 5793 
MEMBERS A. B. C. AUDIT 


Best by Test 
Cheapest Rate by Comparison 
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UTILITY INVESTORS 
SHOULD ORGANIZE 


NVESTORS and managers of the 
steam railroads of the country have 
set a very valuable example for those 
interested in utility companies. For 
years the attitude of the public had been 
adverse toward the steam railroads, a 
condition which probably accounted for 
the action of the Inter-State Commerce 
Commission in persistently refusing to 
afford adequate relief to the carriers 
while enforcing all manner of exactions 
against them. But the Commission has 
now changed, as evidenced by the recent 
decision granting to the carriers an in- 
crease in freight rates and passenger 
fares, which it is estimated will swell 
the annual revenue of the railroads one 
and one-half billions of dollars, albeit 
forty per cent of the amount will be 
required to meet the advance in wages 
of railroad employees. Not only has the 
Commission reversed its position, but 
there has evidently come over the public 
a like change in sentiment, as the in- 
ereases are taken philosophically and 
when the applications were pending they 
were not forcibly combated as had been 
similar applications in former years. 
These remarkable changes were largely 
due to organized effort on the part of 
the management of the railroads and 
representatives of the owners of secur- 
ities amounting to $20,000,000,000. 
Executive officers of all the steam rail- 
roads appointed a committee of which 
T. De Witt Cuyler of Philadelphia 
was chairman. This committee held 
frequent sessions, giving full publicity 
to all of its proceedings. It employed 
able counsel to press the claims of the 
railroads before the Commission. It ad- 
vertised freely in all of the leading pub- 
lications throughout the country, setting 
forth the need of the carriers and the 
advantages to the public of providing 
the companies with adequate means so 
that they might properly function. 
This was educational and unquestion- 
ably had its effect upon the public mind. 
S. Davies Warfield, of Baltimore, was 
instrumental in gathering together in 
an organization which he styled the Na- 
tional Association of Owners of Railroad 
Securities the owners of five billions of 
railroad securities, nearly one-third of 
the total outstanding. Mr. Warfield pro- 
ceeded to circularize investors and the 
public, presenting interesting facts about 
the transportation companies and some 
able arguments in their behalf, first in 
opposition to government ownership and 
in favor of a return of the properties to 
the private owners and later in favor 
of a larger return to the carriers. 


Results of these persistent efforts have 
been highly satisfactory. In the face 


of the plea of the former Director-Gen- 
eral of Railroads, Mr. McAdoo, and of 
Mr. Hines, that government control 
should continue for a period of five 
years, Congress and the President were 
induced to return the properties to their 
owners on March 1 last with a continu- 
ance of the government’s guarantee as 
to revenue until September 1. The sec- 
ond point, an increase in rates and fares, 
was also successfully advocated, winning 
a favorable decision by the Inter-State 
Commerce Commission. 


These achievements by the persons in- 
terested in steam railroads illustrate 
what may be accomplished by means of 
organization and united effort. There 
will be other problems to meet and 
solve and it is important, therefore, that 
the Association of Railroad Executives 
as well as the National Association of 
Owners of Railroad Securities shall be 
kept intact for future emergencies. 

Investors in public utility securities 
labor under the disadvantage that they 
cannot make a united appeal to one 
central body, such as the Inter-State 
Commerce Commission. Most utility 
companies conduct an intra-state business 
and are therefore subject only to super- 
vision by the authorities ef the State in 
which their property is located. There 
is, however, a national interest in every 
utility corporation of. prominence, be- 
cause its securities are widely scattered 
and are held by investors residing in 
numerous States. The utility companies 
comprising corporations operating trol- 
ley roads, electric light and power plants, 
gas plants and water supply plants, 
have many things in common, although 
their business is widely scattered. A 
national association of utility investors 
with groups in the various States, if 
forcibly and ably conducted, might ac- 
complish for the utility investors a great 
deal of good. The situation of the util- 
ity companies became so serious when 
it was revealed during the war that a 
National agency had power to compel 
corporations to increase wages but 
lacked authority to provide increased 
revenue to meet the greater operating 
costs, that a commission was appointed 
by the President to study the subject 
and make recommendations. Charles E. 
Elmquist, of Minnesota, was made chair- 
man of this commission. Considerable 
testimony was taken, but the report of 
Mr. Elmquist has not yet been made 
publie. 

The Investment Bankers Association 
of America, whose members make a busi- 
ness of marketing utility securities, is 
taking a deep interest in public service 
securities and in the problems which the 


utility companies have to solve. Such 
questions will undoubtedly receive much 
attention at the October convention to be 
held in Boston and it may be found to 
be practicable that the investment bank- 
ers shall form the nucleus for a national 
association to press the claims of all util- 
ity investors. There is a very recent en- 
couraging example of what may be ac- 
complished through concerted action. 
A few months ago managers interested 
in artificial gas plants met in New York 
and discussed the advantage to the man- 
ufacturing companies of changing the 
standard of gas supplied from candle 
power to British thermal units. The 
desirability of the change so impressed 
the delegates that upon their return 
home they at once undertook to bring 
about the change in standard in their 
respective communities and they have 
already made great progress in this 
respect. 

Something should be done to improve 
the credit of the utility companies whose 
plants must expand in order to keep 
pace with the growing demand caused 
by the increased population of nearly 
all towns and cities as shown by the 
census reports and the way to achieve 
the desired end clearly is through organ- 
ization, cooperation and united effort. 
Public sentiment is apparently now in 
an -amicable mood, which will make the 
task less difficult if it is entered upon 
at once. Investors and investment bank- 
ers are a latent force in every community 
of importance and this latent force ought 
to be made potent for good.—Commer- 
cial and Financial Chronicle. 


The State Bank of Parish, N. Y., of 
which H. C. Fuller is cashier, has hit 
upon a novel scheme of aiding the farm- 
ers in the western section of Oswego 
County and more particularly in the 
immediate vicinity of the town of 


Parish. It is a farmer’s market bul- 
letin, wherein is listed many farms for 
sale in various towns, as well as ar- 
ticles desired by the farmers. Every- 
thing listed is in classified form and 
the listing of the “for sale” and 
“wanted” property by the farmers is 
without remuneration. 


A federal reserve act has recently 
been introduced in the South African 
Parliament. The act provides that the 
bank shall have the sole right to issue 
notes, and supervise the export of gold. 


Ogden H. Freeman, formerly in 
charge of the bond department of J. 
M. Byrne & Co., New York City, has 
become connected with Millett, Roe & 
Hagan. 


Frank Gray, assistant cashier of the 
First National Bank of McConnellsville, 
Ohio, has resigned and Earle Eveland 
has been elected his successor. 
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HOW ENGLAND TACKLES 
WAGES 


(Continued from page 23) 


possible solution in very large operations. 
This proposition is along the line which 
socialistic reasoning has taken for many 
years and it will be interesting to note 
what progress is now made in accepting 
it. 

“T realize that great opposition will 
appear to its adoption in individual cases 
because of the fear inspired that the 
operative will have to work too hard 
for what he receives. But if we can 
treat operatives in groups and say that 
5,000 or 100,000 working in a given field 
should produce so much product in a 
given time, do we not then leave a wide 
field for the play of individual effort? 
It must be assumed that the total pay 
received by the group shall be fair and 
reasonable, enabling them to live normal 
lives and raise and properly educate their 
families and provide for old age. 


“Tt certainly is worth while for in- 
dustrial leaders to study this principle 
and see whether they can apply it to 
advantage, with such individual modifi- 
cations as the particular industry may 
require. If Great Britain can establish 
this principle in the settlement of the 
present threatened coal strike it will 
have a marked effect on industry every- 
where. In reading reports of discus- 
sions between the various parties who 
were undertaking to settle the coal strike 
in England it was very gratifying to 
have verbatim reports of what was actu- 
ally said by individuals rather than 
extracts and reporters’ opinions of what 
was said. Comments by newspapers are 
always in order but here the individual 
remarks were always accurately and 
fairly stated so that a reader might 
draw his own conclusions from what was 
said and not be biased by the newspaper 
comment or misconstruction. This same 
practice might be used by newspapers 
much more in this country to the advan- 
tage of all concerned. 


“The keen interest shown in this 
country in this great threatened strike 
in England once more vividly makes one 
realize that the whole world is vitally 
interested in the great events which take 
place in any part of it. It absolutely 
nullifies the idea of isolation whether 
we like it or not. We are interested in 
European affairs as they are in our af- 
fairs. We want to sell them goods and 
they want to buy them—we want to buy 
their goods and they want to sell them. 
We want to profit by their advances in 
civilization and they by ours. Can we 
do this without human interest or hu- 
man relationships? And again are not 
political affiliations involved? Of course 
they are! So in our present political 
struggle in this country we must ex- 
pect, that no matter who is elected, there 
will be a closer and closer relationship 


Accurate records make it easy 
to make out an income tax report. 


An up-to-date National Cash Register gives com- 
plete and accurate records of — 


® Cash sales. 


@ Received on account. 


@® Charge sales. @® Petty cash paid out. 


A merchant must have these records to make out 


his income tax report. 


National Cash Register records are printed and 
added. They are always available and always 


reliable. 


There is no other way a merchant can 


get these records so easily as ‘with a National Cash 


Register. 


Every merchant needs these records once a year 


for his income tax report. 


He needs the same 


records every day to control his business. 


We make cash registers for every line of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER Co. 


DAYTON, 


between the United States and European 
States and that we cannot live normally 
without it. 

“Tt is gratifying to note that the 
United States is now getting down to 
work; that the margins of profits are 
less, which means greater care and econ- 
omy of management and of expendi- 
ture; and that industries and individuals 
that have been too much spread out are 
curtailing and reducing their stocks and 
their liabilities. These are all healthful 
operations which cause distress for a 
time, but which eventually put industry 
on a much more substantial basis. This 
condition had to come and the sooner 
we all adapt ourselves to it, the quicker 
will be the recovery. The people of this 
country today are living in a comfort 


OHIO. 


and luxury enjoyed by no other nation 
and yet we are not content. We can 
learn much from both France and Eng- 


land of how to get more contentment out 
of life.” 


The Harris Trust and Savings Bank 
of Chicago and the National City Com- 
pany have purchased $1,000,000 Prov- 
ince of Alberta, Canada, 6 per cent Gold 
Bonds, due November 1, 1930, which are 
being offered at 92 7-8 and interest, 
yielding 7 per cent. The bonds are a 
direct obligation to the Province of Al- 
berta, payable from general Provincial 
revenues. Alberta is larger in area than 
any state in the United States, except 


Texas, and has a population estimated 
at 587,000. 
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S BUILDINGE 








Contents 


1. Advertising. Covers newspaper adver- 
BY tising, letters, circulars, booklets, window 
( display. Shows how leading banks are 
using advertising to build business. .De- 


®) scribes unusually successful campaigns. You 
= are given the principles by which successful 
kA advertising is done and many valuable helps 
Dy in preparing your own copy. 
D 2 Building Savings Deposits. Gives a 
Ry complete view of the most practical methods 
by which depositors are induced to increase 
By their savings and new depositors are secured. 
5) Complete detailed plans showing how many 
E banks have increased deposits from 50 per 


cent to 100 per cent or more. 


3. Aids to Farmers. Shows how progres- 
sive bankers are aiding farmers to improve 
soil, to develop better live stock, to utilize 
modern machinery, to eliminate wastes, by 
developing clubs, hiring agricultural agents, 
and by extending proper credit. The steps 
by which remarkable results have been 
accomplished are given. 





For the Personal Use 
of Every Bank Executive} “T 


These Business Building Bulletins are of particulag As ¢ 
interest to every bank executive. You will find ifhave a 
worth your while to have a complete set sent to yougto you 
home address, together with a year’s subscription wpmagaz 
THE BANKERS Montuly. In these Bulletins and ifsively 
NLY «thet te aa ob every issue of THE BANKERS MONTHLY you get terejOver 
America’s leading bankers , interesting descriptions of the methods used by otheggone a 
By-:| said: “Those of you who have bankers, both in city and in country banks. Theepperhay 
been in the banking business for the descriptions cover Advertising, Savings, Bank Orgasigsudder 





























eS o oo zation and Management, Aids to Farmers, and t face e 
those of ten years ago. I venture to means by which every bank is enabled to keep in toudl files a 
say that ten years from now what is with development and progress in the banking fiel their ¢ 
considered knowledge today will be Particular emphasis must be given the fact that thijof do 
an little less than tgnorance. magazine is not theory or guess, it is not a series djthous: 
ce the b sae bcc cae iene suggestions or plans still untested by experience. & the e: 
to realize the highest success, to keep the contrary, it brings you only fried out methotsj briefly 
up with the procession of progress.” proved plans, demonstrated ideas that have worked fi ' 


other bankers and that you can adapt or apply in yot 


No doubt you will agree with 
this sentiment. Certainly banking own bank. 





! 
Za 















EY methods are undergoing great Every page of these Bulletins and every page“ Why 
ZI ee. ee eee _ THE BANKERS MONTHLY is written with this singit wor 
z why it will pay you to keep closely idea in mind: To help bankers keep in constant tout _ 
e in touch with the new ideas, plans, with new banking ideas, systems, methods and equi : 
2 methods and policies reported in ment. They will help you to simplify routine; 4 3. 
RA every issue of THE BANKERS overcome difficulties; to keep down costs; to D00fand the 
5 MonrHLy. dividends. Every article and report is thoroughly relial = 
and based on years of successful banking experience. } td. 


A 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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{BULLETINS—FREE 


m4 Contents 























| 
THE BANKERS MONTHLY 
A BUSINESS BUILDING 4. Keeping Track of the Day’s Work. 
few \ \ | | The purpose of this Bulletin is to help bankers 


=_ BULLETINS. a keep their fingers on the day’s work. It 

; Jess covers routine methods, finding practical 
: ways to simplify work, methods for handling 
the interestitem, etc. Only effective methods 
are given. 


5. Getting Profits Out of Your Accounts.~ 
Throws an entirely new light on getting 
profits out of accounts. It shows how to 
analyze accounts, to find what they are 
worth, how to make them yield greater 
profit. Many large accounts are found to 
be losers. One bank lost money on a $97,000 
average balance. Another bank lost $218 
on a $30,000 account. 


6. The Central File and Employees’ 
Contests: Some of the subjects covered in 
this Bulletin are Encouraging Employees to 
Bring in Deposits; Lining Up the Force for 
New Business; How to Arrange Workers’ 
Contests; the Strongest Arm of the New 
Business Plan; How a Central File Helps 
Dividends; A Simple Plan that Won 

1,000,000 Deposits. 


Why Bankers Read 
Lhe Bankers Monthly” 


How » Country Bask Sent its Deposit 
Styward 


What You Can Do to Help Farmers 





Vax Vanivaxiivaxt 














culay As a bank executive, you really cannot afford not to Clip This Coupon ak 
d ifhave a personal copy of THE BANKERS MONTHLY come and Mail Today iS : 
yougto you every month when the price is so small. This i 
n tmagazine is the only banker’s magazine dealing exclu- i 
d afsively with bank management and banking success. Ne 





THE BANKERS MONTHLY, 
536 South Clark St., Chicago, Ill. 


ia 


terepOver and over our editors have seen banks that have 
othaggone along at a slow pace, growing a little year by year 
Theepperhaps, but not making any real noteworthy progress, 
gaigsuddenly rise to the enormous possibilities that today 
| tfface every wide-awake banker. On our lists and in our 
oudpiiles are records of scores of banks that have increased 
fieiftheir deposits in amazing ways; that have cut their costs 

ipo doing business; that have added hundreds and 


I accept your special approval offer. Please 
send me your six new Business Building Bulletins 
free and prepaid, and enter my name for a full 
year’s subscription to ‘‘THE BANKERS MONTHLY” 
—i12 issues. If I am not satisfied after I 
have examined the Bulletins and the magazine, 
I will return the Bulletins to you within five 
days after receipt and you,agree to cancel my 


: 










~ 
, , - subscription. If satisfied I will send you $5.00 iS 
es djthousands of men and women to their depositors; and on receipt of invoice in full payment. e 
- Oifthe explanation of all these successes is. given clearly, iS 
hods DOMES ns aistalomte cd Weald Rebs urls, «og a tiers uals i 
d fgg letins, and in successive issues of THE BANKERS MONTHLY. iS 
you Position ig 





Our Free Offer 


_ Why not give Tue Bankers Monruty a trial? You will find 
it worth while to have a personal subscription sent to your home 
oui address, And we are-confident. that you will agree, after you have 


pe 


single 
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briefly and interestingly in the Business Building Bul- J 
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quip mad the Bulletins and the magazine, that this is the most practical coe ie 
e: fi Value you have ever secured for so small a subscription price. nS 
1) af _ But we want you to judge these things for yourself. We will lay the Bulletins S > 
DOOS# and the magazine on your desk for approval. Look them over and if you are not een: 2 poh sa seinen haat vob Rin eee = 

s}iabieg Stisfied drop usa line and we will immediately take your name off the list. '@ 
Simply clip the coupon and there positively will be no cost unless you are satis- = 

ce, fied. DSi Seiki eee Ss 
ig 
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Free Service For Our Readers 


So many of our readers have requested us to give them serv- 
ice on Equipment and Method machinery that we have opened 
this new SERVICE DEPARTMENT in which we offer our 


services without charge in rendering any assistance possible to 
our patrons. 


. We will always be pleased to assist in choosing the right 
équipment and supplies and to see that THE BANKERS 
MONTHLY readers get the best and most prompt attention. 

We can secure for you without charge catalogs and litera- 
ture describing any product that you may be interested in and 


it will be a pleasure to render the service, so do not hesitate to 
write us at any time. 


If you want material of any kind we can place before: you 
any information you need—either now or later. We can help 
get right prices and prompt deliveries. 

To get this information look over the list of material, equip- 
ment and service listed above, place a mark opposite the article 
you are interested in, fill in the coupon below and mail it to us 
and your inquiry will be given prompt attention. 

There is no charge for this service 
















 cleaeliaaliatieeleentietianttetieatigntetiatiastientbestbestientententontetedata 


SERVICE DEPT., THE BANKERS MONTHLY 1 
536 S. Clark St., Chicago ‘ 








= Gentlemen; We are interested in the items checked in the above list, and would 
1 cupeocate your putting us in touch with manufacturers whom you know are reliable and f 
a” l furnish these goods promptly and at best prices. 
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Accountants 
Accounting Devices 
Accounting Typewriters 
Adding Machines 
Addressing Machines 
Addressing Machine Sup 
Architects 

Automobiles 


Bank Advertising 
Bank Forms 
Banks for Sale 
Bank Signs 
Blank Books 


oxes 

Bookkeeping Machines 
Brokers 

Bronze Doors 

Bronze Memorials 
Bronze Name Pilates 
Bronze Work 

Budget System 
Burglar Alarms 


Cabinets 
Calculators 
Cancelling Machines 
Cash Registers 
Chairs 


Checks 

Check Writers 
Clips 

Coin Boxes 
Coin Changers 
Coin Counters 


Coin Wrappers 
Construction Materials 


Deposit Books 
Deposit Slips 


esks 

Dictation Machines 
Display Signs 
Duplicators 


Electric Signs 
Elevators 
Engineers 
Engraving 
Envelopes 
Envelope Sealers 
Erasers 

Expense Books 
Eye Shades 


Farm Mortgages 
Fasteners 

Filing Boxes 
Filing Cabinets 
Filing Supplies 
Filing Specialties 
Furniture 


Glass Desk Pads 
Gold Pens 
Gummed Tape Sealers 


Heating Devices 

Heating Systems 
Heat Regulators 
Honor Rolls 


ice Machines 
income Tax Experts 
indelible Ink 
indexes 

index Guides 

index Tabs 

taping Pads 


nks 
inkstands 
Investment Houses 


WHAT DO YOU 
WANT? 


Ledger Paper 
Letter Distributors 
Lighting Fixtures 
Linoleum 
Lithographing 
Lockers 

Leose Leaf Binders 
Loose Leaf Eyelets 
Loose Leaf Forms 
Leose Leaf Sheets 


Malling Machines 
Mall Order Service 
Map Pins 


Maps 

Memo Books 
Metal Equipment 
Metal Furniture 
Metal Stands 
Moisteners 


Office Stationery 
Office Supplies 
Ornamental fron 


Paper 
Pass Books 


Patents 

Payroll Calculators 
Pencil Clips 

Pencils 

Pencil Sharpeners 
Penholders 
Perforators 

Phone Attachments 
Phone List Holder 
Fretegraph Copying 


ins 

Plumbing Fixtures 
Portfolios 
fo ee 

ress ngs 
Printing. - ’ 


Rubber Bands 
Rubber Goods 
Rubber Signatures 
Rubber Stamps 


Safes 

Satety Check Paper 
Safety Deposit Boxes 
Safety Locks 

Second Hand Safes 
Service Rolls 

Stamp Affixers 
Signal and Call Systems 
Statuary Bronze 
Steel Pens 

Stenog. Note Books 


Tables 

Tax Service 

Terra Cotta 

Thumb Tacks 
Tickets 

Time Stamps 
Tractors 

Trays 

Typewriter Carbons 
Typewriter Ribbons 
Typewriter Rollers 
Typewriters 
Typewriters Rebullt 
Typewriter Supplies 


U. S. Treasury Service 
Vaults 


Waste Baskets 
Window Shades 
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WHY IT IS WISE TO START 
THAT NEW BUILDING NOW 


(Continued from page 99) 







spirit of the day. Prairie schooners 
were junked long ago. The new type 
is the express train. That is a reason- 
able comparison. 







Tf an architect cannot get his desired 
effect without applying an elaborate 
system of marble and bronze he ought 
to be sent to a kindergarten. 


To make a splendid building without 
the use of expensive material is the 
thoughtful architect’s job. He does not 
need marble. He does not need bronze. 
He does not need an elaborate use of 
one single expensive item,to make a stun- 
ning, interesting, serviceable, and eco- 
nomical bank. We have done this and 
know from experience. 














If the banker wants to arrange a 
building program on such a basis he can 
do it, but he must demand it. And by 
doing so, he can cut out a large percent- 
age of the high cost of building. The 
materials are simpler and cheaper and 
everlastingly durable. 


An interesting point is that men are 
beginning to do more work per day. 
The following item in a letter from the 
Fuller Industrial Engineering Corpora- 
tion, the largest contracting organiza- 
tion in the country and dated October 
11, 1920, testifies to this effect: “In the 
last few weeks we know that the car- 
penters and bricklayers, as well as other 
trades, have been turning out higher 
production than heretofore, but are yet 
below pre-war records.” 

Since approximately 85 to 90 cents 
out of every dollar of the cost of a 
complete structure concerns the work- 
man and finally goes back to him one 
way or another, from mining the coal 
and ore to collecting the gums for the 
varnish, and only 10 to 15 cents out of 
the dollar goes for the material itself, 
the importance of getting a full day’s 
work for a full day’s pay is obvious. 
This is one of the most encouraging and 
optimistic signs of the times and the 
thing to take advantage of by greater 
personal contact and a greater degree of 
co-operation between employer and em- 
ployee. 

Mr. Hoover goes on record as saying 
that “wages need not drop if efficiency 
inereases.” This is borne out by the 
economic history of the past and is 
another reason for developing to the 
highest degree the solidarity of what 
we call capital and labor to the end 
that antagonism ceases and the com- 
munal interest of all takes its place. 

Get ready to build in the spring if 
you need and ought to build; later on 
there is bound to be more or less con- 
gestion arising from our haste to catch 
up to our requirements. 
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THE KNOTT 


i; Where mie Comforts for Gentle Folk 


Good Wholesome Table at Reasonable Prices Prevail 


AMERICAN PLAN 


Room, Private Bath and Meals included 





and 


Under KNOTT Management 





1 Person $5.00, 2 Persons $8.00 Per Day 





Special Rates to Permanent Guests 


IN NEW YORK CITY ° 


THE HOLLEY - - - 


HOTEL LE MARQUIS -— - 


* THE VAN RENSSELAER - 


THE BERKELEY - - - 


THE EARLE- - - - 


THE IRVING - i a ee 


THE JUDSON - - - 
THE ALBERT - - 
THE WELLINGTON | - ~ 


Washi 
12 East 3lst Street 
= 11th Street and 5th Avenue: 
- 9th Street and 5th Avenue 
Washington Sq. North 
26 Gramercy Park 
- Washington Sq. South 
lth Street and University Place 
- 55th Street and 7th Avenue 


ington Sq. West 


OUTSIDE NEW YORK CITY 


KEW GARDENS INN_~ - - 


CROCKER HOUSE - ~ 


Kew Gardens, Long Island 
New London, Conn. 


Write for Reservations 


To Aid Cotton Growers 


Bankers with a large number of 
southern correspondents express the 
opinion that the newly organized Fed- 
eral International Banking Co. in New 
Orleans with a minimtm capital stock 
of $6,000,000 will have a beneficial effect 
on cotton and therefore on the South 
generally. 

Organization of such a bank was re- 
cently recommended at meeting of the 
American Bankers Association in Wash- 
ington. 

“Just how much good this new bank 
will do will depend on the management,” 
said a banker. “I know of one com- 
pany that, with a capital of $2,000,000, 
bought a lot of cotton—60,000 bales at 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


one time and 80,000 bales at another 
time—and shipped it to Czecho-Slovakia 
under an arrangement that seemed to 
me to be ideal. This company never 
gave up title to the cotton, and in addi- 
tion it had a lien on the finished textile 


fabric, a guarantee from the mill 
owners and a guarantee from the 
Czecho-Slovakian Government. The 


business of this concern has been ably 
managed and, of course, has been profit- 
able.”—The Wall Street Journal. 


Directors of the South Side State 
Bank of Chicago, have elected Roy O. 
West, a director to fill the vacancy oc- 

-easioned by the resignation of George 
B. Robbins. 
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CLASSIFIED ADVERTISEMENTS 


-Advertisements will be accepted under this heading at FIVE CENTS per word, 


signatures, address, name and heading 
addressed care of the BANKERS’ ecketr will be forwarded promptly. 


ADVERTISING SERVICE 


Fifty new bank or trust company ads monthly 
gl _ dollars a year. Better Adz, Buff -~ 
3—12 


Nothing startling— nothing ‘faddy’ — just 
clean, common sense, business getting advertising. 
That’s the sort of advertising I furnish—It’s the 
kind your bank should have: Three words will 
bring you details, ‘‘What’s your proposition?” 
Use them now. Charles Callahan, Excelsior, 
Minn. 


Many bankers prepare better copy and layout 
more attractive advertisements, _ booklets, and di- 


four AD-CHARTS for layout, type measuring, 
type sizes, type styles, typographic arrangement, 
proof reading, engraving instructions, etc., being 
the working tools, and the KEY to AD- CHARTS 
which furnish more detailed information. Regu- 
lar price $7.50. Special price for complete sys- 
tem for short time only $5.00. Sent on approval. 
Advertisers Service Co., O. D. Graves, Mer., 
Springfield, Illinois. 12*-2 ti 


BANE DIRECTORY 


Have you issued your order for the July 1920 
Rand McNally Bankers’ Directory? Every bank 
should have this directory. $15 per copy. *8-3ti 


BANES FOR SALE 


Southern Oalifornia Banks. We specialize 
in delivering controls. Ask for lists. Anderson- 
eee, Oo Suite 210 Story Bldg., Los = 


BUSINESS OPPORTUNITY 


If you have not sent in your order for the 
July — BANKERS DIREOTORY, you'd 


erent Mercantile Agency, heen 


Montana-Karbel Mercantile Agency, Helena. 
12*-6 ti. 


FEDERAL INCOME TAX 


Returns reviewed and amended. Olaims for 
abatement ahd refund prepared and prosecuted. 
National Income Tax Service Bureau, Suite 333, 
Woodward Bidg., Washington, D: C. 12*-3ti 


FREE BOOK ON BANKING 


Tells how you can prepare to ‘take the 
cashier's place by studying at nome in = 
“~ Write for your copy. ool 

of Banking,. Edgar corn, = 
McLene Bidg., Columbus, Ohio. 


FOR SALE 


FOR SALE—Bank fixtures for small town 
consisting of white oak office with glass 
and. wire panels, above, and with two doors and 
two wickets. One large National burglar proof 
safe; a Burroughs duplex adding machine all in 
as ~ condition and offered at a bargain. 

prices write The Farmers ange 
Bask, Maunie, Ill. 11-2ti 


Marble"Bank Fixtures almost ‘new, for stand- 
ard 25 ft. Room. Modern, beautiful, cost $8500. 
Photo plans furnished, can take down with ex- 
pert. marble men, crate, pay freight and erect 
your room at real bargain. Also Quartered Oak 
oe Base Fixtures, extra heavy, 6 Wickets, 

8 Cages, front offices, cost $4500. Low price. 
Six’ other Secoridhand Counters. Secure our 
estimates now. Fixtures, Finest Factory West. 
Reasonable prices. W. D. Collins Bank Fixture 
Co., Denison, Texas. 12*-1ti 


HELP WANTED 


WANTED—Traveling Salesman for the State 
of Illinois by an established Lithographing Com- 
pany niow selling many banks in Southern and 
Central Illinois. State salary wanted, amount 
of business, age and experience. Address Box 
100, c/o BANKERS MONTHLY. 12*-1 ti. 


IDEA WANTED 


WE WANT an idea, device, plan, publication, 
novelty” or labor-saving utility kindred to the 
banking business that will keep our $200,000 
lithographing, printing and binding plant going 
on a non-competitive basis. If possible, send par- 
ticulars in first letter. Mutually satisfactory 
proposition made for idea accepted. Address Box 
1000 ¢ /o Bankers Monthly. t.f. 


INCORPORATIONS 


Incorporate Your Business; 
ships; 


Delaware Best, ante a Cheapest, most 
liberal. Nothing n aid in. No adver- 
tising, affidavits, ‘‘blue sky we, ”” or state stam 
tax on stock or transfers; do business and hol 
meetings anywhere. Investors prefer them. 
Free forms. Colonial Charter Company, Son 
mington, Delaware. 6*6 


OPPORTUNITIES 


BANK CLERKS AND OFFICERS desiring 
bette: position or change of location, write 
BANKERS EMPLOYMENT ASSOCIATION 


OF AMERIOA, 1-1262 Bryden Road, Columbus, 
Ohio. t. f. 


PRINTING 


Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. 8. A. Lithographers, Embossers, 
Stationers, Office Furniture. 6*12ti 


Pri Banker, Let us divide your Kalendar ex- 
mse ‘by 12. Newsom’s 12-Year Kalendar. 
ty Ingleside Terrace, Washington, D. O. 10*8ti 


SITUATION WANTED 


SITUATION WANTED—New Business Man- 
ager of broad experience in all departments of 
commercial and trust banking now associated 
with middlewestern bank, seeks opportunity 
where he may have greater field for his ability. 
Familiar with advertising problems of investment 
houses and financial advertising agency. Previ- 
ously Account Executive with advertising firm. 
Can show samples of work. Address JDL, c/o 
Bankers MONTHLY. 12*-1 ti 


P Clippi 
An intensive service in 
THE PACIFIC NORTHWEST 
WASHINGTON, OREGON 
IDAHO, ALASKA AND 
BRITISH COLUMBIA 
CLIPPINGS ON ANY SUBJECT 
Business — Personal — Political 
PACIFIC NORTHWEST 


PRESS CLIPPING BUREAU 
Hinckley Bldg., Seattle, Wash. 


to be counted. Send cash with your order. 


Answers 


INCREASE 
DEPOSITS! 


through the “Budget Thrift 
Book” plan. Brings new busi-) 
ness, increases volume of deposits. 
and per capita deposits. Suc- 
cessfully operated by any bank 
—large or small. 


Write for sample proof 
of its success and prices 


Buckley, Dement & Co, 


1300 West Jackson Blvd. 
CHICAGO ~ ILLINOIS 


Now Is 


The Time 


Have your heating equipped with 


this device. It will enable you dur- 

ing the entire stretch of cold weather 

to have the temperature lowered at § 

“closing time” and raised again in the 

morning before anyone arrives. 4 
All operations are timed 

and automatically controlled. 


Pf IN NEAP OCIS” 
AT REGULATOR 
From the standpoint of conven- 

ience, comfort and economy you 


cannot invest in any bank equip- 
ment so completely satisfactory. 


Write us for Booklet 


Minneapolis Heat Regulator Co. 


2760 Fourth Avenue South 
MINNEAPOLIS 


INCORFORATE IN 
ARIZONA. S2eciat savantazes to 


are; Least cost, which is not affected a be amount 
Business may be and books 


= al eae transacted 
ere. Stock. ‘made full- = and non- 
Stockholders exempt te 


fon Japeeperatng oe & be e completed fn one 


seeeee INCORPORATING CO. 


Bex 8. Phoenix, Arizona 


Waxed Carbon Paper 
We pet amet. 37 out oe wiaiies omer 


‘oney 
Waxed Typewriter —— 
i cae and distinctive; wear 


out. Youcove ty buvtag 
$2.00 for $7, prepaid. Guaranteed 
back. Send $1.00 stamze for full length sample 


model oales of your typewriter. Address, 
Dept. 25. THE RIBBON WORKS, Galveston, T 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 








